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NELWELD semi-automatic welding “gun” 


was developed for controlled welding of 
special flux-filled studs—produced in many 
shapes and sizes, and used to hang, hold 
and handle. 








THE 


TOUGH JORS 


GO 10 


FEKACO 


NELSON STUD WELDING DIVISION, 
Gregory Industries, Inc., Lorain, 
Ohio, maker of this ingenious stud 
welding “gun” long had difficulty in 
threading and boring the special studs 
to be used with it. Numerous cutting 
oils were tested over a period of years 


—and it was the one recommended by 
a Texaco Lubrication Engineer that 
really did the job. 

“Since changing to Texaco Tran- 
sultex Cutting Oil,” the manufacturer 
reports, ‘‘our production has in- 
creased beyond our expectations... 
costs have been substantially 
reduced.” 

The above experience is typical. 
Texaco Lubrication Engineers are 


‘“Production 
increased beyond 
expectations” 


regularly helping firms in all branches 
of industry to increase the efficiency 
of their machinery and equipment, to 
better their production and _ reduce 
their unit costs. 

Put Texaco to work in your plant. 
Just call the nearest of the more than 
2,000 Texaco Distributing Plants ia 
the 48 States, or write: 

The Texas Company, 135 East 42nd 
Street, New York 17, N.Y. 


UPC [44 Lubricants, Fuels and 


Lubrication Engineering Service 


TUNE IN: TEXACO STAR THEATER starring DONALD O'CONNOR or JIMMY DURANTE, on TV Sat. nights. METROPOLITAN OPERA radio broadcasts Sat. afternoons 
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This adjustable swivel hanger attached to a concrete 

insert is easy to install and will safely carry a wide range of 
loads. Like all Grinnell Hangers, it permits easy 
adjustment at any time after pipe is installed . 

to prevent sagging pipe and water traps, and to assure 
positive drainage. This is just one of the ways 

Grinnell Engineered Pipe Hangers save you 

maintenance expense, give you a better installation. 


A good piping job is too important to 
jeopardize with improvised or inadequate 
pipe hangers and supports. There’s a 
Grinnell Hanger for every piping 
requirement. All Grinnell Hangers 
comply with piping code specifications. 


CB-UNIVERSAL CONCRETE INSERT (Fig. 282) 

. Used for pipe lines up to 12 inches where 
sizes of hanger rods cannot be readily deter- 
mined in advance of ceiling construction. This 
insert is cast in one body size only. V-type 
teeth grip a special removable nut which is 
ordered separately and can be furnished 
tapped for 4%", 44", %", %" or 4%" hanger 
rods. Face of insert can be concealed by 
ceiling finish. 


ADJUSTABLE SWIVEL PIPE RING (Fig. 101) 
. Solid ring of malleable iron. Twelve sizes 
provide load range of 80 Ibs. for 34“ size, to 


1510 Ibs. for 8” size. 


LOCKING SWIVEL SHANK of Fig. 101 Pipe 
Ring . . . To obtain proper adjustment, swivel 
shank can be wrned easily by hand when the 
weight of the pipe is temporarily taken off the 
ring. When weight is returned, swivel shank 
locks automatically, preventing change of 
adjustment due to vibration. Wire retaining 
ring keeps swivel shank and pipe ring or yoke 
from separating, makes assembly a single unit. 


AMERICA’S #1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


DD Grinnell Company, Inc., Providence, Rhode Island . Coast-to-Coast Network of Branch Warehouses and Distributors 


} Manufacturer of: pipe fittings * welding fittings * forged steel flanges ° steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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AUTOS SET 
THE PACE 


MOMENTUM WILL 
CARRY FORWARD 


STILL SOME 
SKEPTICS 


MIDDLE GROUND 
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Business upswing has held up better than expected. Economic 
Spurt has stemmed from several factors that have rolled up into 
improved business conditions. 

First was a combination of factors in the automotive indus- 
try. The auto industry picked 1955 for their big year—a big year 
for change—and a big year for sales effort. In addition, the 
auto companies decided to unveil their new models early, which 
meant that the big automotive payroll began feeding out into 
the nation's economy well before Christmas. 

There was talk that the new automobiles would siphon off 
the money normally going into holiday gift buying, but there 
was enough to satisfy a boomlet in new model auto buying plus 
a high level of gifts. 








* * * 


Holiday sales have reflected in business confidence. The 
year started off right, and has been going at a good pace. 
True, there has been a post=-holiday period of tapering off, 
but January and February have been good compared to those same 
months of last year. 

What happens now? Eisenhower advisors are divided on the 
course for the future. One group maintains that the upswing 
will hold—that whatever has been the combination of circum- 
Stances that has set off prosperity, the cycle will feed on it- 
self and continue. This group holds that the Government has 
already fed enough incentives into the system to keep things 
humming. 














* * 


Other view held among Eisenhower advisors is that the up- 
swing could peter out—that the early high volume of automotive 
sales will not be sustained. These skeptics feel that the Gov- 
ernment should be ready to feed new stimuli into the economy if 
it shows signs of faltering. 


x * 


Official position is somewhere between these two extreme 
views. Eisenhower policy is to keep hands off further direct 
action. As long as business rides at a high level, the Adminis- 
tration does not plan to actively backstop the economy. If there 
is a sign of a slide, however, the Government will seek to step 
in fast to recover. 
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Testing...testing...5O years and longer 
to make CRANE VALVES maintenance free 


ting for product performance values is an old custom with Crane. 
[t was started long before many standards existed —long before others 


n the field used this means of product improvement and quality control. Better Quality 
foday’s Crane valve testing is done in both field and laboratory Bigger Selection 
by the most scientific techniques. This continuing work seeks to in- : 
; in Valves 
rease valve performance and lessen maintenance needs. A single 
xample is the stem packing test shown above. for Every Need 


Here’s one of the reasons back of the thrifty buyers’ preference for 
rane valves. They can rely on ever-improving Crane quality to pro- 
ct their company’s investments in piping equipment—especially 
oday, in the face of high maintenance and repair costs. No wonder 
ndustry keeps using more Crane valves than any other make. 


CRANE CO. 


General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 





, . THRIFTY 
BUYER | 


VALVES + FITTINGS * PIPE = PLUMBING - HEATING 
CRANE’S FIRST CENTURY. ..1855-1955 
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This isn't greatly different from the so-called Truman 
approach, except that the previous administration looked for 
ways to widen Government penetration of industry. 

Eisenhower policy calls for ""fostering long-term economic 
growth rather than toward imparting an immediate upward thrust 
to economic activity." 








* * * 
CONFIDENCE BREEDS Thinking now is that the contraction in the economy last year 
STRENGTH was moderate, less drastic than might have been expected. 


Gross national product last year declined by $14 billion, 
while the combined Federal spending and purchase of inventory 
declined last year by $24 billion. 

What held the economy up? Here the answer involves a number 
of factors which might all be wrapped up in a cycle of confidence, 
with consumers maintaining a high rate of buying—with industry 
continuing to invest in plant expansion, in modernization—with 
large scale public works—with adequate capital available for 





financing. 
x ok * 
PUBLIC WORKS The large highway program, calling for a $25 billion in- 
A BACKSTOP crease in Federal spending for roads over the next 10 years, 


is designed for stepping up public works next year. The road 
program has a number of hurdles to clear before earth moving 
actually begins. It is designed for 1956—an election year— 
not for 1955. 

Same holds true for the school building program and other 
public works. There will be discussion this year, with Congress 
asked to vote their authorization—and the dirt will really begin 
to fly next year. 





= LABOR HOLDS Much of the short term outlook is bound up in the labor- 
| KEY management picture. 

Outcome of contract negotiations in the automotive industry 
| will have an important impact on the purchasing as well as the 
marketing position of both sellers and the consumers of all the 
materials going into the automotive industry. 

A stoppage in production of automobiles can mean a glut of 
materials coming to market. Just the reverse situation develops 
in the event of a stoppage in raw materials. 





* * * 
SHORTAGES AMIDST Steel and aluminum labor contracts are due to be negotiated 
PLENTY this summer—right on the heels of the auto contracts. 


While a stoppage in autos would create a glut of some mate- 
rials, a stoppage in steel and/or aluminum means a great scar= 
city. 

From the purchasing agents’ standpoint, the two opposing 
influences create a problem in shaping up inventory policy. 

Basic assumption is that there is no positive knowledge on 
how either the automotive or the steel and aluminum negotiations 
will turn out. Neither the managements of these industries 
C7 nor the labor groups approach the bargaining table with any 
excess show of belligerency—but at the same time the union de- 
mands are extreme, especially as they relate to a Guaranteed 
Annual Wage. 
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Everything 
you need to 
know about 
Bushings 
Write Ex-Cell-O for 
this Bushing Guide 


—ask for as many 


copies as you'll need. 


XLU 
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A Complete Bushing Guide 


for your Engineering and Purchasing Fil 


THE ANSWER to all your Drill Jig Bushing requirements 


This catalog pictures and describes the six principal types of 
A.S.A. standard bushings, tells how to use them. Gives 
helpful suggestions to purchasers and designers. With blue- 
prints of the different types, lists hundreds of Ex-Cell-O 
bushing sizes constantly available from stock. MAKES 
ORDERING QUICK AND EASY. 


IMMEDIATE SHIPMENT from Detroit, New York, Los Angeles 
and London, Canada. Address of nearest source at right. 


EX-CELL-O CORPORATION 


DETROIT 32, MICHIGAN 


LOCAL ADDRESSES 
EX-CELL-O CORPORAT 
1200 Oakman Blivd., Detroit 32, M 
53 Park Place, New York 7, N. Y. 
1500 W. Slauson Ave., Los Angeles 47, 


In Canada—Ex-Cell-O Corporation 
Canada, Ltd., 120 Weston St., 
London, Ontario. 
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NEW INFORMATION FOR YOUR 








OPERATING LIFT TRUCKS SAFELY 
A 24-page booklet, Form 1214, “How to Operate a 
Lift Truck,” uses 2-color cartoon technique to tell 
all pertinent details about operating lift trucks. 
Safe materials handling is discussed. 


Hyster Co. 
Circle No. 1 on Inquiry Card—Page 17 


SNAP-ACTION SWITCHES FOR A-C, D-C 
Catalog No. 62 (28 pp, 2-color) describes 10 classi- 
fications of phenolic enclosed, snap-action basic 
switches. There are over 400 listings of units for 
a-c or d-c industrial uses. 

Micro Switch Division, Minneapolis Honeywell 
Regulator Co. 


Circle No. 2 on Inquiry Card—Page 17 


THE ABC's OF SPRAY EQUIPMENT 
Written in non-technical language and illustrated 
with drawings, a 64-page booklet gives a clear, 
over-all picture of spray painting. Basic equipment 
items get full editorial treatment. 


The DeVilbiss Co. 
Circle No. 3 on Inquiry Card—Page 17 


SHOWS HOW TO STOP RUST 
A 24-page catalog provides an outstanding treatise 
on rust prevention in all types of industries. There 
are 98 color chips of rust-inhibiting products with 
application photos of uses. 


Rust-Oleum Corp. 
Circle No. 4 on Inquiry Card—Page 17 


MOTORS GIVE DYNAMIC RESPONSE 
A line of d-c motors, that are powerful enough 
to meet the most exacting drive demands, yet are 
so gentle in response that they will not break fine 
fabrics are treated in a 12-page catalog. 
Reliance Electric & Enrg. Co. 


Circle No. 5 on Inquiry Card—Page 17 


INDUSTRIAL SOLENOIDS DESCRIBED 
Bulletin GEA-6215 in 16 four color pages de- 
cribes a line of industrial solenoids. The bulletin 
shows force and current curves and dimensions for 
both push and pull types. 
General Electric 


Circle No. 6 on Inquiry Card—Page 17 
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IMPROVED ACID-RESISTANT CLOTHES 
A 12-page catalog, fully illustrated, deals with 
work clothes made with improved weaves of dynel 
and orlon cloth. Tables show their resistant quali- 

ties to a large group of industrial acids. 
Worklon Inc. 


Circle No. 7 on Inquiry Card—Page 17 


HINTS ON USING PERFORATED METAL 


A wealth of information about perforated metal 
is contained in a fully illustrated pocket-size, 114- 
page catalog. Buying hints are given and space is 
devoted to end uses of the product. 

Standard Stamping and Perforating Co. 


Circle No. 8 on Inquiry Card—Page 17 


PROMOTING INDUSTRIAL SAFETY 


Complete information on a large number of prod- 
ucts that contribute to personnel safety or first-aid 
is contained in 20-page catalog, No. 55. Clear pho- 
tographs of items appear alongside text. 


E, D. Bullard Co. 
Circle No. 9 on Inquiry Card—-Page 17 


STOCK GEARS 
Specifications of over 8,000 stock items, including 
gears, sprockets, chains, splines, etc., are supplied 
in a 200 page catalog. Space is devoted to drills, 
coolant systems and related items. 
Universal Gear Works 
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DRILLING THROUGH MASONRY 


A 4-page illustrated circular describes spiral and 
fastlead masonry drills and sets. Both types drill 
easily and quietly in concrete, cement, brick, 
marble and other masonry materials. 

Whitman & Barnes 


Circle No. 11 on Inquiry Card—Page 17 


CLASSIFYING OILLESS BEARINGS, PARTS 
A 50th Anniversary catalog classifies oilless and 
self-lubricating bearings, bushings and machine 
parts. It gives tolerances, recommendations for ma- 
chining, designs and properties. 


Wakefield Bearing Co. 
Circle No. 12 on Inquiry Card—Page 17 
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CARBIDE BLANKS FOR TOOLS, DIES 
All styles of standard and modified-standard ce- 
mented carbide blanks as well as special types are 
covered in the 20-page illustrated catalog No. 1. A 
grade selection chart is included. 


Firth-Loach Metals Inc. 
Circle No. 13 on Inquiry Card—Page 17 


APPLICATIONS OF FUSIONWELD TUBING 
An eight-page catalog, replete with drawings and 
. photographs, covers considerable scope in a tech- 
nical discussion of thin wall steel tubing. It dis- 
cusses tubing applications in end products. 
Avon Tube Div., Higbie Mfg. Co. 


Circle No. 14 on Inquiry Card—Poge 17 


SOLVING STORAGE PROBLEMS 
A simplified booklet tells how to build, expand or 
modify storage facilities. It shows how to set up 
one’s own facilities, make surveys, elevation draw- 

ings and floor plans unassisted. 
Aurora Equipment Co. 


Circle No. 15 on Inquiry Card—Page 17 


WHAT RUBBER PRODUCTS FIT WHERE? 
A 58-page case-bound catalog on industrial rubber 
products, illustrated and printed in color, is divided 
into sections for quick reference to a particular 
product or group of products. 
Quaker Rubber Corp. Div., H. K. Porter Co. 
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GRATINGS, STAIRS INCREASE SAFETY 
Bulletin 1105 deals in 16 pages with a line of crat- 
ing and stair treads of interlocked or of forge 
welded construction. Tables show weights, standard 
sizes for safety and load limits. 
Dravo Corp. 


Circle No. 17 on Inquiry Card—Page 17 


F.H.P. BRUSH HOLDERS STAND SEVERE SERVICE 

How an almost infinite variety of sizes and types 

of molded brush holders may be obtained from 12 

standard series is shown in catalog No. 55. They 
give f.h.p. motors long, rugged service. 

Phoenix Electric Mfg. Co. 
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AN AID TO ECONOMICAL FABRICATION 


Each of 11 types of fabrication of stainless steel 
tubing and pipe is separately described in a 40- 
page illustrated catalog. Helpful hints tell how to 
design for economical fabrication. 


Carpenter Steel Co., Alloy Tube Div. 
Circle No. 19 on Inquiry Card—Page 17 


TESTING SOILS, ASPHALT CONCRETE 
A 104-page catalog contains descriptions and il- 
lustrations of over 1250 items of apparatus for 
engineering tests of soils, concrete, asphalt and 
construction materials. 
Soiltest Inc. 


Circle No. 20 on Inquiry Card—Page 17 


WET BLASTING PRECISION FINISHES 
An 18-page booklet, No. 541-D, presents 40 com- 
mon applications in which the wet abrasive blasting 
process can be useful. Besides cleaning, these in- 
clude precision finishing to .0001” tolerances. 
American Wheelabrator & Equipment Corp. 
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SODIUM PHOSPHATES FOR INDUSTRY 
General information about various types of sodium 
phosphates used in industry is contained in a 40- 
page catalog. Their properties and their applica- 
tions in various industries are described. 
Monsanto Chemical Co. 
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SOCKET SCREWS HAVE MANY USES 
Bulletin 898, dealing with hex type, and bulletin 
899, dealing with multiple spline socket screws, 
outline their features, methods of manufacture and 

applications. There are tables of sizes. 
The Bristol Co. 
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LATEST METAL FINISHING TECHNIQUES 
Packed with informative charts and illustrations, 
a 42-page booklet (No. 14), dealing with abrasive 
grain and powders, contains the latest engineering 
recommendations for metal finishing. 
The Carborundum Co. 
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VALVE USES & PROPERTIES 


Valve users can easily obtain data on valves for 
a wide variety of applications by using a simplified 
cross index in a condensed catalog, No. 105. Newly 
designed valves are discussed. 

Edward Valves Inc. 


Circle No. 25 on Inquiry Card—Page 17 
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Under heavy load Gates Vulco 
Ropes—the V-belts with con- 
cave sides—grip pulley grooves 
more firmly and pull harder. 
This large lathe was form- 
erly driven by a flat belt which 
slipped on heavy cuts, stalled 
and broke tool bits. Savings on 
broken tool bits alone offset the 
cost of the drive the first year 
.and production was in- 
creased 25%. 


Concave sides 


keep belt costs gown! 


) ) 
Industry is saving thousands and Simple an aa value of 
thousands of dollars every year by concave Sl “ ; 
specifying Gates Vuleo Ropes— Bend a straight-sided belt (Fig. 2) 
the V-Belts with concave sides and feel the sides bulge out areund 
(U.S. Pat. No. 1813698). the bend. The bulging sides prevent 














Here’s the interesting reason the belt from fitting evenly in the pul- 
why Gates belts save money: ley groove (Fig. 2-A). Uneven contact causes un- 
“On the bend around the sheave even wear...shortens belt life...increases costs. 
J the precisely engineered concave Keep belt costs down by specifying Gates Vulco 
sides (Fig. 1) of the Gates belt Rope Drives—the V-Belt with concave sides. Belts 
fill out and hecome straight (Fig. you need are readily available from nearby distrib- 
1-A). Thus the belt makes uniform contact with utor stocks. The Gates Rubber Company. Denver, 
the sides of the pulley. That means sure pulling Colorado—World’s Largest Maker of V-Belts. 
power and even distribution of wear. Longer wear, Cites Reaertnn Si on Pee oats 
fewer replacements cut belt costs...reduce down Sictas Gok Gaea, aah .& 76 des cae 
time...contribute to profits. throughout the world. PA 28-8 


~ 


GATES "= DRIVES 
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METALS FABRICATING 
A colorful, 12-page catalog illustrates stamping, 
drawing and heading facilities which make possible 
the production of brass or other metal parts at sub- 
stantial cost savings. 


The Plume & Atwood Mfg. Co. 
Circle No. 26 on Inquiry Card—Page 17 


SELECTING TOOLS, TOOLING MATERIALS 
A 48-page catalog has been compiled to aid in se- 
lecting proper machining materials: carbide stand- 
ard tools, tips, inserts, blanks; steel tool-holder 
bits, drill reds, ground flat stock. 
Firth Stirling Inc. 


Circle No. 27 on Inquiry Card—Page 17 


SPECIFICATIONS OF COPPER AND ALLOYS 
Because of growing use by industry of standard 
specifications of engineering societies and govern- 
ment agencies, a 24-page manual, B-34R, lists cop- 
per and copper alloys under such specifications. 

The American Brass Co. 


Circle No. 28 on Inquiry Card—Page 17 


HOW TO DESIGN THE LOCKER ROOM 
A complete 40-page study covers the design of 
change rooms with overhead lockerbaskets. This 
design file details standards to be maintained in the 
toilets, showers and locker rooms. 


The Moore Co. 
Circle No. 29 on Inquiry Card—Page 17 


AIDS TO CONTRACT MANUFACTURERS 
A 12-page catalog details a list of machine tools 
and other metal fabricating, forming, treating and 
processing equipment available for contract manu- 
facturing. Types and dimensions are given. 


The Jeffrey Mfg. Co. 
Circle No. 30 on Inquiry Card—Page 17 


HOW TO USE ALUMINUM MILL PRODUCTS 
A 16-page brochure contains a wrought aluminum 
alloy selection guide, outlining general properties 
of various aluminum mill products and their appli- 
cations. Casting alloys are covered. 
Reynolds Metals Co. 
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HOW TO ORDER, USE, SLING CHAINS 
Data book No. 100 offers in 32 pages diagrams, 
charts, and tables on sling chains and attachments, 
and their sizes, weights and working load limits 
under many conditions of use. 


Columbus McKinnon Chain Corp. 
Circle No. 32 on Inquiry Card—Page 17 


INDUSTRIAL USES OF POLYKEN TAPE 
A concise handbook shows 1200 industrial uses for 
Polyken tape. It lists industries using industrial 
tape, classified into 21 groups. Applications in each 
industry are shown. 


Polyken Products 
Circle No. 33 on Inquiry Card—Page 17 
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WHERE RECORDING CHARTS ARE USED 
The method of production of over 8000 standard 
recording charts for standard and special instru- 
ments is covered in a 12-page catalog. Samples of 
both dial and roll charts are given. 
Technical Charts, Inc. 


Circle No. 34 on Inquiry Card—Page 17 


END USES OF STEEL PULLEYS 


A pictorial review of steel pulleys, their manufac- 
turing processes and some of their end uses are 
covered in a colorful 16-page brochure. The pul- 
leys have many industrial applications. 

American Pulley Co. 


Circle No. 35 on Inquiry Card—Page 17 


CUTTING TOOLS NEED PROPER CARBIDES 
Issued as a separate booklet, Section 3A of tool 
manual GT-191 emphasizes that selecting proper 
grade of cemented carbide for a cutting job is as 
important as choosing the right machine. 

Carboloy Dept., General Electric 
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WHAT TO LOOK FOR IN LUMINAIRES 
A pocket-sized catalog of fluorescent luminaires for 
industrial use, bulletin B-5799-B, summarizes 
salient features as it discusses characteristics, main- 
tenance data and applications. 
Westinghouse Electric Corp. 
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SPRING LOCK WASHERS HOLD PARTS TIGHT 
The engineering principles of spring lock washers 
are developed in a 20-page brochure, filled with 
photos and specification tables. Tension added to 
screws, etc. prolongs product life. 

Spring Washer Institute 


Circle No. 38 on Inquiry Card—Page 17 


RATING V-BELTS 
A 100-page manual, book No. V-1400-E2F, presents 
a simplified, scientific method for rating V-belts. 
Each popular cycle motor speed with drive selec- 
tions is shown on separate pages. 


Worthington Corp. 
Circle No. 39 on Inquiry Card—Page 17 


VALVES WORK AT —65 F to 250 F 
Complete description, construction details and or- 
dering hints are supplied in catalog No. 654 on all 
type valves. Included are plug valves with Teflon 

plugs functioning at —65 F to 250 F. 
Republic Mfg. Co. 


Circle No. 40 on Inquiry Card—Page 17 
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POWELL VALVES...THE COMPLETE QUALITY LINE...POWELL VALVES 


IRON 


FIG. 2201—175 Pound W.0.G. 
Flanged End Lubricated Plug Valve 


FIG. 241—Iron Body, 
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FIG. 559—Swing Check Valve 
For 125 Pounds W.S.P. 


Bronze Mounted Standard 
“Model Star” Glove Valve 
For 125 Pounds W.S.P. 


FIG. 1793—“Model Star”’ 


Gate Valve For 125 
Pounds W.S.P. 
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POWELL VALVES...THE COMPLETE QUALITY LINE...POWELL VALVES 


Wherever flow requires dependable control, there’s the place 
for Powell Valves. Powell can supply the valve you need, for 
Powell probably makes more kinds of valves and has solved 
more valve proble ms than any other organization in the world. 

Shown above are just a few Powell Iron Valves. Investigate 
their many outstanding features ... and the complete line of 
quality valves known for long and dependable service. 


For More Information Circle No. 
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Consult your Powell Valve distributor. If none is near you, 
we'll be pleased to tell you about our complete line, and help 
solve any flow control problem | you may have. Write . 


The Wm. Powell Company, 
Cincinnati 22, Ohio 
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NEWS OF YOUR Suppliers 





Clarence S. Wentworth is now cen- 
tral regional sales manager according 


to an announcement from Worthington 





Cc. S. Wentworth 


Corp., Harrison, N. J. Mr. Wentworth 
had headed the company’s Detroit dis- 
trict office. He succeeds William A. 
Meiter, who was previously named 
general sales manager. 


William I. Burt, vice president- 
manufacturing of B. F. Goodrich 
Chemical Co., has been elected presi- 
dent of Goodrich-Gulf Chemicals, Inc., 
Pittsburgh, a company owned half by 
the B. F. Goodrich Co. and half by 
Gulf Oil Corp. He succeeds William 
S. Richardson, president of the B. F. 
Goodrich Co., who was elected presi- 
dent of Goodrich-Gulf when the joint- 
ly-owned organization was established 
in November, 1952. 


A complete reorganization of its 
Lamp Division has been announced 
by General Electric Co., Nela Park, 
Cleveland. It involves the decentraliza- 
tion of the division by the creation of 
six product or business departments, 
each headed by a general manager, 
and a complete business organization 
of itself, and an Advanced Lamp De- 
velopment Laboratory. The new prod- 
uct departments and their general 
managers are: Large Lamp Dept., Her- 


9 





man L. Weiss; Miniature Lamp Dept., 
Kenneth G. Reider; Photo Lamp Dept., 
William E. Davidson; Lamp Glass Dept., 
Ernest A. Howard; Lamp Wire and 
Phosphor Dept., Robert F. Johnson; 
Lamp Leads and Bases Dept., Walter 
P. Cartun. 


J. T. Trotter is now sales manager 
of the multiwall paper bag factory in 
E. Pepperell, Mass., of Bemis Bro. Bag 
Co., St. Louis. At the same time, it was 
announced that D. G. Chase had been 
made sales manager for the firm’s 
Buffalo Sales Division. 


The new general manager of the 
Pacific Coast sales region of Reynolds 
Metals Co., Louisville, Ky., is William 





W. O. Yates 


O. Yates. Mr. Yates replaces William 
T. Ingram, who is transferred to the 
sales headquarters in Louisville as 
manager of all the company’s regional 
sales activities. 


E. L. Barton, formerly supervisor of 
sales administration, has been named 
distribution manager for DeWalt Inc., 
Lancaster, Pa. 


Eugene Caillet has been appointed 
assistant manager of molded and ex- 
truded goods sales at the St. Mary’s, 
Ohio, plant of Goodyear Tire & Rub- 
ber Co., Akron. 





The election of Glenn P. Bakken as a 
director and executive vice president 
has been announced by Chase Brass 





G. P. Bakken 


& Copper Co., Inc., Waterbury, Conn., 
a subsidiary of Kennecott Copper Corp. 
Mr. Bakken’ succeeds Wallace C. 
Husted, who has retired. 


Three personnel changes have been 
announced by United States Rubber 
Co., New York. H. E. Collins, formerly 
district manager at Minneapolis, has 
been transferred to New York as 
district manager. He is succeeded in 
Minneapolis by J. E. Blair, who had 
been truck tire manager in the central 
division. J. C. Barrows has been named 
district manager at Phoenix, having 
previously been branch manager in 
Cincinnati. 


The appointment of Donald E. Wil- 
liams as a factory sales representative, 
has been announced by Fischer Special 
Mfg. Co., Cincinnati. He will cover 
northern Ohio, western Pennsylvania 
and lower Michigan. 


Mid-States Supply Co., Kansas City, 
Mo., has been appointed an accredited 
stocking distributor for the Republic 
Rubber Division, Lee Rubber and Tire 
Corp., Youngstown, Ohio. 


(Please turn to page 24) 
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The handling ease 
of an ATLAS Sling 
































Aap 
means... am 
ie 


low-cost material 
lifting! 


Handling bed casting for 
2500-ton forging press 
are two Macwhyte 
ATLAS Type 1 
Round-Braided Wire 
Rope Slings. 


















A SLING DESIGNED TO HANDLE EASILY 
WILL HELP YOU HANDLE LOADS 
faster. That’s the reason why flexibility, lightness, 
and handling ease are results of the basic design 
of Macwhyte ATLAS Round-Braided Slings. 


Here’s how handling ease is built into the ATLAS 
Sling: All ropes in ATLAS Slings are braided in 
a continuous spiral path. Ropes are endless—all 
ropes in the body are the same length and carry 
an equal share of the load. There are two pairs 
of Left Lay, and two pairs of Right Lay ropes— 
making a total of eight ropes in the equally bal- 
anced braided body of the Sling. 

Users can attach ATLAS Slings faster because of 
their “built-in” handling ease. And these Slings 
last longer because they do not snarl, kink, or curl 
up as easily as ordinary slings. 

The Macwhyte Sling Catalog illustrates many 
standard designs in Round-Braided, Flat-Braided, 
Single-Part, and Grommet Slings. 
Recommendations for special designs will be sup- 
plied by Macwhyte Sling Engineers. 


Call a Macwhyte distributor or Macwhyte office: 


MACWHYTE COMPANY 
2918 Fourteenth Ave., Kenosha, Wis. 


Ask for Sling Catalog 5-8 
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Dracco Corp., Cleveland, has named 
rict representative. Theodore 
will represent Dracco in 
Pennsylvania, southern New 

id northern Delaware. 


S. Hamer has been made a 
es representative for the Graton & 
Knight Co., Worcester, Mass. He will 





J. S. Hamer 


west central Tennessee and 
tucky, northern Arkansas and 
issippi, and southern Indiana. He 
headquarter in Nashville. 


Vulcan Crucible Steel Co., Aliquip- 
pa, Pa., has named Steel Specialties, 
as exclusive sales agent for Vulcan 
steels in the Baltimore, Md., area. 


Clark Equipment Co., Battle Creek, 
Mich., has named Joseph P. Bradshaw 





J. P. Bradshaw 


listrict sales manager in the west- 
, region for its Industrial Truck Di- 


10n 


[wo new sales-engineering repre- 
entatives have been announced by 
Conoflow Corp., Philadelphia. The Wil- 

ams Equipment Co., New Orleans, will 
ervice southeastern Louisiana and 
southern Mississippi. Western Ten- 
essee, northern Mississippi and east- 

n Arkansas will be covered by Engi- 
eered Intrument Sales Co., Memphis. 





Three personnel changes in its Tex- 
tile Division have been announced 
by Owens-Corning Fiberglas Corp., 
Toledo. George Volckhausen, formerly 
assistant manager of Owens-Corning 
New York sales branch, is now as- 
sistant sales manager for the division. 
Roy J. Black is now manager of the 
Industrial Sales Division, and Matthew 
T. Nemeyer manager of the Plastics 
Reinforcement Sales Division. 


The Atlas Mineral Products Co., 
Metztown, Pa., has announced several 
changes in its organization. Joseph A. 
Snook, formerly vice president of the 
company, is now executive vice presi- 
dent. The new general sales manager is 
Eugene Kirkpatrick, formerly eastern 
regional sales manager. The assistant 
sales manager is Kenneth T. Snyder, 
previously western regional sales man- 
ager. 


The appointment of Robert G. Page 
as manufacturing engineering special- 
ist for the Distribution Assemblies De- 
partment has been announced by Gen- 
eral Electric Co., Plainville, Conn. 


Francis D. Weeks has been named 
to succeed Carl F. Dietz as president 
of Lamson Corp. of Delaware, Syra- 


F. D. Weeks C. F. Dietz 


cuse, N. Y. Mr. Dietz assumes the new 
post of chairman of the board of the 
corporation. 


J. H. Williams & Co., Buffalo, manu- 
facturers of industrial and automotive 
wrenches, tools and drop-forgings, has 
appointed Edward R. Burkardt as sales 
manager. He was formerly the com- 
pany’s sales representative in the Los 
Angeles area. Gerald W. Caruso, for- 
merly with the Buffalo sales office, has 
been named assistant sales manager. 


William T. Ingram has been made 
general sales manager, regional sales, 
of Reynolds Metals Co., Louisville, Ky. 
In the newly created post, he will have 
direct supervision of sales activities 
in the company’s six sales regions. He 
will headquarter at Reynold’s home 
offices in Louisville. 


The promotion of H. E, Ehlers, Jr., 
to general sales manager, R. C. Brock 
to industrial sales manager and D. C. 
McMillin to district manager, Pacific 
Coast District, has been announced by 
Joseph Dixon Crucible Co., Jersey City, 
N. J. 





E. R. Stevens is now executive vice 
president, and M. M. Wilson is vice 
president in charge of sales of Bald- 
win-Hill Co., Trenton, N. J. 


Eaton Manufacturing Co., Cleveland, 
has named L. A. Selin as sales manager 





L. A. Selin 


of its Pump Division in Marshall, Mich. 
He had been assistant sales manager. 


The Deming Co., Salem, Ohio, manu- 
facturers of commercial water systems 
and industrial pumps, has appointed 
R. T. Clunan as district representative 
in the mid-Atlantic states. 


The Beryllium Corp., Reading, Pa., 
has opened a sales office at 1915 S. 
Sheperd, Houston, Texas, with Ross E. 
Schofield, district representative, in 
charge. 


Wallace E. Anderson has been named 
general sales manager of Brown & 
Sharpe Mfg. Co., Providence. He had 





W. E. Anderson 


been division superintendent of the 
company’s Precision Tool and Gage 
Division, 


Alden H. Webber has been appointed 
field sales engineer for the Seattle area 
by The Bristol Co., Waterbury, Conn. 





Additional News of Your Suppliers 
will be found following the 
Industrial Development section 
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DISSTON 


HAS THE EDGE, 






and blades 
that hold it! 


to give you faster, straighter 
power hack sawing 


Here’s the sharpest, cleanest cutting machine hack saw 
blade the industry has ever seen. These blades set a new 


f standard of quality and safety. They are completely 
. new—made by new methods, with the latest equipment. 
j No wonder they easily meet the toughest 
° . 
production requirements. 
i Let us show you how much you will benefit. Call your 
~ 


Disston Distributor today. He’ll put on a practical 
demonstration right in your shop. He'll let you make your 
own side by side comparison tests on your own machines. 
Also ask him about Disston’s complete line of Hand 

Hack Saw Blades and Frames—for the same economies 
and results. 


For prompt service, expert advice, reliability, many 
economies, on these and other Disston metal cutting 
products— Files, Band Saws or Solid and Inserted Tooth 
Metal Circular Saws, rely on your Disston Distributor. 
You’ll get far more for your tool dollar. 


send for this FREE production help! 


Write for handy folder on Disston hack saw blades. 

It includes helpful hints to your shop men on the right 
number of teeth, feed and stroke—for various metals. 
It can save hours of production time. 


+ 
' 
' 
1 
Ask for Disston | C aaiea 
Sumer Selle scompany_—__— 

Hack Saw Blades, 

' 

' 

' 

' 

' 

i 

1 

1 

' 

' 


Address 








Mail to Henry Disston & Sons, Inc., 333 Tacony, 
Philadelphia 35, Pa., U.S.A. In Canada, 2-20 
Fraser Ave., Toronto 3, Ont. 
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FILOSOFY OF BUYING 


URCHASING is a democratic 
process at Fairleigh Dickinson 
College, Teaneck, N. J. When pro- 


cabinet officers) and its advisory 
committee (made up of admin- 
istrators of major state depart- 


posals were taken in January on ments) want no part of the system be 
construction of a new dormitory, as it affects their individual pur- am 
the student body opened and voted chasing operations, and have no sta 
on the bids for the quarter-million desire to interfere collectively in ch 
dollar project. The President of the the purchasing activities of the in- sir 
college, a representative of the FHA, dividual members. In other words, ; 
and a member of the architectural they appear to be hostile to the Co 
firm were on hand in an advisory very job they are supposed to do, pil 
capacity, if needed. The students Examples of Siller’s unhappy po- Ing 
voted enthusiastically for the low- _ sition, as reported by Mr. Powell: bu 
est bidder, and somewhat unprofes- His simple request to receive copies gr 
sionally booed the higher proposals. of purchase orders issued by the - 

Along with their insight into a various departments, and lists of the 
big business deal, the students got vendors invited to bid on purchases ™ 
a taste of some purchasing hazards over $1,000, was refused by the for 
and complications. Two prospective Council. His own requisition for P. 
bidders arrived after the official what he termed “ordinary, every- the 
deadline had been passed, and day working tools” to operate his n 
threw the meeting into confusion. office was turned down by the -_ 
The advisers went into a huddle Budget Director and the Comp- _ 
and got a telephone ruling from _ troller. + 
FHA headquarters in Philadelphia Florida’s history of public pur- - 


that the new bids could be consid- 
ered. The on-time bidders promptly 
served notice that they would take 
it to court if the award went to 
one of the latecomers. But the crisis 
was resolved when neither of the 


chasing practice is not one of the 
brighter chapters either in pur- 
chasing or in government annals. 
The most recent previous attempt 
to improve the situation was in 
1949, when former Governor War- 


tardy bids proved to be low. ren set up a central purchasing pu 
“Purchasing is fun,” observed office to serve the various depart- Col 
one of the student participants, ments. It was on a voluntary service cat 
“but it’s not such a simple job after basis, and when, after several cla 
all, even when you’re spending months, nobody made use of its Use 
some one else’s money.” facilities, it died a natural death. or 
Meanwhile, the representative of om 
FHA, which is putting up the money + a val 
for the loan, gathered up all the tur 
bids for review by his agency be- OST discussions of reciproc- ch 
fore sanctioning the award. ity as a sales and purchasing ing 
° ° policy put the onus on management rm 
for condoning or encouraging the 

ROBABLY the most frustrating practice. The National Industrial _ 
Complete Inventory - | job in the entire purchasing field Conference Board surveyed man- - 
Delbcory from tind is that of Ralph Siller, secretary agement on the subject and found jee 
to the Florida State Purchasing more than 80% looking with dis- P 
Council and nominally responsible favor on reciprocity as a sales tool. y 
for the coordination and regulation In only four of 26 industry classifi- o 
of the state’s purchasing practices. cations did a majority of companies o 
The Council was established in 1953 report using it deliberately as a i. 
by the state legislature, after earlier sales tool. In these fields—steel, e 

attempts to centralize state pur- petroleum, industrial machinery, ; 
chasing had failed. The trouble, and heating and plumbing equip- on 
according to special writer Jim ment—it is reported that reciprocal aa 

iebiliiainain tte Powell of the Tampa Tribune, is_ selling is a custom of long standing, z 


that the Council itself (made up of 


hard to break away from. Even in 
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companies where reciprocity is a 
deliberate policy, says the report, it 
affects only a small part of total 
business, is rarely the dominant 
factor in any transaction, is applied 
with considerable discretion, and 
is decisive only when other factors 
are equal; 90% of all companies do 
not expect reciprocity to gain in 
favor or in practice, despite in- 
creasing competition. 


HERE’S a new word in the 

vocabulary of purchasing. May- 
be it isn’t destined to come into 
very general usage, but the idea it 
stands for is vital to all good pur- 
chasing, and you might find it a 
convenient means of expression. 

T. M. Logan is Engineering and 
Cost Analysis Manager of Cater- 
pillar Tractor Company’s purchas- 
ing department. He heads a small 
but very energetic and effective 
group devoted to value analysis, 
serving as technical consultants to 
the buying staff. In a recent talk 
on cost reduction techniques, at a 
forum meeting of the New York 
P. A. Association, he referred to 
the slogan of his department— 
“‘ITABWODI”. It’s a word coined 
and used at Caterpillar—an acrostic 
made up of the initial letters in the 
question that precedes every pur- 
chasing decision: Is There A Better 
Way Of Doing It? 


UDGE John F. Cook of the Cir- 

cuit Court at Kansas City, Mo., 
put in a requisition for a new pen, 
complete with performance specifi- 
cations. The pen he wanted, he de- 
clared, must be one that he could 
use without getting ink on his hands 
or on court papers, The county 
court took the request under ad- 
visement, gave its ‘approval, and 
turned the problem over to the pur- 
chasing department. By the follow- 
ing day, the new writing instru- 
ment was procured. Assistant 
County P. A. Bennie Ryan deliv- 
ered it to the Judge in person, 
making a formal presentation which 
was duly recorded by the official 
court reporter. Along with the pen, 
Ryan produced a copy of an ad- 
vertisement setting forth the leak- 
proof property of the product. But 
being from Missouri, he also took 
the precaution of including a bottle 
of washable ink and a clean white 
towel. Now Ryan has a surplus dis- 
posal problem, for Judge Cook 
turned in two leaky pens on the 
deal—without credit. 
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An Important 
Wire Cloth 
Check Point 





ACCURATE 
MESH | 
COUNT | 


0. follows that when you are 


screening material to get solids of a definite size, the accuracy of 
your end product depends on the accuracy of the mesh you use. If you 
think you are using a screen with 0.012” openings, when in reality 
you are using a screen with openings measuring 0,0185” (both of 
these openings are possible in 40 x 40 mesh cloth), the size of your 
product may not meet your process specifications. 


Newark Wire Cloth is consistently accurate. Our slogan ‘‘Newark 
for Accuracy”’ is not just words—it’s a true description proved again 
and again over our more than 75 years of experience in making 
wire cloth. 


We make wire cloth accurately woven from all commercially used 
metals in sizes ranging from 4 inches (space cloth) to 400 mesh. 


We catalog some 5,400 different combinations of wire gage and 
mesh. Let us quote on your requirements. When writing, please give 
us details on your process. 


Send for our New Catalog E. 





ewark 
wire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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65,000 square feet of sidewalls of wool bins 
are faced with \"’ thick Linabestos sheets 
in the Bigelow-Sanford Carpet Company’s 
plant in Thompsonville, Connecticut, a 
portion of which you see here. 





Where strong, fire-resistant walls are needed 
choose K &M “CENTURY” asbestos-cement sheets 


There’s sound reason why Bigelow-Sanford Carpet 
Company used K&M’s “Century” Linabestos. 
And the need for strong, fire-resistant walls was a 
chief determining factor. 


“Century” Linabestos offers other important ad- 


vantages .. . permanent protection against attacks 


by rats, termites and destructive insects. 


Available in three different thicknesses (*16’’, 14’’, 
OI %%!"). 


Linabestos goes on fast, can be cut or 


drilled on the job and eliminates the need for lath 


KEASBEY & MATTISON company - AMBLER « PENNSYLVANIA 


Nature made asbestos... Keasbey & Mattison has made it serve mankind since 1873 


and plaster. Sheets are available in two sizes: 
48”’ x 48”", and 48” x 96”. 


K&M makes two other kinds of flat asbestos- 
cement sheets . . . “Century”? Apac and “Century” 
Sheetflextos. Apac is known for its low cost and 
remarkable adaptability while Sheetflextos, with 
flexibility as a chief characteristic, is used primarily 
on interiors. For full information on all three of 
these outstanding flat 


asbestos-cement sheets, 


write today. 
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Cost Reduction..... Why? 


OST purchasing agents today find themselves in the middle of an aggres- 
sive cost reduction program. Cost has always been a concern of the 
buyer. Why has cost reduction now assumed such a dominant place in manage- 
ment thinking? Because it is the most direct and most effective means of at- 
taining several basic objectives that did not loom so important or so difficult 
in the days of easier sales and profits: 
To eliminate waste. 
To conserve and improve profits. 
To maintain and improve the competitive selling position. 
To reduce prices or give greater value to the customer. 


It is obvious that these goals are closely interrelated and practically in- 
separable. They can’t be arbitrarily arranged in any 1-2-3-4 order of impor- 
tance. It should be equally obvious, however, that ultimate value to the cus- 
tomer is the critical factor that, in the last analysis, is responsible for keeping 
the sales dollars flowing in and keeping up the volume of orders and produc- 
tion. It is this that gives practical meaning to competitive selling and makes 
profits possible. In the broader sense, it is what determines the value of the 


dollar and builds business confidence. Both are essential to continued business 
health. 


It follows, then, that the customer must share in the fruits of cost reduction. 
If this point is disregarded, the cost reduction program is short-sighted indeed. 


Within company operations, the purchasing agent is a vital part of the cost 
reduction program and has contributed much to its success. In his relation- 
ship to his suppliers, he is a customer. He is the biggest customer, and should 
be the most understanding and articulate. He has a direct interest in his sup- 
liers’ costs, as well as his own. 


Considerable publicity has been given to one purchasing agent’s letter to 
1,200 suppliers on the subject of possible cost reductions and the prospect of 
sharing in them. It was a broad-gauge, constructive approach to a problem 
that faces every buyer. The replies were not encouraging. 


But more and more purchasing agents are adopting a more personal and 
individual approach, and are getting results. They are sitting down with 
their suppliers and discussing cost reduction as a mutual problem, to be at- 
tacked and solved together, for mutual advantage. It is part of the modern 


purchasing agent’s job to drive home the fact that the supplier, too, is part 
of the industrial team. 


Sie 

















PRICE 


feed-back principles are em- 

loyed in this ball race form 

srinder at New Departure. 

[he machine automatically 

idjusts to maintain specified 

tolerances. More perfect pieces 
r hour mean lower costs for 
¥, the bearing user. 


BRISTOL CONN. 


LUotow 2- 
6371 


Tuy Ww 


PLUS ENGINEERING SERVICE NE Ww 


v Departure engineers are ready to help with your 

| bearing problems. And when you consult with New 
leparture you get the benefit of more than 50 years’ 
erience in ball bearing design and manufacture. Call, 

» or write... New Departure can help you... PDQ! 


NEW DEPARTURE e DIVISION OF GENERAL MOTORS e BRISTOL, CONN. 


NEW DEPARTURE 





_.___. Call on 


DELIVERY 


Speed with precision extends 
to the shipping room. This 
New Departure wrapping ma- 
chine seals bearings in pro- 
tective paper automatically, 
untouched by human hands. 
You can count on New De- 
parture to meet the demands 
of your delivery schedule. 





QUALITY 


Quality control is of prime 
importance in the high-volume, 
ultra-precision manufacture of 
ball bearings. Balls are auto- 
matically inspected by an elec- 
tronic scanning device that 
operates with a speed and 
accuracy considered to be im- 
possible a few years ago. 


w 
DEPARTURE 


BALL BEARINGS 


NOTHING ROLLS LIKE A BALL 


For More Information Circle No. 153 on Inquiry Card—Page 17 


PurRCHASING 





St 


yo 


deve 
agen 
pure 
over: 
resul 
mani 
gTov 
istics 
new 

niqu 
Con: 
ofter 
eral, 

what 
repo 


Sour 
tor 

oper 
of c 
repe 
first 
the 

need 
I fir 
most 
beca 
lems 
ever 
use ¢ 


In t 
of tl 
on T 
be o 
ing, 
brin; 
a CO! 





Mal 








nds 


na- 
ro- 
lly, 
ids. 
De- 
nds 


ING 














This issue’s important features 
summarized for the busy reader 


Thompson Products, Inc., has long been 
recognized as a concern typifying the 
best in progressive management. It is a 
successful example of a “growth com- 
pany” in American business enterprise. 
Contributing a substantial share to the 
company’s record of accomplishment and 
development is Thompson’s Purchasing Department. Man- 
agement has placed large responsibilities upon the 
purchasing staff, has given it a key position in the 
over-all organization, has demanded—and received— 
results. Purchasing at Thompson reflects progressive 
management policies in its own operation, and it is a 
growing function. One of the outstanding character- 
istics is an alert and aggressive willingness to try 
new approaches and develop new and scientific tech- 
niques for efficient procurement. Many of them work. 
Consequently Thompson is always in the vanguard, and 
often a step ahead of purchasing development in gen- 
eral. Our editors have made a comprehensive study of 
what makes Thompson’s purchasing tick. The special 
report starting on page 83 tells what they found. 











Sources of supply are an important fac- 
tor in the success of any purchasing 
operation. Building an adequate list 
of competent vendors for the standard, 
repetitive requirements is one of the 
first responsibilities of the buyer. And for 
the occasional, unusual, and emergency 
need, the first question is: Who makes it? Where can 
I find this item? Purchasing Directories are one of the 
most useful tools available to the purchasing department 
because they provide the answers to both of these prob- 
lems. If you want to get better acquainted with this 
everyday guide to good purchasing, and to make better 
use of it, turn to page 117. 











In today’s era of rapid technological progress, many 
ot the new products coming on the market are based 
on Technical Theories that are frequently considered to 
be outside the buyer’s scope of interest and understand- 
ing. But there is one common denominator which 
brings the engineer and the purchasing agent upon 
acommon ground and can prove to be the most effec- 








tive means of securing practical understanding and 
acceptance of new concepts and products. Put these 
technical ideas in terms of costs, advises a sales mana- 
ger in the article on page 75. 


Purchasing can gain much by studying the methods 
used by other departments in solving comparable prob- 
lems. For example, the survey techniques developed in 
Market Research can be of substantial help in forecasting 
certain requirements, as explained on page 78. It’s a 
far better method than relying on guesstimates or a 
crystal ball. This is the first article of a series which 
will cover various departments of the organization. 


Manufacturers’ Guarantees are a valuable (—ma— 
part of the products you buy, and those settee’ 
guarantees are figured into the product Ong 
price. Don’t let them lapse, and thus fail 

to get what you are paying for, by neglect- 
ing the deadlines for inspection and use 
that are inherent in the supplier’s terms 
of sale. This excellent advice, given on page 104, is sup- 
ported by some actual examples of losses incurred by 
such carelessness, and leads to some practical sugges- 
tions on watching the work load and schedules in the 
inspection procedure that will help avoid losses when 
materials are purchased on long range programs and 
commitments. 
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Is Traffic one of your responsibilities? You'll find the 
system described on page 115 useful in achieving better 
control for economical freight charges. 


In many companies, cost of component parts is cut by 
using the Investment Casting method of production. 
Description of this process on page 99 may point the 
way for similar savings in your company. 


Don’t overlook these regular monthly departments, 
compiled for your information: the Washington Report 
(page 13) ; New Catalogs (page 17) ; New Equipment 
and Products (page 136); News of Your Suppliers 
(page 22), of Association Activities (page 190), and of 
Men in Purchasing (page 260); Keeping up to date 
on such developments makes for better buying. 
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WATCH FOR THE JUNE ISSUE! 


The 7th Annual Issue devoted to Cost Reduction through Purchasing 
Value Analysis—Check Lists—Case Studies of Actual Savings 
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STEEL...one piece or a truckload 













RYERSON STEEL 


__- 
p © AM 


We h 


Delivered where you want it 
. « . . When you want it 


Sure we like big orders—and we handle them 
easily, every day, because our stocks are the 
world’s largest, our cutting and handling facili- 
ties unsurpassed. But our business depends on 
small orders as well, and you’ll find we never lose 
sight of this fact. Whether you want one bar or a 
thousand—one sheet or many tons, you'll get 
courteous service—quick delivery. Dependable, 
certified quality, too. Call us and see. 


JOSEPH T. RYERSON & SON, INC. RYERSON STEEL 


_ Principal products in stock: Bars, structurals, plates, sheets, tubing, alloy steel, stainless, re-bars, etc., also machinery & tools 


PLANTS AT: NEW YORK e BOSTON e@ PHILADELPHIA @® CINCINNATI @ CLEVELAND e DETROIT e BUFFALO 
PITTSBURGH e CHICAGO e MILWAUKEE e ST. LOUIS e¢ LOS ANGELES e SAN FRANCISCO e@ SPOKANE e SEATTLE 
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For that echnical” product 
based on a new engineering or 


industrial theory -- °° °° 


. . present it to the buyer 
in terms of tangible savings 
effected by tangible product 


How We Sell A Technical Concept 
to the Purchasing Agent 





Photo by Fabian Bachrach 


OW do you explain automation to a purchasing 
agent in twenty-five minutes? Or statistical 
quality control? Or integrated materials handling? 
Every year, literally hundreds of industrial sales- 
men face this perplexing problem. Their product is 
based on a whole new technical or industrial con- 
cept. To sell that product, they first have to sell 
the theory behind it. The purchasing agent is a 
courteous and intelligent fellow, but he is being led 
into strange, unfamiliar territory, and may find it 
difficult to follow. After half an hour of frenzied 
explanation, the salesman watches hopefully to 
detect the light of comprehension in his prospect’s 
eyes. Instead, he is quite as likely to find them 
slightly glazed. 
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By Edward A. Johnson 


Vice President in Charge of Sales 
The Barry Corporation 


Watertown, Mass. 


A tested sales approach that goes directly 

to the purchasing agent instead of through or 
around him ... It has demonstrated that the 
purchasing agent is capable of comprehending 
even the most complicated industrial theories 
if the seller, on his part, will recognize 


purchasing’s primary goal of cost reduction. 


For us, the concept was plant mobility. 

In the latter part of 1953, Barry engineers came 
up with the Barry leveling mount. The product it- 
self was simple—a round machine mounting of 
steel and neoprene rubber that looked like a small 
lemon pie. But the concept behind it was both com- 
plicated and important. 

Prior to this, the vast majority of punch presses 
and other heavily vibrating machines were cemented 
or lagged to the floor. This prevented them from 
“walking”, but also made them both expensive and 
difficult to move in times of emergency or produc- 
tion change. For all practical purposes, many pro- 
duction and assembly lines were quite literally 
riveted to the spot. 
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The Barry leveling mount could effectively change 
that situation. Heavy machines equipped with these 


vibration-isolating mountings stayed put without 
bolting or cementing. But they could be easily 
moved at will, leveled and set in operation in a mat- 


ter of minutes. This meant that product assemblies 
could be built quickly and inexpensively; present 
production lines could be altered in response to 
elastic market demand; waste motion could be elimi- 
nated; maintenance could be simplified; entire facili- 
ties could be converted to war or defense produc- 
tion with a minimum of effort and money. 

As Barry’s President Ervin Pietz pointed out at 


the time: 
“Imagine! A plant that can be moved in whole or 
part in the event of a bombing .. . factories that 


can switch readily from butter to guns and back 
again . . . manufacturers who can jump into new 
markets and products for quick profit without ruin- 
ous re-layout delays .. . idle equipment that can be 
shuttled around the plant for maximum use. Is such 
a plant really a pie-in-the-sky fantasy? Stripped of 
the glittering prose, it is not only feasible—it is in 
process of birth at this moment!” 

All of us were obviously excited about plant mo- 
bility. But could we sell the idea to purchasing 
agents? At first we wondered. The purchasing agent, 
after all, is generally a non-technical man on a 
non-technical job, though he has often picked 
up a surprising amount of technical information. 
He is interested in buying products, not in listening 
to complicated technical theories. Maybe we’d be 
better off going directly to the plant manager, the 
production boss, or the chief engineer. 

We didn’t think so. We wanted to sell the pur- 
chasing agent on plant mobility, and we were sure 
there must be a way to do it. 

Basically our formula breaks down into five points: 


Point 1. Find out what the purchasing agent 
already knows. 


Did the average purchasing agent know anything 
about plant mobility? Was he aware of the twin 
problems of noise and vibration in the plant? What 
about maintenance and work simplification? 

We wanted the answers to these and a dozen re- 
lated questions before we actually approached the 
purchasing agent. So we did the simplest thing in 
the world—we asked. 

To both purchasing agents and factory managers 
we sent a simple questionnaire. We knew that pur- 
chasing agents are busy men, so we made the poll 
only a single page with general, easy-to-understand 
questions that could be answered, for the most part, 
by simple check marks. We asked them: 

a. Do any of your machine tools stand idle during 
part of the year, due to changing production require- 
ments? 

b. Could you increase plant production (and also 
profits) if you were able quickly to rearrange ma- 
chines? 

ec. Do you think worker productivity would in- 
crease if you could reduce plant noise? 

The response to this poll was positively amazing. 
More than three-quarters of the recipients sent back 
carefully considered answers, and before we were 
through adding up the score, we showed that the 


survey had shown two important results. 

First, it introduced us and started some purchas- 
ing agents thinking for the first time about the prob- 
lems raised in the poll. Others, we found, somewhat 
to our surprise, already knew a great deal about 
plant mobility. One of them wrote us that by sit- 
ting down and checking off answers, he corroborated 
his longtime hunch that his company’s high prod- 
uct rejection rate might be related to vibrating 
machinery, and how much time they might be using, 
or losing, due to old fashioned methods of moving 
and rebolting their machines. 

Equally important, the survey results were an im- 
portant clue to our sales representatives on what to 
stress, what to explain, and what to take for granted 
when later dealing with purchasing agents. We 
found, for instance, that the “cost” questions rated 
almost twice as many answers as “production” ques- 
tions. This single statistic helped enormously in 
working out an eventual presentation. 

We had a “calling card”. All we needed now was 
actually to make the call, and to key it to the in- 
terests of our prospect. We established a couple of 
selling rules. 


Point 2. Tie the concept to the product by giv- 
ing the purchasing agent a sample to hold at 


‘the beginning of the interview. 


This may sound trivial and obvious. It isn’t. In 
explaining an industrial or engineering concept to a 
purchasing agent, the greatest danger is traveling 
too high into the clouds of theory. A sample or model 
quickly placed in the hands of the prospect brings 
him right back to earth, reminds him that, when all 
is said and done, we have a tangible product to sell, 
and there it is! This is what we are talking about. 
The theory is important background for understand- 
ing, but the product is what makes it work. 

For this reason, our sales representatives start 
off by handing a cutaway sample of the leveling 
mount to their prospect, and refer to it constantly 
throughout all their remarks. 

Purchasing agents are urged to examine it care- 
fully, ask questions about it, operate and apply its 
patented leveling principle. This encourages both in- 
terest and participation on the part of the purchas- 
ing agent. Equally important, it is the practical way 
of combining theory and practice, objectives and 
means. 

Then, as for the actual presentation itself: 


Point 3. Start by stressing the cost fixtures of 
the product rather than its technical charac- 
teristics. 


Generally a purchasing agent is not a production 
expert. He is not a design expert. He is not a main- 
tenance expert. He is not a quality control expert. 
In many cases he does know a good deal about these 
things as they pertain to his work, but they are not 
his primary interest or responsibility. However, he 
is an expert—as a matter of fact, he is the expert on 
costs and how to cut them. 

In talking to the purchasing agent, therefore, Barry 
representatives begin with costs and fan out from 
there in other directions. 

Stripped down, the argument runs something like 
this: 
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“Mr. Purchasing Agent, you’re interested in cut- 
ting company costs. There are three areas in which 
this can be done—on labor costs, on raw materials, 
on. actual production. Wages are usually tough, be- 
cause of the unions, Materials are also tough be- 
cause of generally standardized supplier prices. But 
production offers you and your company a broad, 
bright field to conquer. The leveling mount you 
hold in your hand will help you cut costs on pro- 
duction in many ways.” 

There now follows a very short and very general 
discussion of plant mobility and how the prospect 
may actually be losing money under the conventional 
bolting and lagging set-up ... how a rigid, in- 
flexible production line means unequal work and 
machine distribution, expensive maintenance, and 
difficulties in plant expansion and contraction .. . 
how Barry leveling mounts facilitate machine move- 
ment for any reason, such as retooling and repairs; 
how they cut installation and maintenance costs, 
encourage the use of a permanent central tool room. 

As for details, we now move on to the next point, 
which touches a sensitive area of contact where 
many technical sales approaches go astray. 


Point 4. Call in "expert witnesses" from the 
buyer's own organization, at the purchasing 
agent's invitation. 


At this stage, we can assume that the purchasing 
agent is only partially sold; at best, he’s not ready 
to make a decision, and we don’t ask him to do so. 
Being both interested and informed about all phases 
of his company, he’s got the general technical idea, 
but he’s not sure about details. Maybe his attitude 
could be summed up as: “It sounds pretty good so 
far, in theory, but what’s the rest of the story?” 

The sales representative is ready to answer this 
question, but not merely by argument. 

“I’ve been throwing a lot of ideas at you all at 
once,” he says in effect. “Now I'd like to discuss some 
of these points separately, and in terms of your own 
situation. To make things clearer, I wonder if we 
could bring in a few ‘expert witnesses’ from among 
your own people.” 

The purchasing agent is intrigued. It is suggested 
that the production manager be invited into the 
discussion. 

Now the business of machine mobility is gone into 
in considerable detail. The production manager re- 
members the troubles his people had in setting up 
an original production line, how their first. guess 
had to be their best guess, because the machines 
were bolted to the floor. Yes, a few punch presses 
in the plant might well be rearranged. Yes, again, 
plant expansion for a new product line could be 
greatly simplified with a few sets of mounts to lo- 
cate new equipment, The purchasing agent listens, 
registers points of his own, sees another part of the 
total picture. 

But this is only the beginning. Other experts now 
testify as to their specialties. The quality control 
supervisor is concerned with the effects of noise and 
vibration. The tool room foreman points to preci- 
sion. The chief of the maintenance department 
stresses the manifold benefits of bringing machines 
to men rather than bringing men to machines. The 
chief engineer, the safety engineer, and the methods 
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boss may also be brought in as pertinent and as 
needed. 

Thus the purchasing agent is instructed and sole, 
not so much by a “foreign” salesman pressing for an 
order, but by the operating experts in his own plant 
—people he knows and respects, and who share his 
problem. And it’s done through purchasing. 


Point 5. Let the product sell itself, by reaching 
first for a sample order rather than a com- 
plete sale. 


Even with all this pre-selling, direct selling, and 
indirect selling, the purchasing agent, who is prop- 
erly conservative with his company’s money, may 
still not be 100% convinced that this is the answer. 
For this reason, our sales representatives ask him 
for only a few sample orders, in a few sample de- 
partments, to test a few sample qualities of the de- 
vice—plant mobility, vibration control, or increased 
precision, for example. 

Such samples, I am happy to add, usually yield in 
time to full scale orders, 

What did we learn from all this? 

That a purchasing agent can be sold a technical 
concept. That he has a certain foundation of techni- 
cal know-how to start with—far more than many in- 
dustrial salesmen realize. That he has a crystal clear 
idea of his company’s costs and will go out of his 
way to investigate any notion that will help him cut 
those costs. And that if you can get his own pro- 
duction people to do part of the job of convincing— 
the sale is made! 

We have found that a purchasing agent can swal- 
low, digest, and apply even the most complicated 
industrial theories, once a supplier gets him inter- 
ested in terms of his own company’s operations and 
costs. 


























rT EIR 
Lifter 


“1 think he wants you to submit another bid.” 








What the Purchasing Agent Can 





CROSSBREEDING OF IDEAS 

















Have you ever looked into the idea of crossbreeding? 


The lemon and the orange were combined to parent the larger, juicier grapefruit. 
The Santa Gertrudis, a new and superior breed of beef cattle developed by the 
King Ranch of Texas, is three-eighths Brahman and five-eighths Shorthorn, combining 
the desirable characteristics of both breeds. 


Better specimens resulting from crossbreeding are not limited to the lower ranges 
of plant and animal life. Hundreds of years ago on the great North American plains 
lived two Indian tribes, each of which, due to land barriers, was isolated from all 
other tribes. After centuries of inbreeding, each group became physically and 
mentally stabilized, reaching a limit of development. Then the forces of nature 
brought them together. The offspring produced by the consequent crossbreeding were 
larger, stronger, more virile, and more intelligent. A superior group had been 
created. 


Does it seem far fetched to suggest that the crossbreeding of established tech- 
niques in industry could create new and better techniques? Is it heresy to suggest 
that the development of purchasing—largely a self-made science—might needlessly 
limit itself by this process of inbreeding? 


Putting it another way, it would seem quite possible that purchasing could be 
improved, for example, by breeding in some of the techniques of market research, 
industrial engineering, public relations, publishing, communication, personnel selec- 
tion, photography, and other business functions. 


Most purchasing agents, at one time or another, have made the observation that 
other departments might benefit by adapting certain purchasing methods to their 
work. By the same logic, purchasing agents might increase their own efficiency by 
borrowing successful techniques from other fields. 


This article is the first of a series exploring this approach to more effective 
purchasing. 
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By John F. Gustafson 


Purchasing Agent 

Farm Supply Division 
McMillen Feed Mills 
Fort Wayne, Indiana 


HERE is a time in the life of 

every purchasing agent when 
he is ready to trade his Scotch 
tartan for a swami’s turban. One of 
these times is when he is faced 
with the complex problem of buying 
seasonal merchandise three to six 
months in advance, investing large 
sums of money and tying up ware- 
house space. In view of the chronic 
shortage of reliable crystal balls, 
some other method enabling the 
buyer to predict the demand more 
accurately is needed. 

Forecasting what people will buy, 
be it potatoes or politicians, has 
been the province of Market Re- 
search. The technique developed 
to accomplish this insight is the 
survey. We have all been surveyed 
at one time or another, and can 
appreciate why this tool has been 
described as the eyes and ears of 
the advertising world. 

So, let’s take it as a fact that 
the survey can help in forecasting. 
The question then arises: Can we 
use it to help with our particular 
purchasing problems which also 
involve forecasting? 

Our tests and results at Mc- 
Millen Feed Mills indicate an af- 
firmative answer. To show how the 
survey can be adapted to purchas- 
ing, let’s take the example of pur- 
chasing grain bins. 
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The survey technique can be a valuable 


means of improving purchasing forecasts 


During the past three years, over-production of grain 
has filled existing storage facilities, so that Secretary 
Benson in 1953 began the program of “on-the-farm 
storage”. This made it more profitable for the farmer to 
purchase bins and store his own crop for later sale. The 
implications for retailers, distributors, and manufac- 
turers of bins were obvious, If the anticipated boom in 
bin business occurred, all seven manufacturers (But- 
ler, BS & B, Martin, Columbian, Steelco, Sioux Falls, 
and Eaton) would not be able to fill the demand, which 
might rise to as much as 140,000 units per week for six 
weeks, while the total production of all manufacturers 
running at capacity for six weeks, would be around 
28,000 units per week. The answer? 
Start production five months ahead. 

Since a manufacturer’s warehouse 
facilities can hold only a few weeks’ 
production, pressure is on the dis- 
tributor to stockpile, thus coordi- 
nating the longer production 
schedule at the manufac- 
turing level with the 
very short retail sell- 
ing period. This is 
the point at which 
the distributor 
purchasing agent 
can supplement 
all other pertinent 
data collected — 
past sales records, 
current storage, 
rate of sale, crop 
forecasts, weather 
forecasts, Depart- 
ment of Agricul- 
ture policies, etc. 
—with the survey. 
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TO: Salesmen 
Sales Manager 
Treasurer 
Your Own 


GRAIN BIN SURVEY 


PURPOSE: 
judgement. 


EXPLANATION: 


To help determine size of pre-season order by using your considered 


Please estimate as close as possible the number you will sell. 


Do not put down "your wildest dreams." 


GRAIN BINS: 


You sold last year 


1000 Bu. 





1330 Bu. 

2200 Bu. 

3276 Bu. 
Total 


Reasoning Behind Your Estimates: 


Comments: 


Date of return 





How many bins will you sell: 
| March, April May 1954 un 


ic. 
> 








No one person has all the answers, but each one has something to contribute that will aid 
in arriving at the right decision. The way to get that information is to ask for it. 


A survey form, something like 
that shown herewith, should be 
prepared and sent to salesmen, 
sales manager, warehouse manager, 
treasurer, and others whose esti- 
mates would be of value. If the line 
of communication does not go di- 
rectly to the sales force, this part 
of the survey could be issued via 
the sales manager. 


Evaluating the Estimates 


Each estimator will have his own 
basic assumptions. The salesmen 
and warehouse managers have their 
ears close to the ground and can 
get the “feel” of the farmers’ reac- 
tions and plans. The sales manager 
will have a summarizing viewpoint, 
consolidating the opinions of many 
salesmen and customers over a 
large area. The treasurer will have 
a more detached viewpoint and a 
different basis for judgment. 

Meanwhile, make your own esti- 
mates from available information 
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and purchasing judgment before the 
surveys start coming back. Then 
tabulate each group and compare. 
If all come reasonably close, say 
within 10 to 20%, then you have a 
solid basis for deciding how many 
grain bins to buy. If there are wide 
variances, then a search for the 
reason will probably reveal impor- 
tant facts which may have been 
overlooked. The comments on the 
survey reports will be helpful. 

One of the surprises will be the 
conservative estimates made by the 
sales force. When it comes to pre- 
dicting how many items one might 
be held responsible for selling, 
the old optimist becomes strangely 
conservative. You might find your- 
self in the choice psychological po- 
sition of buying more than the 
salesman estimates he is going to 
sell. If your estimates are still too 
low, he won’t blame you for out-of- 
stock reports when his orders come 
in. Instead, you may rate as a minor 


hero, accounting for sales he himself 
did not anticipate. 


Valuable By-Products 


The by-products of using the sur- 
vey are many. Besides providing 
further information, it builds good 
will among those you have asked 
to estimate and comment. Everyone 
feels a lift when he is set up as 
an expert by having his opinion 
asked. Even more important, others 
are given an opportunity to under- 
stand your problems. Once they 
understand, they are in a position 
to help and cooperate. The survey 
also says to the salesmen, especially, 
that decisions which vitally affect 
their earning power are not made 
by flipping a coin, but rather in- 
volve a lot of time and thought. 

The survey will help bring about 
understanding. Good will results 
from understanding. Have you ever 
noticed that when understanding 
occurs, criticism doesn’t? Be pre- 
pared for conversations like this: 


Pur. Agt.: Did you get the survey 
we sent you asking how 
many grain bins you 
thought you would sell 
this season? 

Yes, I did. That’s not an 
easy question to answer. 
I realize it isn’t. The 
point in asking it is to 
help us in our estimates 
of the size stockpile we 
should have on hand to 
fill orders when the sea- 
son hits. 

That’s a very noble pur- 
pose. I sure agree you 
can’t sell from an empty 


Salesman: 


Pur. Agt.: 


Salesman: 


wagon. 
Pur. Agt.: Please make your esti- 
mates realistic. Don’t 


give us an “off the cuff” 
opinion or put down 
your “wildest dreams”. 
We want to be prepared, 
but we do have limita- 
tions of warehouse space 
and money; and of 
course we need stock 
turnover, which in turn 
means more profit and 
more money for salaries 
and bonuses. Also, we 
have to remember that 
if we have merchandise 
left over, it might be 
obsoleted by new mod- 
els before the next sea- 
son. 

Salesman: Yes, and then the sales- 
men will have to sell 
old stuff. That’s hap- 
pened before. This is a 

(Please turn to page 352) 
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e By Paul V. Farrell 


Thompson management has made a point of building a strong 
purchasing organization from top to bottom. Horace A. Shepard, 
Staff Vice President—Purchasing, Accounting and Industrial En- 
gineering, right, shown conferring with Director of Purchasing and 
Traffic Glenn N. Hackett, has had long experience in engineering 
and procurement with the Air Force. Prior to joining Thompson in 


A special report on how a purchasing 
department was reorganized on a line-and-staff 
basis to meet the complex and diversified 

needs of a fast-growing company, and the 
Part it is playing in keeping that company 
in top competitive position in its field. 
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Purchasing at Thompson Products 





A growing function 


In a growth company 


Pr: 


1951, Mr. Shepard was Director of Procurement and Engineering 
at USAF headquarters in Washington, with the rank of Brigadier 
General. Mr. Hackett, a graduate of Fenn College with a degree 
in industrial engineering, has handled almost every type of 
purchasing job in his 25-year business career, and is familiar 
with all the practical aspects of the organization he heads. 


URCHASING operations at Thompson Products, 

Inc. reflect the management attitudes and pol- 
icies that make the company one of the outstanding 
“growth” firms in industry. 

By combining sound, basic manufacturing prin- 
ciples with vigorous, expansive and confident aims 
and outlook, Thompson Products has boosted its an- 
nual sales volume in less than 15 years from $11 
million to $267 million. Its willingness to move 
into new fields and to adapt itself to change 
has given the company and its departments, includ- 








PURCHASING POLICY—THOMPSON PRODUCTS INC. 


ip. 





l, 


10. 


In general, negotiation with vendors regarding price, terms, 
delivery, quality, etc. should be initiated, conducted and con- 
cluded by the Purchasing Department. 
sibility of the Purchasing 


It shall be the respon- 
representative to be thoroughly 
familiar with all the requirements of the item needed or to 
have some representative from his division who is familiar 
with such requirements participate in the discussion with the 
vendor. 


All requests for price or delivery information on items now 
purchased or those that may be purchased later shail be made 
by the Purchasing Department. 


The proper Purchasing representative shall participate in or 
be advised of all negotiations, interviews or communications 
between other departments and vendors. 


All contacts with vendors regarding quantity, price, delivery, 
etc. shall be handled by the Purchasing Department. However, 
the Purchasing Department will, when necessary, delegate 
authority to others to handle contacts that require special 
engineering, metallurgical or other technical information. Any 
changes in quantity, price, quality, delivery schedule, etc., 
made as the result of such contacts must be confirmed in 
writing to the appropriate Purchasi-g representative who will 
give written notification to the vendor. 


No employee who is not a member of the Purchasing Depart 
ment shall commit himself to any vendor as to preference fox 
any product or source of supply, nor reveal competitive prices 
or performance, nor assume to give final approval! on price. 
All commitments to vendors are to be made by the Buyer 
responsible for the purchase. 


Vendor sales representative shall be interviewed by members 
cf other cepartments only with the full knowledge of the 
Buyer and after receiving his approval. The Purchasing De- 
partment wi!! receive salesmen during all regular office hours, 
and will approve vendor representatives visiting any other 
departments if there is good reason for such visit. 


No interviews with salesmen or other vendor representatives 
concerning company business are to be held in 
lobbies by any employee of the Purchasing Department. 
Employees of other departments should also refrain from so 


3¢ 


reception 


doing. 


On occasion, it will be necessary to place crders for material 
in advence of receipt of firm orders from Thompson's cus- 
tomers. The Purchasing Department will advise manufacturing 
divisions 


when such action is 


necessary and anticipatory 
orders will be placed only upon receipt of properly approved 


purchase requisitions. 


Purchase requisitions m st be signed by those who are author- 
ized to do so. Stamped signatures will not be recognized as 
official. The Purchasing Department shall be informed by 
each department head of persors who are authorized to 
approve purchase requisitions. 


Many of our purchases are made to Thompson-prepared 


In order several 
sources of supply and to take advantage of competitive con- 


specifications or blueprints. to maintain 


12. 


13. 


14. 


15. 


16. 


17. 








ditions, special specifications and blueprints should be unre- 
strictive as possible. In order that we may obtain competitive 
bids for a larger percentage of our requirements, we should, 
wherever possible, buy on specifications prepared or approved 
by the using departments and avoid buying on brand name 
or other vendor designation. 


Purchasing shall be responsible for setting up adequate 
sources of supply to insure proper quantity and proper quality 
at the right time and at the right price. It will be our policy 
to establish two or more qualified sources of supply unless 
governed by patent restrictions, excessive tooling charges or 
other limiting factors. 


Our regular purchase order form is to be used on all pur. 
chases. When it is necessary that material be selected by 
another department, arrangements must be made with the 
Purchasing Department for issuance of a purchase order 
number. A proper purchase requisition shall be made up and 
forwarded to the Purchasing Department immediately after 
any such transaction is completed. Cnly in cases of extreme 
emergency shall exception to the above procedure be taken 
and only then with the understanding that the department 
head placing the emergency order assumes full responsibility 
for immediately advising the Purchasing Department of such 


action and issuing a proper requisition covering the purchase. 


The Purchasing Department will be responsible for assigning 
to each commodity buyers who are familiar with market trends, 
new products, sources of supply, and who are also familiar 
with the actual use of the materials they buy. 


Buyers will make periodic visitations to vendors’ plants to 
thoroughly acquaint themselves with the vendors’ 


manufacturing processes, etc. 


facilities, 
Anyone outside the Purchasing 
Department who wishes to visit any vendor plant can arrange 
to do so by contacting the Purchasing Department and ex- 
pressing a desire to make such a visit. 


It shall be the responsibility of the Purchasing Department 
to do all expediting either by telephone, correspondence or 
personal visitations to vendors’ plants. Only under extraor- 
dinary conditions will expediting be handled by other de- 
partments and then only with the approval of the buyer of 
the material required. 


All special contracts. blanket orders, or other long term com- 
mitments, shall be approved by the division Purchasing Agent 
and all contracts covering materials or services used by more 
than one operating division shall be approved by the Pur. 
chasing Agent of each division participating in the contract. 
After divisional approval, all such contracts shall be signed 
by the Director of Purchases before they become effective. 


All new sources of supply shall be approved by the division 
Purchasing Agent before formal commitments are made. 


From time to time division Purchasing Agents will be re 
quested to supply the Director of Purchases with information 
regarding the sources of supply they are using on specific 
commodities so that combined or special contract purchase 
arrangements can be made. The Director of Purchases should 
a'so be advised of any purchase arrangements made with 
suppliers who offer some unusual material or service. 


As set forth in Thompson Products’ “Purchasing Guide” 
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LASING 





ing purchasing, a high reputation 
for progressive performance. 

Like other functions at Thomp- 
son Products, purchasing operates 
on the “line and staff” principle 
required by the company’s rela- 
tively new organizational set-up. 
Under this arrangement, a central 
staff supplies specialists’ services to 
both the top echelon of manage- 
ment and the line organization. 
Major product lines are produced 
by separate divisions, each of which 
is like an individual company, with 
its own individual management 
“team” responsible for its profit po- 
sition, The central staff services and 
advises the operating groups of these 
divisions. These divisions have been 
established to meet Thompson’s spe- 
cial needs in supplying precision 
parts to the automotive, aircraft, 
marine and general industries—and 
special products in the new and 
important fields of electronics and 
atomic energy. 

The “staff” side of purchasing 
consists of the Director of Purchas- 
ing and Traffic, Glenn N. Hackett 
(responsible to the Staff Vice Presi- 
dent—Purchasing, Accounting and 
Industrial Engineering) and a group 
of specialists. Their job of providing 
advice, service and over-all policy 
to the “line’”—purchasing personnel 
in the divisions—is officially defined 
this way: They are to— 

1. Act as consultants and advisors 

to the line on all matters in- 

volving purchasing and traffic; 

2. Appraise and report on the 
quality of purchasing and traf- 
fic activities in the various di- 
visions; 

3. Act as consultants to the line 
in matters involving standards 
of inventory for material and 
supplies; 

4. Prepare and maintain a guide 
outlining policy and standard 

purchasing practice for the di- 
visional purchasing 
ments; 

. Assist the 
purchasing 
quested; 
6. Make special studies of pur- 

chasing to assist the 
achieving better 
of these functions. 

Line responsibility and authority 
for the purchasing functions of a 
division are assigned to the manager 
of the division. He in turn delegates 
this responsibility and authority to 
the purchasing agent of his division. 
Prior to this reorganization, 
chasing had been 


depart- 


or 


line on particular 
problems as _ re- 


line in 
performance 


pur- 
centralized 
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CHART OF ORGANIZATION OF 


PURCHASING RESPONSIBILITY 






































































































President & Within Thompson Products, Inc 
General (Simplified Diagram) 
Policy Group Manager 
Made up of line and J | 1 j 
staff representatives a ES 
pete Mas Group Vice Staff Vice 
President President 
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Ray Bosch 
TAPCO Plant P.A. 


Roy Lesnew, P.A. 
Michigan Plant 


John Rich, P.A. 
Pneumatics Division 


‘aul R. Brahaney, P.A. 
Light Metals Division 


A. C. Gravatt, P.A. 
draulic Products Division 
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PURCHASING AGENTS 
THOMPSON PRODUCTS, INC., PLANTS, DIVISIONS & SUBSIDIARIES ¢ 
n 
g 
C 
LOCATION TITLE NAME r 
t 
TAPCO PLANT OPERATIONS 
23555 Euclid Avenue, Cleveland 17, Ohio Purchasing Agent R. Bosch ‘ 
VALVE DIVISION Division Purchasing Agent J. H. McDuffee k 
JET DIVISION Division Purchasing Agent R. J. Huberty y 
ACCESSORIES DIVISION Division Purchasing Agent R. B. Hoffman C 
PLANT GENERAL SUPPLIES Division Purchasing Agent H. J. Parker ¢ 
METPRO DIVISION Division Purchasing Agent H. J. Parker : 
PNEUMATICS DIVISION Division Purchasing Agent J. J. Rich f 
TAPCO PLANT OPERATIONS, 
HARRISBURG WKS. ] 
1400 North Cameron St., Harrisburg, Pa. Works Purchasing Agent O. A. Reynolds } 
TAPCO PLANT OPERATIONS, § 
DANVILLE WKS. , 
601 E. Market St., Danville, Pa. Works Purchasing Agent P. C. Beacher 
KOLCAST INDUSTRIES, INC. , 
16601 Euclid Avenue, Cleveland, Ohio Purchasing Agent Miss A. M. Pelley t 
MAIN PLANT OPERATIONS : 
2196 Clarkwood Road, Cleveland 3, Ohio F 
A 
ELECTRONICS DIVISION Division Purchasing Agent W. E. Hartland ‘ 
PLANT GENERAL SUPPLIES Purchasing Agent H. E. McMorris s 
HYDRAULIC PRODUCTS DIVISION DIV. Purchasing Agent A. C. Gravatt ? 
LIGHT METALS DIVISION I 
2269 Ashland Road, Cleveland 3, Ohio - Division Purchasing Agent P. R. Brahaney ‘ 
REPLACEMENT DIVISION I 
2209 Ashland Road, Cleveland 3, Ohio Division Purchasing Agent K. A. Krantz r 
MICHIGAN PLANT OPERATIONS, t 
CONANT WKS. i 
7881 Conant Avenue, Detroit, Michigan Purchasing Agent R. G. Lesnew 
MICHIGAN PLANT OPERATIONS, 
FRUITPORT WKS: € 
Fruitport, Michigan . si R. G. Lesnew I 
MICHIGAN PLANT OPERATIONS, 
PORTLAND WKS. 
Portland, Michigan “ ” R. G. Lesnew 
RAMSEY CORPORATION, 
ST. LOUIS WORKS 
3693 Forest Park Blvd., St. Louis 8, Missouri Purchasing Agent W. G. Myers i 
RAMSEY CORPORATION, : 
SULLIVAN WORKS : 
Sullivan, Missouri _ “ W. G. Myers z 
WEST COAST PLANT 
8354 Wilcox Avenue, Bell, California Purchasing Agent J. P. Hawkins 
PRINTING & SUPPLY DEPARTMENT 
2285 Ashland Road, Cleveland 3, Ohio *Buyer A. Hargas 
THOMPSON PRODUCTS, LTD. . 
Box #217, St. Catharines, Ontario, Canada Purchasing Agent H. B. Loth i 
BELL SOUND SYSTEMS, INC. 3 
555 Marion Road, Columbus, Ohio Purchasing Agent J. J. McShane 
DAGE ELECTRONICS CORP. H 
Michigan City, Indiana Purchasing Agent W. E. Dillon Ti 
*Purchases Printing and Office Supply Requirements for All Plants, Divisions and Subsidiaries. 
PURCHASING ] 
























with buying done by a group of assistant purchasing 
agents directly responsible to senior personnel in 
the department. 


Is Line and Staff Effective? 

Thompson’s purchasing people are too realistic to 
deny that the company’s rapid growth and its orga- 
nizational changes haven’t been accompanied by some 
growing pains. But generally there is a feeling of 
quiet satisfaction throughout the purchasing orga- 
nization that the line and staff operation is well suited 
to the particular problems of buying they face. 

Although the new operation is still being studied 
carefully, with a constant appraisal of results area 
by area, the over-all reaction is that it is permitting 
purchasing to do a more effective job of buying. 
Although purchasing has always had the recognition 
of management, primary emphasis had been on pro- 
duction in the divisions. In itself this was reasonable 
enough, but the spur of competition made it imper- 
ative that every department develop its full potential 
for helping the company’s profit position. “Under 
the new set-up” according to Mr. Hackett, whose 
purchasing experience with Thompson covers 16 
years of growth and change, “we can now try to 
get things done not only for the customer but for 
our own benefit. 

“Basically, this is a good business concept—it gives 
us the chance to do the things all of us should do 
to improve ourselves, but somehow just didn’t find 
the time to do before.” And that plan of improving 
policies, procedures and principles through the activ- 
ity of staff specialists while the buying personnel 
are free to exercise their skills to the fullest is being 
steadily perfected. 

The satisfaction with the line and staff concept 
can be sensed in the “operating” end of Thompson 
Products’ purchasing. Individual purchasing agents 
and buyers report a new sense of responsibility and 
recognition. Their relationships with the division 
managerial “team” are closer, more personal, and 
this identification with the aims of the unit results 
in more effective buying. 

Ray Bosch, plant purchasing agent for Thompson 
Products’ famous TAPCO plant in Cleveland—which 
embraces five important divisions under one roof— 
points out the new arrangement helps the division 





H. J. Parker, P.A. 
TAPCO Plant General 


Karl Krantz, P.A. 
Replacement Division 


= 


Harold McMorris, P.A. 
Clarkwood Plant General 


—— 


Mr. Hackett (left) with the members of his Central Purchasing 
Staff, |. to r., Les Jones, Bob Wolf, and John Tunder. 




























manager pin responsibility on one man. “The man- 
ager can now be confident that the man is working 
for his division—under the old set up specialists in 
a centralized department were often suspected of 
giving more time to A Division than B Division— 
whether that was the case or not. 

“Another thing—buyers now get diversification, 


J. H. McDuffee, P.A. 
Valve Division 


R. J. Huberty, P.A. 
Jet Division 


R. B. Hoffman, P. 
Accessories Divisi 


W. E. Hartland, P.A. 
Electronics Division 








Marcu, 1955 







hd 
etCnews mvENTORY 
TO Of PURCHASED 


rote 


TRAVELING PURCHASE REQUISITION 


TOPO HeNTED use 


This comprehensive Traveling Purchase Requisition is designed 
for functional use by both production control and purchasing. 
It provides complete communication between the several depart- 
ments involved and gives a complete historical record on all action 
taken on each part number required for productive purposes. 

What distinguishes the form from that previously used by 
Thompson and the types generally found in industry is the broad 
scope of the information carried. Thompson has added space for 
the purchasing classification number, now being developed for 
all parts, and a line for quality specifications, which are now 
required on all requisitions. 


and thus better training. Instead of being limited to 
one commodity, they have to buy several—and this 
keeps them on their toes. There’s nothing teaches 
a man how to buy better than when he gets into 
quality and has to be familiar with gages, tolerances, 
etc. If he gets into trouble on an item then he’s 
beginning to learn—because he is forced to find the 
solution to the problem.” 

Mr. Hackett is aware of the one reservation some 
buyers might hold about the divisional organization 
—the almost inevitable one that the staff is too re- 








“Performance rather than credit” might well be 
the theme of the purchasing staff activity. “Every- 
thing takes place in our divisions” according to Mr. 
Hackett, “and if they make it right they sell it and 
the company profits. We don’t make a dime for the 
company here on the staff—because we haven’t any- 
thing to make a dime with. All we are interested in 
is helping to get the things done in the divisions 
the way they should be done.” 

Here’s just a few of the important staff projects 
now being carried on within the broad scope of its 
responsibilities: 


Raw Materials Purchasing 


Under the direction of John Tunder, former steel 
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Some Important Staff Projects 
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COSTCODE: A 8 CCE 


Another innovation is the work sheet area for the Material Con- 
trol Supervisor in the center section of the requisition for data on 
scheduled and actual usage. (Determination of quantities to be 
bought rests on amount of inventory predetermined by Production 
Control and Purchasing as a standard level). 

Additional space has been added (at right) for lead time, 
economic order quantity (for which formula is provided), reorder 
point, standard days inventory (1/3 lead time in days plus 30 
days) by quarters, and standard cost. At the bottom of the 
requisition is an area for reviewing all obsolete parts, and the 
cost code. 


mote from the day-to-day buying problems—and he 
is sparing no effort to make sure it has little founda- 
tion. Both he and his staff have had a good deal 


of actual buying experience and follow a_ policy of 


trying to look at every problem and:situation from 
the buyer’s point of view. Mr. Hackett’s door is open 
to anyone in his organization who wants to discuss 
complaints or suggestions. Regardless of the final 
decision they are assured of talking to someone who 
knows and understands purchasing problems from 
the bottom up. 





buyer and a market specialist, a study of over-all 
raw material requirements is being made with a view 
to correlating purchases of all divisions. Currently, 
chief attention is being given to steel, but the prin- 
ciples being followed can, and probably will be 
applied to any raw material being used by a number 
of divisions. 

Since some divisions are small users of various 
materials both in volume and variety, the aim is 
to back them up with the divisions using a greater 
amount, thus presenting a solid front to suppliers. 
In this way it is hoped that all divisions will get 
equal interest, consideration and fair treatment. 

In the steel study, analysis is going on on two 
broad fronts—on volume items and spot use items. 
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A special Vendor Record 
form enables Thompson 
buyers to consolidate all 
information needed for 
their daily contacts with 
vendors. The “inspection 
rating’ section must be 
filled out on the basis 
of personal visits to the 
vendor's plant. 


Performance rating can 
be picked up by an an- 
alysis of deliveries made 
against promises as re- 
corded on another form, 
the Order Ledger. (Both 
forms are kept within 
easy access by the buy- 
er). Staff purchasing 
tabulates and furnishes 
“Value of Annual Pur- 
chases.”” 


For instant reference, 
delivery and quality per- 
formance are charted 
graphically on graphs 
printed ‘on the back of 
the form. This visual 
presentation often pre- 
sents the facts more 
strikingly than rows of 
figures would. Perform- 
ance is charted by per- 
centages. 











Working closely with all departments of the various 
divisions, staff purchasing is trying to chart trends 
and forecast usage for the long term. By developing 
a “perpetual forecast” they will then be able to 
control inventory at all times. This will also enable 
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TOTAL 


QUALITY PERFORMANCE 






the vendor to plan and give mills the opportunity 
to hold inventory at lower cost. 

This type of planning is, of course, tied in closely 
with the market situation among Thompson Products’ 
customers. In the Valve Division, for example, where 
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QUANTITY DISCOUNT ADVANTAGE WORKSHEET 


TPFC-1I38 DIVISION 
a 





MATERIAL 





VENDOR ADORE SS 





1 COST TO BUY REQUISITIONED (SMALLER) QUANTITY NOW: 


2. COST TO BUY RECOMMENDED (LARGER) QUANTITY NOW: 





SMALLER QUANTITY 


TIMES. UNIT PRICE PER 


EQUALS: COST OF GOODS 


File FR” =— gine pan wcecsccnceosoveed PLUS: FREIGHT 


EQUALS. TOTAL COST 


os. LARGER QUANTITY 


TES: UNIT PRICE 


EQUALS: TOTAL COST 


EQUALS: COST OF GOODS 





3 ADDITIONAL INVESTMENT REQUIRED TO PURCHASE 
LARGER QUANTITY NOW 


4. ULTIMATE COST TO BUY LARGER QUANTITY, BY MEANS OF SMALLER 
QUANTITY RE-ORDERS: 





TOTAL COST FROM 2 ABOVE 


MINUS: TOTAL COST FROM! ABOVE 


EQUALS: ADDITIONAL INVESTMENT 


Ao CR Ne SE J QUANTITY (FROM 2 ABOVE) 
| TIMES: UNIT PRICE (FROM 1 ABOVE) 2a TD PER. 


epi isinaiiabiniblinaiinininntincnantinngesits EQUALS: ULTIMATE COST 


EQUALS: TOTAL ULTIMATE COST 


Determination of most 
economical buying quan- 
tity is made on all items 
subject to quantity dis- 
count or price differen- 
tial that are used ona 
repetitive basis. This 


PLUS: FREIGHT (EST. FROM 1 ABOVE) form is used in such 


determination. Where 
approved inventory 





5. SAVINGS WHICH WOULD RESULT FROM BUYING 
LARGER QUANTITY NOW 


6. PERIOD OF ADDITIONAL INVESTMENT: 


standards of the com- 
pany would seem to 





ULTIMATE COST TO BUY 
LARGER QUANTITY (FROM 4 ABOVE) 


prohibit the most advan- 
tageous quantity, care- 











PLUS: ADD. INVESTMENT (FROM 3 ABOVE) 


TOTAL COST OF 
ADDITIONAL INVESTMENT 











EL ee: LARGER (RECOMMENDED) QTY. = Bee eae . j 

MINUS: COST TO BUY SAME ful } study is given to 

QUANTITY NOW(FROM2ABOVE)) LESS: SMALLER (REQ/NIDJQTY.= |. MOS. SUPPLY available savings and 
EQUALS: MONTHS ADDITIONAL the consequences of ex- 
INVESTMENT MUST BE CARRIED MONTHS ceeding the _ inventory 

7. COST OF CARRYING INVENTORY IF LARGER QUANTITY : standard. 

os PURConanD nee 8. RATE OF RETURN ON INVESTMENT: 

ADDITIONAL INVESTMENT (FROM 3 ABOVE) 

X.01 (CARRYING COST PER MO. IR OF INV.) ool ec eeseepeeeeeeeeeenees DIVIDE §=—_ TOTAL SAVINGS (FROM S ABOVE) $ 

TIMES: MOS. ADDITIONAL INVESTMENT ss WRESTRENT Prom? AT LEFT) 

WAIST DE CARRIED (FROMG ABOVE) on... ccnccccsnncenccceccvecceccccencacessceee 

EQUALS: CARRYING COSTOF INV, ooo ccc ccccccscecesecccsesseccesceees EQUALS: O , EQUALS S% RATE OF RETURN ON 
INVESTMENT 





THE LARGER (RECOMMENDED) QUANTITY, 





raw materials expenditures are very large, there 
must be a certain amount of close forecasting in 
conjunction with the production department prior 
to receipt of orders. To remain as flexible as possible 
in a fast, fluctuating market, purchasing has been 
successful in working out with steel mills a plan 
that helps the company limit raw material and in- 
process inventories. The mills have shown excel- 
lent cooperation by holding ingots and billets which 
can be converted into other sizes on short notice. 


Improving Buying of MRO Supplies 

Staff member Les Jones, a former buyer in the 
Accessories Division, has as one of his projects an 
organized interchange of information between divi- 
sions on maintenance, repair and operating supplies. 
In addition to feeding the line information on kinds, 
sources and prices of these supplies, he meets twice 
yearly with all MRO buyers in the company to dis- 
cuss MRO purchasing. 

A good example of how staff work benefits all 
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concerned recently occurred when Mr. Jones fol- 
lowed through on two new grades of carbide that 
had been generally announced. He realized that the 
tools could benefit a number of divisions and checked 
to see if all tool buyers had been approached by 
the vendor’s representative. 

It appeared that the representative had been using 
the wrong approach and it was suggested that he 
work through the tool buyers in presenting the prod- 
uct. He was introduced to the proper buyers in the 
Cleveland area, and asked to instruct his home office 
to have representatives call at Thompson plants in 
other parts of the country. The salesman was happy 
to be put on the right course to follow in a large 
company like Thompson Products, his company made 
a sale, and the Thompson purchasing organization 
and operating personnel were introduced to a helpful 
new product that might not have otherwise come 
to their attention. 

In an attempt to coordinate the use of specifications 
in the procurement of lubrication supplies for the 
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entire company, Mr. Jones worked with plant en- 
gineering, the chemical laboratory, and lubrication 
specialists. His survey report, based on that activity, 
was presented to management by Mr. Hackett, and 
it is expected that a lubrication standardization pro- 
gram will be undertaken shortly. 

Other aspects of Mr. Jones’ work include studies 
on disposal of obsolete or surplus supplies—either 
among divisions, or by resale to original vendors on 
those items which are not scrap; and advice to the 
buying divisions on changes in market conditions, 
new products, terms, and other factors that might 
affect contracts for MRO supplies that are either 
proposed or in effect. These contracts, incidentally, 
are reviewed by the central staff. 


Forms and Procedures Standardization 
Contract Terms and Conditions 

Administration is an important part of central 
staff activity, and Thompson Products has an advan- 
tage in having a staff specialist with both adminis- 
trative and legal training. Robert Wolf, formerly 
assistant office manager for the TAPCO plant and 
a graduate lawyer, was assigned to administer a 
kind of clearing house for compliance with govern- 
ment controls in 1950. After most of the controls 
were lifted last year, he was regularly assigned to 
the office of the Director of Purchases. 

He is responsible for administering compliance 
with what government controls still exist; for re- 
visions of forms and procedures, which become 
standard for all divisions once they are approved; 
consultation with division purchasing agents on con- 
tract terms and provisions; and for liaison between 
purchasing and the company legal department. He 


supervises all terminations, and all applications for 
material allotments, government agency assistance, 
etc., clear through him. 

Two typical activities Mr. Wolf is now engaged in 
are a study of all office machines and equipment 
with an eye to standardization of such supplies 
throughout the company; and an analysis of the in- 
creasing number of sales agreements being offered 
by vendors in lieu of acknowledgment copies of 
purchase orders, This latter development not only 
affects normal purchasing procedure but involves 
some intricate legal considerations because of the 
large amount of government work being done by 
Thompson Products. 

The legal aspects of purchasing as they apply to 
the company comprise a substantial portion of the 
Purchasing Guide, a comprehensive set of instruc- 
tions issued by the central staff for guidance of 
Thompson personnel. It is stressed that purchasing 
agents and buyers are not expected to be legal ex- 
perts, but that they should have a general under- 
standing of the legal obligations they assume when 
they are appointed agents for Thompson Products, 
Inc. 


The Purchasing Guide 


Thompson’s Purchasing Guide is an excellent ex- 
ample of the “manual” or “handbook” technique 
gaining wide favor in purchasing. It is, however, 
specifically described as a “guide” to avoid any im- 
pression that it is a set of rules and regulations that 
must be obeyed to the letter. 

In the foreword to the guide, Mr. Hackett points 
out that it recommends methods of operation and 
should be followed to maintain uniformity of prac- 
tice throughout the company. But he also states, 
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Purchasing’s Report of 
Savings form. Reason 
for revision must be 
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Savings for the year 
were reported on 51/29 
of the savings reports cures 
submitted. 
Send original to Director of Purchases, Cleveland SUUDILDDD UDEEDAEROD naanen 
Retoin copy for Division file. 
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“methods of implementing the policies and carrying 
out the standard practices will be developed and ap- 
proved by the Division Purchasing Agents.” He 
makes it clear that the statements of policy in the 
guide are generally limited to the broad aspects of 
buying and purchasing administration, which are 
issued “only after counsel from Division Purchasing 
Agents” and coordination with company-wide poli- 
cies, 

The Guide is divided into six sections—Foreword, 
Table of Contents, Purpose of Guide, Organization, 
Purchasing Policy, and Standard Purchasing Prac- 
tices. The latter section is sub-divided into the fol- 
lowing subjects: Basic Authority, Legal Aspects of 
Purchasing, Vendor Relationships, Buying Tech- 
niques, Special Buying Problems (e.g. production 
machinery and equipment), Intra-Company Rela- 
tionships, Disposal Sales, Forms and Records, Ac- 
counting, and Special Instructions. Portions of the 
guide are shown elsewhere in this article. 


The Aim: Better Buyers 


The projects mentioned above are actually only a 





Thompson Products’ steady growth and its deter- 
mination to stay in top sales position in highly com- 
petitive fields subject to rapid technological change 
presents a tough and challenging purchasing job. 

New advances in automotive and aircraft engi- 
neering, very often developed through the coordi- 
nated efforts of Thompson’s customers and its own 
engineers, make procurement on these items not 
only technically complex but subject to quick mar- 
ket fluctuations. 

Buying jobs in Thompson divisions run from pur- 
chasing steel to purchasing 90 assemblies and parts 
that go into a major assembly. On special projects, 
particularly for aircraft, there is often a need for 
buying for development first and then for produc- 
tion, two functions that have their own problems and 
must be kept separate, but which must be coordi- 
nated when the customer calls for the product in 
volume. Add to this the difficulty of preparing ac- 
curate sales forecasts on such items and you have a 
purchasing responsibility that demands a high de- 
gree of competence and training in personnel, and 
flexibility in organization. 


Purchasing at the TAPCO Plant 


Concentration of a number of important Thomp- 
son activities under one roof at Cleveland—the huge 
single-story TAPCO plant at 23555 Euclid Avenue 

has led to the creation of a separate management 
group for the five divisions located there—the Ac- 
cessories Division, the Jet Division, the Metallurgi- 
cal Products Division, the Valve Division, and the 
Pneumatics Division. 

Ray Bosch, TAPCO Plant Purchasing Agent, di- 
rects the over-all purchasing function for the unit. 
He is a member of the TAPCO staff, sharing re- 
sponsibilities for administration and policy with 
engineering, production, personnel, research, and 
other executive personnel. His relationship to the 


Buying Techniques and 


sampling of the work being done and being planned 
by the staff. 

In an expanding company like Thompson, there 
are constantly widening horizons for purchasing 
progress, and the aim here is to keep pushing them 
back. The creation of each new division (two were 
begun during the preparation of this article) brings 
new opportunities and new problems. 

The Thompson staff is now, for example, in the 
process of developing a cost and value analysis pro- 
gram specifically designed for its own type of op- 
eration. One of the new divisions of the company 
offers a fine testing ground for this unusual program, 
and the lessons learned during its application there 
will be of great help when it is extended throughout 
the organization. 

Implicit in every idea, every project is the atti- 
tude: help the buyer. The aim is not only to give 
the buyer the “tools” to do a better, more scientific 
job of purchasing, but to develop in him the sense 
of the importance of his job and of himself. Thomp- 
son wants men imbued with a sense of both com- 
pany advancement and personal progress—men who 
will grow as it grows. 


Problems of Divisions 





Purchasing Agents of the divisions at TAPCO is the 
same as between the central staff and the divisions— 
advisory and consultative, with direct control given 
to division managers. 

The flexibility of the purchasing organization is 
shown by the fact that certain buying specialists are 
assigned to more than one division. For example, 
such men as John Cherry, L. N. Cobb, and D. A. 
Thomas, listed as buyers in the Plant General Ser- 
vices Division, also appear on the staffs of other divi- 
sions. These men are indirectly responsible to the 
division purchasing agents, and directly responsible 
to Mr. Bosch. Such an arrangement permits the use 
of personnel and their special skills in the most ad- 
vantageous way. As put by Mr. Bosch, “we assign 
buyers in this manner so that their skills are used 
to the greatest advantage.” 

Mr. Bosch will sit in occasionally on discussions ~ 
with vendors and purchasing agents when certain 
policy matters are involved, and will often contact 
vendors personally when his services can be of help. 

Because of the physical proximity of the divisions 
at the TAPCO plant, purchasing maintains a central 
filing department. All correspondence, orders, and 
other documents are filed by this clerical group, 
which also handles the receipt and dispersal of all 
mail for all division purchasing departments in the 
plant. 
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1—The Harrisburg, Pa. Works of the TAPCO plant 
2—Thompson’s West Coast plant at Bell, California 


3—-An aerial view of the impressive TAPCO plant in 
Cleveland 


4—Thompson’s main plant in downtown Cleveland 





PURCHASING 














A typical production scene in the Jet Division. These precision 
blade assemblies are used in jet aircraft. 


Jet Division 


R. J. Huberty is Purchasing Agent for the Jet Di- 
vision, which makes a variety of parts and assem- 
blies for jet aircraft engine manufacturers, including 
turbine buckets, compressor blades, compressor rotor 
and stator assemblies, turbine wheel assemblies, 
nozzle diaphragm assemblies, and inlet guide vane 
assemblies. , 

This type of buying for the needs of a couple of 
dozen prime contractors, competing in a sensitive, 
but fast-moving market, provides the purchasing 
department with a number of problems. Each cus- 
tomer must be satisfied that others are not getting 
preference over him; buying must be adjusted to the 
almost non-existent lead times that accompany de- 
velopment projects; the most detailed attention must 
be given to quality control. 

Here’s a not unusual situation faced in this divi- 
sion. A prime contractor needed extremely close 
tolerance investment castings for development work, 
which Thompson purchased in Chicago, machined in 
its Harrisburg, Pa. plant and shipped to Cleveland 
for assembly. The speed at which the project was 
progressing made it necessary for the castings buyer 
to go to Chicago, with the project engineer from 
the prime contractor and a quality control expert 
from Thompson who checked the parts dimen- 
sionally there, since the vendor had the only set of 
special gages that could check the parts out. 

While keeping in personal touch with this opera- 
tion in Chicago, Mr. Huberty was trying to arrange 
an air shipment of a number of castings to Harris- 
burg that night. He talked with the Thompson sales 
engineer by telephone that morning, and was ex- 
pecting a telephone call at home from him that night, 
reporting on the progress of the shipment. This type 
of coordination with customers, vendors, sales, traf- 
fic and outlying plants is typical of the demands 
made on purchasing in this division. 
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Another departure from routine buying found jn 
this division is the subcontracting of certain work 
already in process at Thompson for prime cop. 
tractors. This is sent out to vendors who have dif. 
ferent machine capacity than Thompson, in order to 
relieve the pressure on Thompson’s machine tools 
and meet the important time requirements of the 
prime contractor. On some work returned from these 
sub-contractors, Thompson will perform another 
operation, and return it to the vendor for still further 
work. Each time the work moves to the vendor, a 
purchase order must be issued. 

Mr. Huberty issues a running record to all de. 
partments in the division regularly on “Shipping 
Promises on Open Purchase Orders.” This gives 
identification of the assembly, purchase order num- 
ber, date, vendor, quantity, required for schedule, 
date promised, and date received. Like other pur- 
chasing agents in Thompson divisions, he attends 
weekly meetings on division production programs 
together with production, manufacturing engineer- 
ing, quality control, laboratory, and sales engineer- 
ing personnel. 


Accessories Division 


Purchasing for the Accessories Division is headed 
by R. B. Hoffman. This division makes a variety of 
pumps and controls, primarily for the aircraft and 
automotive industries, It also produces air-turbines, 
gear pumps, vane wheels, and hydraulic couplings. 
A substantial portion of the latter two are subcon- 
tracted. 

The presence of three buyers whose major respon- 
sibilities are listed as “Devlopment Projects” points 
up a special situation within the purchasing group. 
These buyers, who have a sound, practical knowl- 
edge of machine operations, foundry techniques, and 
other technical aspects of production, work in close 
and constant contact with the development engi- 
neering group. 

Since development engineering is interested only 
in getting samples of a new unit, these buyers must 
stay completely clear of production buying. Even in 
the purchase of parts common to a number of items 
produced by the division they operate independently 
of production buying. 

These buyers have to look at the purchase of every 
item—whether it’s 10 lbs. of steel, a machine part, 
or a special component—from the engineer’s point 
of view. Their job is to get the material needed fora 
specific job—always being aware that rapid techno- 
logical change might make the parts or assemblies 
obsolete almost overnight. They also have to provide 
the practical assistance and guidance of market spe- 
cialists if engineering comes up with a request for 
some unobtainable type of miaterial—e.g. certain 
types of nickel steel no longer made. “With over 100 
development engineers” says Mr. Hoffman, “life can 
be very interesting. It takes a person with rounded 
experience and background, a person who can get 
along well with other people, to do this job.” 

Since almost 50% of the purchasing dollar in this 
division is spent on the outside, close coordination 
is also called for with Thompson production per- 
sonnel and the management of vendors. Before 4 
new job is placed for outside production, either Mr. 
Hoffman or his buyers will visit the plant to study 
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not only its manufacturing facilities, but its type of 
management, its production techniques, its quality 
control, labor relations within the plant, percentage 
of skilled workmen, etc. The magnitude of the job 
determines whether any Thompson plant people go 
along on the visit. 

If a source looks good, purchasing will coordinate 
its plans for placing the business with division 
manufacturing, quality control and tooling groups. 

The division not only produces its own products, 
but “tailor made” products, such as pumps for air- 
craft, for a variety of customers, On those parts com- 
mon to a number of jobs, for as many as 10 cus- 
tomers, requirements are lumped and a master 
“Production Requirements” form drawn up by pro- 
duction. This shows the status of all shipments of 
common parts, purchased or manufactured, and 
gives the buyer a quick review of the situation on 
his commodities without the necessity for following 
a large number of individual orders. 


Valve Division 


The Valve Division produces more commercial 
than aircraft products, thus providing it with a little 
different approach to purchasing. Almost 80% of its 
expenditures are on raw materials, with the balance 
on component parts and tooling. This operation is 
supervised by Purchasing Agent J. H. McDuffee. 

The division makes valves for all types of internal 
combustion engines, poppet valves for specialized 
applications, and positive and nonpositive rotating 
devices for engine valves. 

Because of the swift changes that can take place 
in the markets for these products, there must be 
close coordination with production to control in- 
ventory closely in the event sales forecasts are up- 
set. This applies not only to original equipment sales, 
but to replacement sales, which often take unex- 
pected turns. 

As pointed out earlier, purchasing in this division 
has worked closely and successfully with the steel 
mills in limiting raw material and in-process in- 
ventories by having the mills hold ingots and bil- 
lets on the basis of shorter lead times. In the event 
requirements for finished products are not as great 
as anticipated, the ingots and billets can be con- 
verted to other sizes on short notice. This helps the 
division avoid carrying large inventories of finished 
bars, and lowers its liability in the event of can- 
cellation of large orders. 

Because of the nature of the products made by the 


A typical scene in the 
TAPCO plant reception 
lobby, specially installed to 
handle the growing number 
of callers on the purchas- 
ing department. About 800 
callers a week use its com- 
fortable facilities. 
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division, purchasing here has more freedom in in- 
vestigating substitution possibilities. There is a con- 
stant search going on for substitutes and replace- 
ments. Because purchasing’s aim is to have them 
available and approved far in advance of the requi- 
sitioning stage, all departments concerned are kept 
fully informed on all substitution developments. 

Every part in every product made is subject to 
constant scrutiny for value. Can we make this of 
anything that would give us the same performance 
at lower cost—can we make it in plastic—powdered 
metal—as a screw machine part—as a stamping—as 
a cold headed part? That type of questioning of every 
component is a continuing process with purchasing. 
Whenever buyers go out to visit vendors, or to trade 
shows, they take along a pocket full of these small 
parts and ask vendors and prospective suppliers for 
new ideas and sugestions on better and cheaper ways 
of making the parts. 

Having suppliers who are as flexible as the divi- 
sion is also an important aspect of purchasing. 
Vendors must be able to adjust their production and 
delivery schedules to Thompson’s requirements. De- 
livery performance of suppliers is evaluated con- 
stantly and assistance offered to those who have 
production difficulties. This has helped a number of 
suppliers improve their performance and hold the 
business. Others who continue to lag are weeded 
out. 


Pneumatics Division 


Establishment of the completely new Pneumatics 
Division in mid-1954 created the need for a new pur- 
chasing organization. At the same time it offered 
purchasing an opportunity to start from scratch with 
certain different ideas and techniques than previ- 
ously used. 

This division makes an alternator drive used 
on jet aircraft, a unit that acts as a generator for 
the ’plane. Purchasing has the responsibility for 
buying finished parts as released, and tooling for pro- 
duction and test. It purchases machined formed 
parts, electronic devices, and major sub-assemblies. 
Many of the parts had not been bought by Thompson 
before, and the burden of developing new sources 
was put on purchasing. 

Since this division went from design to produc- 
tion, to prototype, to production in the short space of 
six months, and delivery schedules were main- 
tained, developing new sources presented quite a 
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challenge to purchasing. The fact that the remark- 
able 6-month transition was made with a mini- 
mum of difficulty is attributed by Purchasing Agent 
John Rich to the very close and wholehearted co- 
operation purchasing received from its vendors. 

The nature of the product and the field it serves 
puts an additional burden on purchasing. A high 
priority unit undergoing rapid changes in design, 
it requires a steady supply of parts and materials, 
yet rules out unnecessary accumulation of stocks 
that could become obsolete overnight. To stay abreast 
of these swift developments, Mr. Rich has repre- 
sentation on the engineering change board, and par- 
ticipates in the cordination of planning, scheduling 
and costs. This representation by purchasing in ad- 
vance planning enables it to know definitely the re- 
quirements of the other departments of the division, 
gives it a chance to plan its buying ahead, expedite 
properly, and work closely with suppliers in de- 
veloping and using their capacity. 

In the Pneumatics Division, Thompson is trying 
two purchasing techniques that may be a»plied to 
the whole organization, if they work out successfully. 
(1) Buyers are assigned expeditors to relieve them 
of the details of follow-up, but work closely as a 
“team” on seeing that orders are properly filled. In 
most cases, these expeditors will be groomed for 
buying jobs as the company expands and new op- 
portunities appear. 

(2) Buyers are supplied with manufacturing proc- 
ess and tooling sheets so that they can intelligently 
analyze and evaluate bids from suppliers. 


Plant General Services Division 


Maintenance supplies for all divisions at the 
TAPCO plant are purchased by a buying group 
headed by H. J. Parker. 

Over and above the usual problems of buying 
maintenance supplies, the purchasing group here 
concentrates heavily on the inventory question. Its 
aim is to see that inventories of these items are 
kept to a practical minimum. “Management has a 
right to expect that reduction” says Mr. Parker. 

This close control of inventory involves coordina- 
tion between buyers and supply store controllers— 
who control requisitioning of supplies. Regular 
meetings of personnel in both departments are held 
to iron out problems and exchange information. 

Suppliers are playing an important part in this in- 
ventory reduction program on supplies, as mentioned 
earlier. Purchasing is evaluating vendors on their 
willingness to assist Thompson in its inventory re- 
duction program by stocking supplies on their own 
shelves for delivery as needed. Similarly, purchas- 
ing is attempting to work out reasonable agreements 
by which suppliers will take back surplus stock sup- 
plies that are no longer of any use to Thompson. 

The program for regular review and disposition of 
surplus supply stores inventories, formulated by the 
staff purchasing department, has been highly suc- 
cessful. The procedure is thoroughly detailed in the 
Purchasing Guide, and plans are now being made to 
formulate similar programs for machinery and equip- 
ment, machinery repair parts, and production 
materials. 

Thompson’s Cleveland main plant, which is lo- 
cated in the downtown area, and embraces four 
divisions also has a services group similar to that at 
TAPCO. This unit is headed by H. E. MecMorris. 


Electronics Division 


The relatively new electronics division, established 
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Some of the products made by 
Thompson Divisions for the auto- 
motive and aircraft industries 























in 1950, is another highly specialized aspect of 
Thompson Products’ business. Some of the high 
precision items it produces are coaxial switches, 
microwave wavemeters, polar recorders, aircraft 
antenna, magnetic amplifiers, and a large number of 
intricate electronic products. Purchasing for the di- 
vision is headed by W. E. Hartland, formerly a mem- 
ber of the central staff. 

Buying for this “custom-made” type of business, 
where customer requirements may run as low as 10 
or 25 units, rules out the standardized practices that 
can be followed in ordinary industrial purchasing. 
Ordering is done for each program in turn, so that 
components cannot be bought in large lots, and op- 
portunities for better prices and deliveries are neces- 
sarily passed up. 

The number of purchase orders issued by the sec- 
tion is thus naturally high in proportion to the 
amount of money spent. Since many components are 
ordered over and over in small lots, the “traveling 
requisition” is quite successfully employed here. 

Another purchasing problem in the division is the 
need for obtaining certification from sources supply- 
ing material for defense orders. Since a very large 
proportion of this division’s business is military, and 
the material will not be approved unless an affidavit 
stating that certain requirements have been met, it 
is purchasing’s job to follow up vendors. 

The affidavit form is attached to every delivered 
component and raw material purchase order issued 
on a government program. But it often involves as 
much time to get the affidavit back as it does to have 
the material delivered. 


Light Metals Division 


Thompson’s Light Metals Division produces die 
castings and permanent mold castings—such as air- 
craft pistons, automobile pistons, housing, motor end 
brackets—and numerous other items. The emphasis is 
in on high quality, high precision items. As Purchas- 
ing Agent Paul Brahaney puts it, “we want to make 
the castings that are too tough for anybody else to 
make.” 

Aluminum is, of course, the largest single item 
bought in the division. The basic buying philosophy 
is to deal with reliable sources of supply and see 


PURCHASING 






















































ct of 

high 
tches, 
reraft 
ber of 
1e di- 
mem- 


‘iness, 
as 10 
s that 
asing, 
» that 
1 op- 
eces- 


» sec- 
» the 
S are 
eling 
re. 

s the 
oply- 
large 
, and 
davit 
et, it 


ered 
sued 
S as 
have 


die 
air- 
end 
sis is 
has- 
1ake 
e to 


item 
yphy 
see 





that they get a reasonable profit. Since the oppor- 
tunity for dealing with marginal operators is ever 
present, this is not merely a pious platitude but a 
day-to-day principle of operation. 

Naturally, purchasing tries to stay at the bottom 
end of a wobbly market, but will not try to squeeze 
the last fraction of a cent from suppliers. Nor will it 
grab the various one-shot, low-price deals. By re- 
specting suppliers and paying a little more over the 
extreme minimum, Thompson has always been as- 
sured of adequate supplies of metal and has never 
had to shut down. 


Hydraulics Products Division 


In a major effort aimed at the widening market 
for hydraulic products, Thompson established a 
single division for that line last year. The Hydraulic 
Products Division makes hydraulic implement 
pumps, and a number of items made by the former 
Special Products Division—including cylinder sleeves, 
aircraft piston pins, and special parts for jet aircraft. 

Purchasing for the division is headed by A. C. 
Gravatt. 

As mentioned earlier, the creation of a new divi- 
sion gives purchasing the opportunity to “get in on 
the ground floor” in development work and in 
liaison with other departments of the division. In 
this division, purchasing has from the start been 
working closely with the product development group 
in bringing along new pumps for use in power steer- 
ing systems, automatic lubrication systems, etc. for 
the automotive industry. 

This group has depended on purchasing for com- 
plete information on new and standard materials 
and dependable sources for them. The relationship 
is a close, day-to-day one, and purchasing’s per- 
formance is vitally important to the division’s com- 
petitive standing. 

Mr. Gravatt and his buyers have a good back- 
ground for this type of coordination. When they 
operated in the Special Products Division, every 
buyer spent at least one month in the factory, study- 
ing processes and interchanging ideas with foremen 
and production personnel. Every department of the 
manufacturing end was covered, and a close tie was 
established between the people who used the mate- 
rials and products, and the people who bought them 
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Michigan Plant Operations 


Thompson’s Michigan Division, with plants at De- 
troit, Portland and Fruitport, manufactures automo- 
tive tie rods and drag links, truck and tractor tie 
rods and drag links, and automotive ball joint front 
suspensions. Purchasing Agent for the Division is 
Roy Lesnew. 

Purchasing buys production materials on the basis 
of information taken from IBM cards made up from 
daily new orders in the sales department, rather than 
from requisitions. Buying lots on essential items for 
production requirements are automatically increased 
or decreased by purchasing in proportion to the rise 
or fall in sales orders. In addition, requirement sheets 
issued monthly by the production department, in- 
dicating its estimated usage, provide another indi- 
cation for ordering necessary quantities. In any event, 
purchasing for production is, with management ap- 
proval, based on purchasing’s own good judgment. 

Each buyer maintains a follow-up card on each 
commodity he buys, each with a flash tab that is 
moved across the series of numbers at top of the 
card to correspond to the delivery date. The card has 
provision for the purchase order number, quantity 
ordered, source, inventory, required amount, and 
daily usage. It shows also the daily deliveries. 

Like other Thompson divisions buying large vol- 
umes of parts (approximately 25 million a month 
come into the three plants) this division is tending 
more and more toward the use of blanket orders. 
The orders run from January to December, and pro- 
vide for delivery of an estimated quantity every 
month. Buyers are responsible for scheduling de- 
liveries on blanket orders, and maintain their own 
records as to price, deliveries, etc. The use of blanket 
orders has helped vendors plan their own produc- 
tion schedules, has given Thompson the benefits of 
mill orders on steel, and has greatly reduced paper 
work in the purchasing department. 


Thompson's Other Divisions 


Space does not permit complete descriptions of 
purchasing at all Thompson Products’ Divisions, 
many of which are widely scattered. But this in no 
way diminishes their importance, and Mr. Hackett 
emphasizes that their purchasing departments are 


97 















not only considered vital in the whole organization, 
but are making valuable individual contributions to 
progressive purchasing in the company. 

The principles and procedures followed by the 
divisions covered in this article also hold for 
these other divisions, with minor variations, depend- 
ing on local situations. The purchasing departments 
follow a full line of operation, and are responsible 
for all materials and services. 


The West Coast Division, at Bell, California, manu- 
factures valves and related products for gas and 
diesel marine and industrial engines; various auto- 
motive parts; valve assemblies for the gas and oil 
industries, and a number of aircraft special prod- 
ucts. Buying is headed up by Purchasing Agent 
J. P. Hawkins. 

The Replacement Division, located at the main 
Cleveland plant, makes, warehouses and sells auto- 
motive replacement parts to wholesalers in U. &., 
Canada, and throughout the world. Division Pur- 
chasing Agent is K. A. Krantz. 


Buying at Tapco Plant Operations in the Harris- 
burg, Pa. and Danville, Pa. Works, is limited to 
Maintenance, Repair and Operating supplies. Works 
Purchasing Agent at Harrisburg is O. A. Reynolds. 
Works Purchasing Agent at Danville is P. C. 
Beacher. 

Bell Sound Systems, Inc., Columbus, O., is a sub- 
sidiary that manufactures a wide number of elec- 
tronics items. Purchasing Agent is J. J. McShane. 
Dage Electronics Corp., Michigan City, Ind., is also 
a subsidiary engaged in similar operations. W. E. 
Dillon is Purchasing Agent. 

Ramsey Corporation, a subsidiary with plants at 
St. Louis and Sullivan, Mo., makes piston rings, 
piston stabilizers, engine parts cleaner, and indus- 





As can be seen, buying for Thompson Products 
requires a wide range of abilities, depending on what 
commodities are bought and in what division they 
are bought. As the company moves into new markets 
like electronics and super-sonic aviation and cus- 
tomers’ requirements become increasingly complex, 
buying positions must be filled with people who 
have more technical training or background than is 
required of those in simpler industries. 

However, an engineering background does not 


necessarily make a good purchasing agent, and 


Thompson has approached the question cautiously. 
In general, it has been found that a combination of 
some engineering background and some experience 
in business administration is best for the purchasing 
man. It is generally understood that purchasing pre- 
fers its buyers to have at least a college education 
or some experience in production buying. A buyer 
should be able to understand blueprints and techni- 
cal nomenclature and be capable of discussing them 
with technical people in the company and on the 
outside. But even after all the specifications have 
been set down, a man must be judged also on many 
other elements—experience, character, reaction to 
special situations—and the Thompson policy is to 
put them on the job and watch them carefully. It is 
the Purchasing Agent’s responsibility to be close 
enough to his buyers to know how they are perform- 
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trial retainer rings. W. G. Myers is Purchasing 
Agent for both plants. 

Thompson Products, Ltd., a subsidiary at St, 
Catharines, Ontario, manufactures automotive en- 
gine and chassis parts for original equipment and 
replacement in Canada, aircraft parts, and rock drill] 
bits. Purchasing Agent H. B. Loth heads the buying 
there. 

Koleast Industries, Cleveland, O., is a new sub- 
sidiary that handles Thompson’s frozen mercury 
castings operation. Miss A. M. Pelley is Purchasing 
Agent for the unit. 

All printing and supply requirements for all plants, 
divisions and subsidiaries are purchased at the 
Printing & Supply Department, 2285 Ashland Road, 
Cleveland. A. Hargas is the Buyer. 


Traffic 


Traffic activities at Thompson come under the 
jurisdiction of the Director of Purchases and Traffic, | 
L. C. Schmetzer, General Traffic Manager, is a mem- 
ber of the central staff of the company. 

Traffic clerks are set up where necessary to serve 
a number of divisions, and generally work near and 
with purchasing. All divisions of the company in 
Cleveland, for example, are served by two traffic 
departments, one in the TAPCO plant, and one in 
the Cleveland main plant. 

Since most of the Thompson sales are on an FOB 
basis, traffic problems are primarily concerned with 
inbound shipments. Traffic and purchasing work 
closely together on cost information obtained by traf- 
fic in an effort to keep costs down. This data is fed 
into the purchasing department systematically so 
that buyers will be constantly conscious of freight 
costs, comparative charges for shipping by truck, 
rail or air, and advantages of special packaging. 


How Thompson Selects and Evaluates Buying Personnel 


ing. He has to check the number of difficulties the 
buyer gets into, and how well satisfied—or dissatis- 
fied—the people he services are. 


Reports of Savings 


One tangible means of measuring a buyer’s per- 
formance is his record on cost reductions. 


All such savings by buyers are reported on a spe- 
cial form (reproduced elsewhere in this article) and 
copies are sent, through the division purchasing 
agent, to Mr. Hackett, and to plant and division man- 
agers. Buyers are urged to stick to the facts in each 
case, and to avoid exaggeration. 


The advice against exaggeration is more than 
cautionary. Mr. Hackett believes that the spirit, or 
the attitude, behind a savings is decidedly more im- 
portant than emphasis on dollar volume. “Big sav- 
ings are not the important thing” he says. “What is 
important is the fact that the buyer has taken the 
trouble and shown the enthusiasm for going after a 
savings. We don’t look down on a small savings— 
whether it’s $100 or $10,000, it’s the way the buyer 
has gone at it that impresses us. If a buyer has the 
intelligence, willingness and imagination to make a 
small saving, it won’t be too long before he’ll begin 
to hit the big ones, if his particular buying area is 
open to them.” 
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Cutting Costs of Parts 
by Investment Casting 


A proved production method that solves 


manufacturing problems arising from 


intricate design and difficult materials, 


with substantial savings in over-all costs 


Prepared especially for PURCHASING by the Investment Casting Institute, Chicago, Ill. 


MONG the numerous processes 

used for producing basic metal 
shapes and products, the one that 
is probably growing most rapidly 
in acceptance is that of investment 
casting. As an indication of this 
rise in acceptance, the Investment 
Casting Institute predicts a ten- 
fold increase in industry-wide dol- 
lar volume within the next five 
years, 

The process consists of the prepa- 
ration of dies, into which wax, plas- 
tic, or mercury is poured or in- 
jected in liquid form. Wax or plas- 
tic hardens by itself; mercury is 
frozen. The solidified pattern is 
then removed from the die and a 
ceramic mold is formed around it. 
Next, the mold is heated until the 
pattern material vaporizes or flows 
out. The mold is cured by heating, 
and henceforth serves as an ex- 
pendable mold for the introduction 
of molten metal. 

The name of the process is de- 
rived from the operation in which 
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the ceramic material is applied like 
a vestment or cover to surround 
and envelop the pattern. 


I. Advantages 


Whether wax, plastic, or mercury 
forms the expendable pattern, there 
are certain advantages of the in- 
vestment casting process as com- 
pared with other processes. 

1. With this method, shapes so 
intricate or wall surfaces so thin 
that it would be impossible, imprac- 
tical, and/or too costly to utilize 
any other process, can be produced 
in any metal. Because wax, plastic, 
or frozen mercury readily remove 
from the ceramic molds invested 
upon them, regardless of intricacy, 
the original pattern for such shapes 
is formed as a single unit of one of 
these materials. And an almost un- 
limited detail may be effected in the 
final casting merely by uniting sev- 
eral patterns before the ceramic 
investment is made. 

2. Thus, investment castings can 


achieve, in a single unit formed 
by a single operation, a product that 
otherwise might require the con- 
struction of several pieces, and 
thereby obviate the necessity of 
assembling and joining them in the 
still additional processes of brazing, 
bolting, or riveting. 

3. The investment method reduces 
over-all costs of many products by 
reducing or eliminating subsequent 
machining operations. This becomes 
possible since the process provides 
such features as holes and sockets 
in the regular casting operation, 
because it duplicates exceptional 
dimensional accuracy in detail as 
well as over-all, and because the 
smooth surfaces of the pattern ma- 
terial produces equally smooth sur- 
faces in the ceramic molds. This in 
turn yields similar perfection in 
the surfaces of the finished casting 
itself. 

4. Finally, the use of the invest- 
ment process permits the casting 
of metals that are virtually non- 
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machinable because of hardness or 
other properties. 


Il. Limitations 


There are, of course, certain parts 
that may be produced more eco- 
nomically by other products. Ac- 
cordingly, some shapes can be 
formed in steel dies with no need 
for ceramic molds. And some pieces 
are so simple in design that they 
require relatively little machining 
even with sand casting. 

In contrast, investment casting 
must produce a new—and expend- 
able—pattern and mold for each 
casting. The cost of producing such 
patterns and molds, however, is in 
many cases far less than the al- 
ternative process which would re- 
quire assembling and machining. 


Il. How It Works 


When wax is used for the expend- 
able pattern, it is forced in liquid 
form into steel dies at temperatures 
ranging from 140 to 200 degrees 
F., and at pressures from 500 to 
1000 Ibs. per square inch. When 
solidified, the wax forms the pattern 
for a ceramic mold. 

During the ceramic-forming stage, 
a sprue made of wax such as used 
in the patterns is employed to hold 
the patterns and also to carry the 
molten metal to the patterns. If an 
intricately shaped pattern so re- 
quires, several wax patterns are 
jointed by a surface melting con- 
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Some typical examples of precision parts made as a 





tact before the 
ceramic mold. 

First step in producing the ceramic 
mold is dipping the wax pattern and 
sprue into a liquid; then it is dusted 
with 300-mesh sand which subse- 
quently becomes the contact surface 
of a ceramic mold. Next, the base 
of the sprue is bonded by melted 
wax to a bottom board. A metal 
sleeve is slipped over the sprue, 
and is also bonded to the bottom 
board; at the top, a paper sleeve 
is added to the metal. 

The investment slurry is then 
poured in at the top. Before harden- 
ing begins, the flask with its con- 
tents is placed on a machine which 
vibrates until the slurry has filled 
all points around and within the 
sand coated wax pattern, and is 
free of air pockets or bubbles, After 
preliminary hardening, the ceramic 
mold thus formed is placed in an 
oven, where the heat melts out the 
wax and bakes the mold to desired 
hardness. 

In the final stage of the process, 
molten metal is poured into the 
ceramic molds, which have been 
preheated to an approximate tem- 
perature of 1800 degrees F. When 
the metal cools, the mold is broken 
away, sprues and risers are sawed 
off, and the casting is complete. 

In the plastic pattern process, the 
plastic is injected into the steel dies 
under heavy pressure, by machine. 
After the material quickly hardens, 
the formed patterns are machine 
ejected, ready for processing in a 
sequence identical to that of the 
wax process. Plastic patterns are 
ultimately removed from _ the 
ceramic mold by heat. They do not 
melt out like wax, but rather burn 
out, or volatilize. 

In making patterns by the frozen 
mercury process (see January 1955 
issue, p. 109) the liquid mercury, 


forming of the 


at room temperature, is poured into 
steel dies. Its own weight and “wet- 
ness” cause it to fill all openings 
completely. Then the die and con- 
tents are frozen at a temperature 
below —80 degrees F. 

When removed from the mold, 
the solidified mercury may at this 
stage be joined to other units by 
simple hand pressure, if so desired. 
This “booking” technique, unique 
to Mercasting, requires no special 
or additional tolerances across the 
booking line. This is one of the 
most important advantages of the 
frozen mercury process. Following 
this, the frozen pattern is repeatedly 
dipped in a chilled refractory slurry 
until a coating of the desired thick- 
ness builds up in layers. Exposed 
to room temperature air, the mer- 
cury melts from the ceramic shell. 
The shell, when baked, is backed 
up with sand and is then ready to 
receive the molten metal. 

As .in other investment casting 
processes, the frozen mercury 
method also produces an expend- 
able mold, which is broken away 
from the metal when the latter has 
cooled. 


IV. Specific Savings 


The following examples of cost 
economies and increased produc- 
tion efficiency obtained through in- 
vestment cast parts are cited by 
the Institute. Illustrations are iden- 
tified by the corresponding letter. 

(A) The importance of initial 
designing for investment castings 
is illustrated by a modified feed 
adaptor developed by the Midwest 
Foundry Company for the aircraft 
industry. It is made of alloy type 
347 stainless steel. Because of its 
complexity of design, this com- 
ponent would be almost impossible 
to machine or forge. Over-all di- 
mensions of the part are approxi- 
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single piece, in a single operation, by investment casting 





mately 7%” x 2%”, with a uniform 
thickness of .050”, and .100” ribs. 

(B) Another part produced by 
this company is a tire mold insert 
of alloy type 302 stainless steel. This 
part was originally machined from 
mild steel bar stock and required 
ten machining operations, plus en- 
graving and plating. As a precision 
investment casting, it is cast to size 
complete with lettering, ready to 
use. Even the plating operation is 
eliminated because of the alloy 
used. The dimensions are: 2%” di- 
ameter x 4%” thick. 

(C) As an example of large parts 
which can be produced by invest- 
ment casting, Midwest has pro- 
duced several thousand nozzle cast- 
ings of alloy type 310 stainless steel, 
also for the aircraft industry. The 
part weighs about 50 lbs. as cast, 
and measures 13.6” outside diam- 
eter. The 15 blades are used as cast. 
By using plastic rather than wax as 
the expendable pattern material, it 
is possible to hold the functional 
dimensions to very close limits. 

(D) How investment casting can 
reduce costs by producing over-all 
assemblies is shown in a component 
recently developed by Engineered 
Precision Casting Company. The 
part used to be formed, as shown 
at the left, from a machined stamp- 
ing, two screw machine parts, and 
a hardened steel bushing. The num- 

tr of separate production opera- 
tions necessary, plus the subsequent 
assembly operations, made _ the 
over-all cost of the completed com- 
ponent high. Also, the constant 
twisting and breakage of this fabri- 
cated part resulted in almost daily 
Stoppage of the conveying system 
on which it was used. 

By contrast, the part, now pro- 
duced as an investment casting, is 
cast in one piece and does not re- 
quire further machining. The fin- 
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ished piece costs the user much less 
and has increased production by 


slashing downtime. By making this : 


important component from an air 
hardening tool steel, further heat 
treating is unnecessary, and a hard- 
ness of Rockwell “C” 53 to 55 is at- 
tained. 

(E) The feature of precise casting 
and the ability to allow accurately 
for metal shrinkage is illustrated 
by a weld pocket for the lamp in- 
dustry, produced by Engineered 
Precision Casting. This part was 
originally die-cast of aluminum, 
but did not have sufficient strength. 
Sand casting in bronze was equally 
unsatisfactory because the shape of 
the part made required machining 
difficult and costly. 

Success of the part as an invest- 
ment casting is due in large meas- 
ure to the ability of the process to 
cast the long narrow slots to un- 
usually close tolerance. In this case, 
the basic requirement meant fitting 
a bar .124” wide (plus .000, minus 
.001) into the .125” slot (plus .002, 
minus .000) without play or bind- 
ing. 

(F) Important savings realized by 
a user of component parts made by 
investment casting are illustrated 
by a part produced by the Bone 
Engineering Corporation. This link 
is made of 4140 alloy steel. Specifi- 
cations were high and called for 
critical inspection. Originally, it 
was machined from a forging at a 
cost of $15.21. Produced as an in- 
vestment casting, the part costs only 
$5.50. In addition, it is smoother, 
non-porous, and dimensionally uni- 
form. 

(G) The wide variety of industries 
that may realize the basic econo- 
mies of this process is indicated 
by a unit engineered by the Howard 
Foundry Company—a new Healy- 
Hudson Pelt Shear Comb, used for 








shearing sheep. In tests on Wyoming 
sheep ranches, the new comb has 
sheared up to 284 sheep before re- 
sharpening is required. Conven- 
tional combs become dull after 
shearing 5, 10, or 20 sheep, depend- 
ing on wool condition. 

To obtain longer wear and better 
cutting properties, the comb was 
cast of 52100 tool steel that was first 
heat treated. This alloy is difficult 
to machine or form by any other 
method except investment casting. 
With this process, the comb is ac- 
tually cast with a blade thickness 
of .015”, almost knife sharp. 

(H) Production of this compli- 
cated wave guide by the investment 
casting process replaced 27 indi- 
vidual components. Original design 
called for a fabricated assembly of 
more than two dozen pieces. Pro- 
duction operations involved machin- 
ing to extreme tolerance, costly 
precision jigging, brazing, tedious 
silver soldering, and difficult in- 
spection. In addition, the user com- 
pany was confronted with an ex- 
tremely high percentage of rejects. 

These problems were solved by 
a single casting produced by Alloy 
Precision Castings Company. The 
part is made of 88-8-0-4 bronze, to 
a tolerance of plus or minus .003”. 
The result: most machining opera- 
tions have been eliminated, produc- 
tion has been increased, rejects are 
down, and costs have been slashed. 
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Safe — clean — light — economical 





Better Protection 


and Lower 


Packaging Costs 


By Thomas J. Muldoon 


Technical Consultant 
Fibre Box Association 


YLVANIA Electric Products 

Corporation, in switching from 
wood crates to corrugated boxes 
for shipping television receivers, not 
only lowered its packaging costs 
substantially, but also reduced 
breakage and damage losses to less 
than 1%. After discontinuing the 
use of wooden kegs for domestic 
shipment of nails, screws, and bolts, 
and substituting heavy duty fibre 
boxes, Parker-Kalon Division of 
the General American Transporta- 
tion Corporation found its packag- 
ing costs were reduced by more 
than 25%. Diamond Chain Company 
replaced some of its wooden spools 
with those made of fibre board and 
cut packaging costs by 15%, also 
effecting new savings in freight 
charges, 

Nowadays, almost every major 
product, from oranges to oil burn- 
ers, is reaching its retail outlet in 
sturdy, good looking, inexpensive 
fibre boxes rather than in the bulky 
crates which were formerly used. 
Executives in every corner of the 
country are coming to realize more 
and more that the savings in ship- 
ping costs can very often mean the 
difference between profit and loss in 
the over-all operation. 
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Prize package in the Small Appliances Class of the 19 
Fibre Box Association competition. The product has difficult 
shape, concentrated weight, and projecting parts that nee 
protection. The package provides quick assembly on a hig 
speed line and is engineered to withstand 30-inch drop 


To meet the changing needs of 
industry, fibre box manufacturers 
are continually improving the de- 
sign and increasing the strength of 
their boxes. New techniques and 
processes have been devised for 
printing the sellers’ advertising 
messages on the sides of the con- 
tainers. 

For example, packaging research 
recently produced a box for a heavy 
garbage disposal unit. These dis- 
posers have generally presented 
difficult packaging problems due to 
their cylindrical shape and various 
projections. Despite the concen- 
trated weight of this product, the 
new package was __ successfully 
engineered to withstand being 
dropped several times from the 
tailgate of a truck. The box reduces 
packaging costs by more than 20%, 
provides quick assembly on the 
high speed line, and assures dam- 
age-free delivery. 

Motion picture film which, up 
to the very recent past, has been 
shipped in metal cans, is travelling 
now in lighter corrugated contain- 
ers. The savings in air express 
charges are actually more than the 
cost of these boxes. Since safety 
film is now used in all theaters, 


a 


the danger of fire is eliminated ani 
makes the former precaution 
against this hazard no longer neces 
sary. 

Even as bulky an item as a power 
lawn mower can travel safely i 
a fibre box. Corrugated boar 
formed into a tube is used to sue 
pend the mower in the box, bea 
the concentrated weight of the unit 
and absorb all traffic shocks. Com 
tour-cut sheets prevent horizontd 
shifting and end-to-end  impatt 
The package, quickly assembled, has 
practically eliminated  in-transt 
damage to the product. 

Glassware and giftware, electronit 
tubes, instruments and fragile toys 
are safely transported from maket 
to retailer or user every day i 
fibre boxes. Deceptively 
looking, these containers are doing 
a giant size job. More than thre 
billion corrugated and solid fibre 
boxes are used each year by th 
food industry alone. 


Proved by Test 


How do the manufacturers know 
their boxes will be safe? Especially 
equipped laboratories subject the 
containers to exhaustive tests, fet 
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The weight is in the product, not in the container. 
safe packaging is provided at a comparatively low initial cost. 
Additional savings resulting from the use of this package 
include a reduction in the time required for packaging and 
substantially lower tare weight reflected in shipping charges. 


reting out the weaknesses of ma- 
terial, construction, closure, and in- 
ternal supports, so that the packag- 
ing engineers can make any cor- 
rections and improvements that may 
be necessary. 
These laboratories are equipped 
with a variety of machines and 
devices to subject fibre boxes to 
every conceivable test and to simu- 
late every hazard of handling and 
transit. Some of these testers are 
immense, and some of them are 
complicated devices with delicate 
Measuring instruments which, for 
instance, reveal that the corruga- 
tions in some fibre boxes will with- 
stand pressures of more than a 
quarter of a ton to a ten inch 
surface before they can be crushed. 
A hexagonal revolving drum 
Seven feet in diameter, containing 
e boards set at various angles, 
subjects the container to tumbles in 
all directions so that every corner 
and side can be tested for weak- 
hesses or failures. Any fault in de- 
sign or construction is quickly de- 
tected, and corrections are made. 
One test subjects the fibre boxes 
to compressive forces similar to 
those they may encounter while 
enroute in freight cars or stored 
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Clean, 


in warehouses. Containers are tested 
individually in the large compres- 
sion machine, which consists of a 
platform scale over which a power- 
driven cross beam is mounted. The 
information obtained from this ma- 
chine enables the engineers to de- 
sign the containers for satisfactory 
use in modern warehouses where 
the ceiling is the limit. 

There is a drop test apparatus 
consisting of a table having two 
horizontal leaves which can be 
tripped open simultaneously to drop 
the loaded container from any de- 
sired height so that it falls freely 
and strikes a flat solid concrete or 
steel platform. If the item is too 
heavy for the table, the test is 
made using a block and tackle. 

Then there is the incline impact 
test to simulate the stresses ap- 
plied to loaded boxes when the 
freight cars or trucks carrying them 
are suddenly started or stopped. 
Loaded containers are placed on a 
platform dolly which rolls on tracks 
which are inclined 10 degrees from 
the horizontal. The dolly is released 
from a known distance up the in- 
cline, so that both it and the box 
strike against a fixed backstop. The 
magnitude of the impact shock can 





Corrugated posts of different heights and diameters, glued 
to a corrugated pad, provide equal support for all parts of the 
oil burner in this package. 
the unit in an upright position and effect a false bottom in 
the container to support the control boxes. 


Die-cut scored sheets stabilize 


be varied by using different release 
points, and damage to the container 
and contents are noted. 

Vibration tests are made to simu- 
late the bumping, bobbing, sway- 
ing and weaving typical in the 
movement of freight cars or motor 
trucks along rough roads. The vi- 
bration machine consists of a sturdy 
table supported on two shafts, one 
near each end, which are equipped 
with eccentrics to produce the de- 
sired effect. 

A General Electric puncture tester 
can measure the energy required 
to force a sharp object such as a 
curbstone or the corner of another 
box completely through a sample 
of fibreboard. An electrically driven 
Mullen tester determines, in terms 
of pounds per square inch, the pres- 
sure required to cause a burst in 
the box material. 

Tensile tests, tearing tests; and 
caliper determinations are other 
tests employed. As these painstak- 
ing tests and researches bear fruit 
in improved container design and 
construction, manufacturers 
throughout the nation can be as- 
sured of greater protection at lower 
cost for their merchandise while it 
is in transit and in storage. 
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DANGEROUS 
DEADLINES 


You pay for the manufacturer's warranty. 
He figures it into the price. Don't let 


it lapse by belated inspection schedules. 


By Robert J. Flynn 


HE XYZ COMPANY had just 

landed one of its biggest con- 
tracts, but in order to get it they 
had to cut every piece of fat out of 
the quotation. Instead of leaving 
lots of leeway for contingencies, 
they had in fact gone in the other 
direction. They figured on making 
cost savings through stepped-up ef- 
ficiency in every department— 
in engineering, purchasing, and 
throughout the factory, right down 
to the nuts and bolts and “miscel- 
laneous”. Every department head 
was told to plan his operations in 
such a way that the greatest sav- 
ings would be accomplished. 

When the purchasing agent got 
his buyers together on the project, 
one of the first items that came up 
was the purchase of 50,000 tubes 
needed for the two-year contract. 
It had always been the policy of the 
company to buy “off the shelf” 
items on a quarterly basis, so that 
inventories would not pile up. In 
this case, however, the contract 
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Inspection geared : 
schedules may be too late to protect warranties 
in the purchase. 


provided for large progress pay- 
ments; hence the greater portion 
of the cost of the entire lot of tubes 
would be paid for within 30 days 
after the cost was incurred. Thus 
the major factor of inventory car- 
rying cost could be disregarded. 

With this in mind, the tube buyer 
went about contacting his suppliers 
and offering them the opportunity 
to bid on this plum for immediate 
shipment, not stretched out over 
the life of the contract. The response 
was much as he had anticipated. 
Competition for the order was keen, 
and all sorts of quantity discounts 
were offered. After due considera- 
tion, and a little extra pressure ne- 
gotiation, he placed the order at 
substantially under the estimated 
cost. 

Similar purchases of other items 
of standard equipment were made, 
and to all intents and purposes it 
appeared that the purchasing de- 
partment was several steps ahead 
of the rest of the company in the 








to production or assembly 


job of guaranteeing a profit on the 
contract. 

Now there is no question that in 
any business the ability to make 
quantity purchases can mean the 
difference between success and 
failure. It’s the same principle on 
which the housewife buys the large 
economy-size package of detergent. 
and her husband buys the large 
size tube of shaving cream. The 
word “economy” is __ practically 
synonymous in industry with the 
large quantity purchase. But a pur- 
chase of too much soap, or shaving 
cream, or coffee, becomes obviously 
uneconomical. In industry, such 4 
practice may end up in disaster. 

When the time came for the XYZ 
Company to start production and 
assembly, they were in a_ perfect 
position. As the routine “shortage 
lists” appeared, it looked as though 
the purchasing department was 80- 
ing to get a gold star, because the 
absence of any serious shortages 
made everybody, from the Chief 
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Purchasing Agent down to the 
Junior Buyers, look good. The pro- 
duction line had everything it 
needed, and there was more on the 
shelves to back up the schedule, 
all paid for, like money in the 
bank. 

The honeymoon lasted a little 
more than a year. Then the bottom 
fell out when it was discovered that 
a lot of the tubes were defective, 
and the manufacturer stood on his 
warranty rights and refused to 
replace them. 

What had happened? 

The warranty deadline had been 
ignored in favor of the price dif- 
ferential. The dire need to get the 
materials at the lowest possible 
cost had driven every other item 
of consideration out of the picture. 
Naturally, the manufacturer’s war- 
ranty went with every package of 
tubes, But what did that warranty 
say? It stated plainly that the 
vendor’s warranty was limited 
solely to the replacement of items 
being found to be defective as a 
result of poor workmanship within 
one year after the date of delivery. 
Somewhere in the vicinity of 30,000 
of the 50,000 tubes purchased had 
been sitting on the  storeroom 
shelves for almost 18 months. By the 
time the defect was discovered, they 
were strictly at the buyer’s risk, 
by the accepted—or overlooked— 
terms of the transaction. 


Warranty Deadline 


What vendor would take the risk 

of warranting an expendable item 
that would sit unused for well over 
a year? Yet, in effect, the purchas- 
ing department had warranted to its 
own company that the goods would 
be usable. The trouble was, how- 
ever, that it wasn’t the purchasing 
department that would make good 
on the loss, 
; Now there is no question but that 
In every phase of business, almost 
every day, some calculated risks 
have to be taken. But a risk as large 
as the purchase of 50,000 tubes. 
most of which were to lie on a 
shelf far beyond the period of 
warranty, certainly merited a great 
deal of soul searching not only on 
the part of the Chief Purchasing 
Agent but also on the part of Man- 
agement. It could have been avoided. 
Maybe somebody slipped in failing 
to coordinate the inspection sched- 
ule with purchasing rather than 
with the production schedule, But 
Placing the blame couldn't replace 
the tubes or recover the loss. 

On any large special purchase, a 
Supplier is usually willing to talk 
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special terms and conditions. Per- 
haps the supplier in this case might 
have been willing to make the deal 
at the same price for four quarterly 
shipments, in view of. the total 
quantity. Perhaps two shipments, 
six months apart, would have been 
the answer, even if the price were 
slightly higher. Maybe the vendor 
would have agreed to a reasonable 
extension of his warranty for this 
special project. 

It should be remembered that in 
every price on .every item, an 
amount is carefully figured in to 
cover warranty replacements. You 
pay for the warranty protection. 
Therefore, you should not pay for 
something you are not going to get, 
or permit something to lapse for 
which you have paid. 

It is obvious, then, that the great 
benefits of quantity purchasing can 
be lost if only the immediate price 
saving is considered. The answer is 
to make quantity purchasing a 
standard practice only to the extent 
that it is subject to modification 
after examination of the production 
time table, the longevity of the item 
being purchased, the effect on in- 
ventories, the saving to be gained 
by the purchase, and the supplier’s 
warranty. Only after consideration 
of all these factors, and weighing 
each of them in every case, can the 
proper, least risky decision be made. 

However, the problem doesn’t end 
with purchasing. If it is the desire 
to make deliveries prior to the ex- 
piration of the warranties, the mass 
purchased items must be put into 
production on a_ first-in-first-out 
basis, and a record and follow-up 
system carefully maintained to see 
that the alarm is sounded if any 
particular group of items is getting 


too close to the warranty deadline. 

The above, of course, applies to 
standard warranty deadlines set by 
the vendor in his terms of sale. 
What is the problem on deadlines 
established by the buyer? What is 
the risk in large quantity purchases 
under these conditions? 

Many standard purchase order 
forms contain a clause reading sub- 
stantially as follows: 

“Despite any prior payment or 
acceptance, the material is subject 
to test and inspection by the buyer 
for sixty (60) days after delivery, 
or after the scheduled delivery date, 
whichever is later.” 

Let us look at this in the light of 
a big order. Take, for example, the 
case of a company which had to 
place an order for 1,100 machined 
castings about four feet in length, 
with an outside diameter of about 
one foot. The part wes a housing, 
to contain a series of high preci- 
sion optics, and contained 30 drilled 
holes. Tolerances were .0005” and 
under, to accommodate a compli- 
cated assembly of approximately 
1,000 parts. Cost of the finished 
housings was in the neighborhood of 
$800 apiece. Because of the im- 
portance of the job, each piece had 
to be completely inspected. In- 
spection time for each housing was 
about 45 minutes. The schedule 
called for production of 75 to 100 
instruments per month. 

Because of the production time 
required on the machined housings, 
the order was double sourced, two 
companies getting 550 each. The 
contract with one of these com- 
panies (A) provided for inspection 
at the source, so that in addition 
to other benefits there was no drain 
on the buyer’s inspection facilities 


Purchase of high precision parts may place a heavy load on the inspection department and 
lead to complications in timing. 
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Thorough inspection practices at the supplier's plant are an invaluable asset to the buyer. 


insofar as 550 of the housings were 
concerned. 

With the need for inspecting at 
least 100 pieces of each of 1,000 
parts per month, the inspection de- 
partment was straining, even with 
a maximum number of hours of 
overtime. So, when the _ source- 
inspected housings from A Com- 
pany arrived, they were given a 
fast “once over” and sent up to 
the assembly lines. It was not until 
seven months after the shipment 
of the first housings from B Com- 
pany, and more than two months 
after the delivery of the last one, 
that anybody got around to inspect 
them. And the only reason they 
were inspected then was because 
the quantity procured from A Com- 
pany was almost all used up. 

The result of this late inspection 
is probably obvious by this time. 
As soon as the first fifteen were 
inspected and rejected, it was ap- 
parent that B Company had done 
a poor machining job. Holes would 
have to be plugged and redrilled; 
it was too late to order more. 

The vendor was called in, and 
he flatly refused to take any re- 
sponsibility for replacement. No 
amount of threatening or pleading 
could budge him. 

“After all,” he said, “you people 
had time to inspect these housings. 
When we sent in the first few, if 
you had inspected them our mis- 
take would have been apparent and 
we could have corrected it. But 
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you let us go ahead and finish the 
order. We never heard a word from 
you. Our invoices were all hon- 
ored, and we took it for granted 
that we were doing a satisfactory 
job.” 

“But,” argued the buyer, “every 
single one is a reject. It’s not just 
an excusable error. You never met 
our specifications.” 

‘Tll agree that the holes are 
slightly off. But don’t forget that 
you people have a habit of over- 
designing and writing in tolerances 
far beyond your needs. We’ve been 
doing work for you for years, and 
that has always been our experi- 
ence. If this job was different, you 
should have called us on it at the 
start. Now I’ve broken my set-ups 
and I’m working on other jobs.” 

Finally an arrangement was 
worked out whereby, simply as a 
courtesy, the vendor agreed to re- 
work, at extra cost plus cartage 
charges and unavoidable delay. Be- 
fore this could be done, the buyer 
had to go to his customer and ex- 
plain the predicament, and get per- 
mission to plug the holes and re- 
drill them. The customer was on 
the spot because he had to have 
the instruments, so he reluctantly 
agreed, but not without vowing to 
himself that he would go else- 
where for such instruments in the 
future. 

Was all this the fault of the 
purchasing department? Not by any 
means, but there certainly are in- 


dications of contributory negligence, 
even by the most charitable judg. 
ment of the case. 

At best, it indicates too much 
reliance on specifications and the 
printed conditions of p 
where the need for close physical 
inspection exists. On a job where 
thousands of close tolerance parts 
were to be subcontracted, it must 
or should have been brought out 
at staff meetings that there would 
be a great strain on the inspection 
department. But regardless of 
whether or not the subject was 
brought up, the purchasing depart- 
ment should have reviewed its 
printed terms and conditions to see 
how they fitted in with a program 
of such precision and magnitude. 

Further, it would seem that the 
buyer should have expressed some 
interests in the quality of units 
representing an expenditure of 
close to $800 each. To go seven 
months without even inquiring into 
the workmanship on almost a half 
million dollars in a major com- 
ponent shows a lack of interest in 
the job or a delinquent sense of 
responsibility. 

It should be remembered that 
deadlines are printed into standard 
order forms to take care of the 
average case. These deadlines should 
be amended in the light of require- 
ments on a particular part, and the 
size of the job. 

Subcontracts should cover the 
buyer’s firm in such a way that his 
company is given sufficient time to 
recover from the vendor in the 
event the customer finds a defect 
missed at the buyer’s plant. 

On a large job, as much as four 
months might be necessary to-.com- 
plete inspections due to unfamiliar- 
ity with the job, time lost in first 
piece inspections, and ironing out 
bugs in inspection procedure. Con- 
sequently, it may sometimes be 
better not to set a specific time, 
but leave it as a “reasonable” time. 
But the best answer is to set 4 
definite, reasonable deadline, and 
then follow up internally to see 
that it is met. 

The number of days and months, 
in and of themselves, is not im- 
portant. What is important is that 
the choice of any given number of 
days will be sufficient to do the 
job properly, in fairness to both 
buyer and seller, and in the interest 
of assuring a satisfactory product. 
Warranty and inspection deadlines 
imply promptness, good scheduling, 
and protection. They are useful only 
to the extent that they can be ap- 
plied to the conditions of the pat- 
ticular order. 
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Saves $50,000 a year in traffic costs 





Traffic Guide Provides 
Economy and Control 


Up-to-date routing instructions are inserted 


when preparing the order, in accordance with 


specific predetermined guide. Modern repro- 


ducing technique simplifies mechanics of the 


system and keeps clerical work at a minimum. 


By D. A. Kearsh 


AREFULLY controlled freight 

routing saves Cutler-Hammer, 
Inc., at least $50,000 a year, accord- 
ing to M. I. Adams, Traffic Manager 
and R. O. Gurrath, Assistant Traffic 
Manager. A good part of this saving 
has resulted from the introduction 
of new administrative techniques 
which have also improved operating 
efficiency in general. 

Starting with a program which 
began as an employee suggestion 
back in 1944, Cutler-Hammer has 
followed a policy of using a fixed 
guide for freight routings, and han- 
dling routing as an inexpensive by- 
product of its regular order-invoice 
writing procedure. The job at hand 
involves freight shipments running 
to more than a million dollars a year, 
from four factories in Milwaukee 
and seven separate shipping rooms. 

The present system for freight 
shipments has evolved through the 
slow but sure process of trial and 
errér, and building on experience. 
Routing of freight is no longer a 
matter for the exercise of opinion, 
or misjudgment. Every person in- 
volved has a complete table of in- 
Structions governing every move 
connected with freight shipments. 


A Complete Guide 


The table of instructions or guide, 
is complete in every way. It contains 
a parcel post breakdown first, then 
express breakdown, prime routing, 
secondary routing, and alternate 
routing usually used for carloads 
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Traffic Manager M. T, Adams (right) and Assistant Traffic Manager R. O. Gur- 
rath. They can concentrate on major administrative decisions; the Traffic Guide 
takes care of the details, with positive control. : 


shipped by rail. Covered are com- 
plete shipping instructions for 6,000 
separate shipping points in every 
state of the union. 

Cutler-Hammer’s order depart- 
ment employs a total of 26 editors 
who edit orders as they are re- 
ceived. Their procedure is set so 
that there is practically no addi- 
tional paperwork involved between 
this editing point and order prepara- 
tion. 

Orders and invoices are set up 
on a hectograph master form, from 
which enough copies are run to 
provide production orders, work 
orders, material orders, etc. Shipping 
instructions are entered from the 
guide, and bills of lading and ship- 
ping labels written from this same 
master. 

Each shipping room has a copy 
of the guide, which can be referred 
to immediately if any questions 
should arise. If the estimated ship- 


ping weight turns out to be incorrect, 
for example, there is. no need for 
the shipping room to check. back for 
new instructions;- ‘they get *them 
quickly by. consulting’ théir own 
guide. If it should turn ouf that the 
pre-determined carrier can't’ handle 
the shipment, ‘an ‘alternate route is 
provided. 
Improved Technique 

This volume used to be prepared 
on stencils. By 1950 constant. addi- 
tions had caused it to grow beyond 
manageable proportions. Increased 
clerical costs made themselves felt 
in the preparation of stencils and 
other work involved every~ time 
changes had to be made. Since the 
freight rate structure has changed 
at times almost daily, the point was 
reached where a healthy percentage 
of available clerical time had to be 
put into keeping the guide up to 
date, for without up-to-the-minute 
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Negatives for offset plate making are prepared in a matter of 
minutes, using regular process film and a covering mask for the 
insertion of columnar ruling in perfect registration. 


lata its value would decrease ac- 
( ordingly. 

The guide is now _ published 
through Remington Rand’s Flexo- 
print method, which has made pos- 
sible the flexibility needed to pre- 
serve the guide’s full value, while 
at the same time cutting down on 
clerical and production costs. 

The pages in the guide are set up 
on 97 Flexoprint panels which are 
easily stored and pulled when 
needed. Each line of “type” is actu- 
ally a typewritten card prepared 
on an electric typewriter equipped 
with a card-holding platen, which 
assures even printwork. The card is 
die-cut so that it fits onto the panel, 
and holds in place. When the page 
has been made up it is photographe_, 
a plate prepared, and printed on 
offset presses. All the work is 
handied right under Cutler-Ham- 
mer’s own roof. 


Easy Change and Reference 


Changes are now simply a matter 
of retyping the line or lines involved, 
pulling the Flexoprint panel, remov- 
ing the incorrect cards, replacing 
them with the changes, and sending 
the panel on for reproduction. The 
entire operation moves smoothly and 
quickly, taking up a minimum of 
clerical time and producing sharp, 
easily read pages which facilitate 
reference. 

First class post offices are typed 
in capital letters, so that they stand 
out. For ease of reference a line 
is skipped after every five, break- 
ing up the monotony of solid copy 
even further. The electric type- 
writer was already in use at Cutler- 
Hammer for other purposes, and 
required only the addition of the 

ard-holding platen to adapt it for 
Flexoprint. 
The clerical work involved in 


publishing the guide and keeping it 
current is now actually one-third 
of what it used to be. In addition, 
since Cutler-Hammer utilizes offset 
duplication they can use both sides 
of the page, whereas the previous 
method permitted duplicating only 
on one side. The constantly expand- 
ing catalog, therefore, is now about 
half the size it used to be, while 
containing more information. 


Substantial Savings 


The introduction of this system, 
plus the almost automatic routing 
of bills of lading, have simplified 
Traffic Department operations to 
the point where the rate specialist 
can devote his time almost exclu- 
sively to a constant study of the 
overall rate picture. Thus, Cutler- 
Hammer is in a position to tak» 
advantage of changes as they come 
through, and reduce transportation 
costs immediately wherever pos- 
sible. The savings primarily from 
reduced transportation costs, plus 
economies in the clerical operation, 
have been set at the absolute mini- 


The routing guide in use. 
It is a simple, effective 
working tool for all Cutler- 
Hammer order editors, and 
is also in use in every ship- 
ping room. 





Revisions are easy with Flexoprint. Corrected cards are typed and 
fitted into panels, and revised pages are photographed as a unit. 


mum of $50,000 a year referred to 
previously. 

A substantial saving was also 
realized through an_ innovation 
worked out by Cutler-Hammer’s 
photography department. Using reg- 
ular process film, they prepare a 
covering mask which serves to rule 
columns on the pages. This is placed 
over the panels in a wooden frame 
and photographed, assuring perfect 
registration. The mask saves some 
50% of the production cost that 
used to be involved, and also pro- 
duces better results. 

It is interesting to note that these 
savings were effected with a total 
initial capital investment of $746.75. 
At this rate, of course, Flexoprint 
has more than paid for itself, and 
Cutler-Hammer had found it so 
satisfactory they were publishing 
their telephone directory by the 
same method—before the Routing 
Guide was originated. 

The effectiveness of any adminis- 
trative control depends on its thor- 
oughness, and this one proves be- 
yond question that it pays off. 
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Source information at your finger-tips 





Purchasing Directories 


. They provide the answers 
to “Who makes what?” and 
“Where can it be bought?” 


By Dean S. Ammer 


VN NE MORNING, not long ago, 

O we were hit with the news 
that the factory of our sole sup- 
plier of a highly critical item had 
been crippled by a fire. We had 
been relying on him for a consid- 
erable time, and to avoid a shut- 
down we had to find a new source— 
fast,” reports the purchasing agent 
of a well known appliance manu- 
facturer. “The day was saved,” he 
continues, “when, with the aid of 
a buying directory, we located an 
alternative source of supply that 
could meet our requirements for 
this material. Our department 
could hardly function without this 
buying guide.” 

Although a factory fire is not a 
problem the buyer faces as part of 
his everyday routine, this incident 
does illustrate how a good directory 
can be invaluable in the occasional 
emergency which confronts every 
buyer at some time. And in normal 
day-to-day purchasing, such a di- 
rectory can also be one of the handi- 
est and most useful tools for doing a 
better, faster, and easier job. 


Four Types of Directories 


There are four types of di- 
rectories that can be profitably 
used by the industrial buyer. For 
finding and contacting local sources, 
probably the most convenient (and 
one which is frequently overlooked) 
is the classified section of the tele- 
phone directory. The yellow pages 
can be very helpful in locating 
many miscellaneous items, often 
of small dollar value, which must 
be obtained for immediate delivery. 
These listings also include many 
types of local services, of which 
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the buyer has need; and local dis- 
tributors or sales offices of manu- 
facturers, that can provide speedy 
service, information, quotations, and 
the like. 

Buyers in many areas can obtain 
directories which list all of the in- 
dustries in their home state. These 
are compiled and published by state 
departments of commerce or de- 
velopment commissions, manufac- 
turers’ associations, or chambers of 
commerce. Although not designed 
exclusively for the industrial buy- 
er’s use, they can frequently be 
helpful in locating sources within 
the state or region covered. 

A buyer who is exclusively, or 
primarily, concerned with a par- 
ticular commodity field shouldn’t 
be without the buying guide de- 
voted to his specialty, if there is 
one available. In it he can find listed 
every potential supplier in the 
field, along with much other useful 
information. Specialized directories 
are available for a number of basic 
commodities or industries, including 
coal, paper, rubber, and chemicals, 
to name a few. 

Most widely used by industrial 
purchasing men are the compre- 
hensive buyers’ guides such as 
Conover-Mast Purchasing Direc- 
tory, Thomas’ Register of American 
Manufacturers, and MacRae’s Blue 
Book. They are carefully edited to 
include only those products which 
are useful in industry, and each 
of those cited lists upwards of a 
quarter of a million supply sources. 
They are not restricted by geo- 
graphical or commodity limitations. 
They cover the myriad fabricated 
forms of materials and specific prod- 


uct classifications, and are thus 
keyed to the practical needs of buy- 
ers, who generally require an item 
or product in a particular form. 

Being published especially for 
buyers’ use, and from long experi- 
ence in serving this field, they in- 
corporate reference features that 
are real time savers for the busy 
purchasing agent. Listings are 
broken down by product classifica- 
tion so that the buyer can readily 
locate all potential vendors of a 
given product. Suppliers’ names 
are also listed alphabetically, so 
that their addresses can be found 
easily without referring to the prod- 
uct listings. If only the brand name 
is known, the manufacturer of that 
particular product can be found 
by using the section which alpha- 
betically lists all leading brand or 
trade names. 


Varied Uses 


Reference to buyers’ directories as 
a guide to supply sources is helpful 
in a variety of circumstances famil- 
iar to every purchasing operation: 


(a) In the case of emergency re- 
quirements, as already cited. 


(b) In the case of unusual items 
or occasional special requirements, 
on which a regular departmental 
source file would not normally be 
maintained. 

(c) For new product require- 
ments, in the exploratory stage that 
precedes the establishment of regu- 
lar sources of supply. 

(d) For finding satisfactory al- 
ternative sources for products that 
have been initially purchased from 
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a stated vendor or according to a 
particular brand name. 

(e) To implement the practice of 
competitive bidding. 

(f) In the periodic review and 
revision of approved source lists. 

(g) For general reference, bear- 
ing in mind that many manufac- 
turers do not know the full ex- 
tent of their potential market, and 
all of the potential applications and 
users of their product, just as the 
purchasing agent cannot be ex- 
pected to know all of the potential 
sources for his varied requirements. 
Thus the directory serves to mutual 
advantage, bringing together the 
source and the need, in many cases 
where this relationship would not 
otherwise be cultivated, and where 
they might not even have the bene- 
fit of an introduction. 


A Cost Saving Tool 


Consistent use of a directory in 
an economy that is predicated on the 
principle of competition can result 
in important cost advantages as 
well as better service. One pur- 
chasing agent writes: 

“It is our policy to get competi- 
tive quotations on every major item 
we buy. With our directory, we 
can readily locate every possible 
vendor who might be interested in 
our business. It gives us a real 
measure of the market, and assures 
us that we are buying to best ad- 
vantage, price-wise.” 

If a buyer suspects that he is 
paying too much for a given item, 
he can locate competing manufac- 
turers of the item under the product 
listing in his directory and send 
them inquiries. The ,purchasing 
agent for a large machinery manu- 

















“Glad to have you with us, Botts. As a 
starter, you'll find a little list of items your 
predecessors couldn't seem to locate.” 


118 


facturer in New York did just that, 
and saved $13,200 per year for his 
company as a result. 

He had been buying all castings 
from a local foundry for a number 
of years. Despite a considerable 
increase in volume of business and 
certain cost cutting design changes, 
prices for the castings remained 
unchanged. The buyer suspected 
that he was paying prices in excess 
of the market, and sent inquiries to 
a_ half-dozen nationally known 
foundries listed in his directory. 
The result: He is now buying half 
of his castings from an Ohio foun- 
dry, and his local source has cut 
prices 12% to retain 50% of the 
business. 

An Indiana manufacturer of cus- 
tom truck bodies needed several 
hundred clamps for a special order. 
Although they were reasonably 
simple parts, the cost of tooling and 
manufacturing in the company’s 
shop would have been relatively 
high because of the small quantity 
involved. Using his directory, the 
purchasing agent contacted a num- 
ber of firms specializing in clamps, 
with the thought that they might 
be able to provide the item more 
advantageously. In response to his 
inquiries, he not only found several 
possible sources, but found one 
company that happened to have a 
quantity of similar clamps on hand 
that were an overrun from another 
order, and which would do the job. 
As a result, he got the needed 
clamps for just about 10% of what 
it would have cost his own com- 
pany to make them—a 90% saving! 


Hard-to-Find Items 


“There’s nothing quite like the 
( ) purchasing directory -~when 
you’re looking for’ a hard-to-get 
item,” says the purchasing agent 
for a Michigan auto part manufac- 
turer. The company had received 
a defense contract to make a proc- 
uct entirely different.from its civil- 
ian line. The purchasing department 
was flooded with requisitions for 
production parts and non-product 
supply items which had to be placed 
promptly so that government sched- 
ules could be met. Many of the 
items were completely different 
from anything the buyer had 
had occasion to purchase here- 
tofore. In many cases, his regular 
suppliers were not equipped to help 
him. He had to start from scratch 
in setting up new sources for spe- 
cialized products with rather ex- 
acting specifications. His directory 
proved to be the “life saver” that 
helped him in promptly locating 
vendors with the equipment and 


know-how to supply the precision 
parts and tools required. 

The brand and trade name section 
in a directory is another feature 
that can frequently be very help. 
ful when this is the only identifica. 
tion known, or reference clue, for a 
product. This is illustrated by an 
inquiry recently received by Pur. 
CHASING’s Reader Service Depart- 
ment. The purchasing agent for a 
well known farm equipment manu- 
facturer wrote giving the brand 
name of a plastic plug used to pro- 
tect external threads on parts from 
damage while they are undergoing 
further processing. His factory peo- 
ple had the trade name of this de- 
vice, but no further information; 
it was put up to the purchasing 
agent to find out where the item 
could be bought. 

He wrote: “We do not have infor- 
mation relative to the manufac- 
turer’s name or Gistributors of this 
product. We are urgently seeking 
this information because we be- 
lieve we can effect some substan- 
tial cost savings by using this par- 
ticular product in some of our 
manufacturing operations.” The list 
of plastic fabricators is a very long 
one, but the Reader Service De- 
partment found the brand name 
listed in the Conover-Mast Pur- 
chasing Directory and was thus able 
to provide the purchasing agent 
with the manufacturer’s name and 
address by return mail. 

As time savers in the purchas- 
ing department, directories can also 
be useful in other ways. Simply 
looking up sources in a directory 
and sending inquiries to a selected 
list can frequently be much‘ faster 
than contacting salesmen individu- 


‘ally by telephone. 


Also, sometimes a salesman calls 
about a product for which the buyer 
has no current requirement, though 
it may be needed at some other 
time. In such cases, some purchasing 
agents check the listing of the 
salesman’s company in their copy 
of the directory—a simple means 
of reminding themselves to sen¢ 
that particular company an inquiry 
when a need for that product arises. 

The buyer can save himself the 
trouble of looking up suppliers’ ad- 
dresses by letting his typist use the 
alphabetical listings of suppliers 
(which is a separately bound sec- 
tion in most national directories) 
for this purpose. 

In summary, if a buyer knows the 
alphabet from A to Z and has a 
little space on his office table oF 
bookshelf, he can make profitable 
daily use of that simple tool—the 
purchasing directory. 
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From P.A. to President ; 


Sound purchasing experience is a valuable asset in management 


By Thomas A. Dickinson 


ANY a fine purchasing agent 

has failed to win a promotion 
because his superiors felt his experi- 
ence was too specialized to be of 
value in the upper echelons of man- 
agement. There are plenty of ex- 
amples to prove this premise un- 
sound. It depends primarily on the 
individual. And given the right kind 
of man, purchasing experience can 
be mighty helpful in managing a 
company and in dealing with cus- 
tomers. For instance, take the case 
of Paul J. Smith. 

Smith was purchasing agent for 
the Coast Van & Storage Company, 
Los Angeles, at the time World War 
II broke out. He left this position 
to do a hitch with the U. S. Navy. 
Then, after the war ended, like many 
another Ex-GI, he decided to go in- 
to business for himself. 

This was a slightly optimistic de- 
cision, in view of the fact that his 
total capital was little more than 
the price of two trucks and trailers. 
But if there was one thing that 
Smith never lacked, it was self- 
confidence. 

“I knew how to buy,” he says, 
“and I knew what it takes to make 
other people buy. On top of that, 
business conditions were good—so 
good. in fact, that most men in the 
cartage industry had forgotten all 
they ever knew about competition. 
With a combination like that, how 
could I lose?” 

Since Smith’s Republic Van and 
Storage Company now grosses about 
$4,000,000 a year, and has shown a 
healthy profit ever since the first 


, 
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President Paul Smith’s purchasing background has instilled in him a sound appre- 
ciation of the importance of good procurement to successful management. Republic’s 
procurement responsibilities are handled by his brother Sam (right), purchasing agent 


for the organization. 


year of operation, this may seem 
to be an academic question. The fact 
remains, however, that many Ex-Gls 
who had the same idea, and tried to 
establish their own trucking con- 
cerns in 1946, fell flat on their faces. 
Some of them didn’t even get to first 
base because, as potential buyers, 
they couldn’t persuade manufac- 
turers to sell them trucks and trail- 
ers for the payments they were pre- 
pared to make. 


Procurement Problems 
at the Start 


Smith’s very first problem was one 
of procurement, and it was a tough 
one—getting the equipment that 
would put him in business, at a time 
when motor vehicles were practical- 
ly unobtainable and when dealers 
had long waiting lists of eager cus- 
tomers. Like many another pur- 
chasing agent of that period, he nad 
to turn salesman to get what he 
needed. And, like a successful pur- 
chasing agent, he made the “sale”, 
persuading two manufacturers to 
go along with him on the basis 
of a sound business venture with 
good growth possibilities. 


These initial suppliers have never 
had cause to regret their decision. 
The calculated risk turned out to be 
a good risk. Further, Smith has 
conscientiously observed two sound 
purchasing principles. He is a loyal 
customer, having the well deserved 
reputation of never forgetting a 
friend or a favor; and he has stand- 
ardized on the makes of equipment 
with which he started. That’s a 
pretty substantial consideration with 
a fleet of 287 truck and tractor units 
that Republic is now operating. 

Quite early in the game, there 
was another problem, too, that chal- 
lenged his procurement skill. 


Doing the Impossible 


‘In establishing the Republic or- 
ganization, the original intention 
was to do business in the Los An- 
geles area only. But before long, 
the company was asked to bid on a 
job to transport goods from Fort 
MacArthur across the California 
state line. It was a small job, that 
Republic could well have afforded 
to lose. But one of the company’s 
oldest and largest competitors made 
the mistake of running down its 
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competition, protesting too loudly 
that Republic couldn’t do the job 
without an ICC permit, and wouldn’t 
be able to get one. That aroused 
Smith’s competitive spirit. He an- 
nounced that he would get the per- 
mit if he had to, and he was al- 
lowed 24 hours to do so. 

This was about the same as being 
allowed 24 hours to move the Em- 
pire State Building from New York 
to Chicago, for, at the time, Smith 
didn’t know where he could buy a 
permit. And he did know that even 
if he had located one for sale, it 
would be foolhardy to think he 
could get it for the sort of money he 
was prepared to spend. 

However, after a frantic search, 
he learned than an ICC permit was 
included in the estate assets of a 
former business associate, recently 
deceased. He talked with the family, 
and was able to obtain the permit 
(and, subsequently, the Fort Mac- 
Arthur contract) for a modest down 
payment. 


Nation-Wide Service 


This incident automatically put 
Republic into a broader sphere of 
operation. Lacking the facilities re- 
quired to handle nation-wide mov- 
ing operations, the company joined 
an intercity carriers’ association. This 
was a necessary step at the start. 
But, always the good purchaser, 
Smith carefully analyzed the values 
he was getting for the fees and 
commissions paid for help in han- 
dling out-of-city jobs. He decided 
there would be greater value from 
opening branch offices and handling 
the company’s own work from coast 
to coast. 
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Republic uses nothing 
but new containers 
in its packing opera- 
tions. Customers like 
them, damage claims 
are minimized, and 
they have high ad- 
vertising value. 


The lowered operating costs put 
Republic in a favorable competi- 
tive position in dealing with large 
companies which are constantly 
transferring employees and plant 
facilities from city to city through- 
out the nation. However, Smith 
firmly maintains that low bids are 
secondary to superior service in 
explaining the company’s growth. 
“Low rates may help us attract new 
customers,” he says, “but we 
wouldn’t have much repeat busi- 
ness if we didn’t give top quality 
service.” 

Complete service by a single car- 
rier is one of the advantages of his 
system. One truck and one driver 
are assigned to each moving job— 
from start to finish. This saves time 
and eliminates the damages that oc- 
cur when goods must be moved 
from truck to truck. Also, it facili- 
tates the processing of such claims 
as do arise, since there is never any 
doubt as to who is responsible if 
goods are damaged. 

This independent operation has 
also largely eliminated one of the 
serious problems of the long-dis- 
tance trucking industry—‘“dead- 
heading”, or the frequent necessity 
of driving trucks hundreds of miles 
without payloads. At the end of each 
long haul, a driver reports to the 
nearest of the 15 branch offices and 
picks up a load for his return trip. 
On a huge map of the United States, 
the current location of every truck 
is pin-pointed daily. This is espe- 
cially useful in scheduling hauls, 
and in answering the queries of cus- 
tomers who want to know how soon 
Republic will deliver their goods. 


As a purchasing agent, Smith was 
keenly aware of the importance to 
customers of accurate delivery 
promises, and having them kept, 
The fleet control system enables Re- 
public to keep commitments within 
the scope of available facilities, to 
make realistic schedules and live 
up to them. 


On-Time Deliveries 

A striking example of the per- 
formance that has built up the com- 
pany’s reputation for reliability in 
this respect occurred about three 
years ago. It involved movement 
of the official and unofficial belong- 
ings of the entire personnel of 
the Fifteenth Air Force from 
Colorado Springs to March Field, 
California—a contract amounting 
to over $100,000. Three months were 
allowed for finishing the job—a 
stipulation questioned by some of 
the bidders. Smith marshalled his 
facilities and completed the project 
in 24 days. 

In another instance, Republic 
moved the plant equipment and 
personal belongings of the employ- 
ees of a hearing aid concern from 
Chicago to Dobbs Ferry, N. Y., ina 
work period of just one week, at a 
cost of around $35,000. 


Pleasing the Customer 


Some of the services that Smith 
introduced in the postwar cartage 
industry are now accepted as stand- 
ard procedure among van line op- 
erators. For example, the practice of 
having estimators provide prospec- 
tive customers with change of ad- 
dress cards, handy hints for pack- 
ing tableware, etc., is a Republic 
innovation which was scorned by 
the industry back in the days when 
business was easy to get, but is now 
a competitive “must” in cultivating 
customer good will. 

Another company policy is to use 
brand new crates and drums for 
packaging customers’ goods. This is 
an added expense, but it insures 
sound protection and eliminates the 
possibility of damage due to con- 
taminants which are sometimes 
present in used containers. The 
fresh, clean appearance is an ad- 
vantage too. There’s an extra divi- 
dend in advertising value, since the 
company’s name can be prominently 
displayed on all new packages. 
When a competing firm handled the 
job of moving General Omar Brad- 
ley’s household furnishings from 
Washington, D. C., to Colorado 
Springs, an observer noted that 21 
of 26 used containers employed by 
the competitor on this job bore the 
Republic insignia! 
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SERVICE is the distributor’s stock in 
trade. It’s a valuable commodity— 

the factor that makes supply houses 
virtually indispensable to the industrial 
buyer. But sometimes even service 


has to be expedited. 


Dealing with 
Mill Supply Houses 


By C. F. Carpenter 


HE principal job facing the pur- 
chasing agent, it seems to me, 
is to employ every legitimate re- 
source at his command to keep his 
company supplied, at fair prices, 
with the things it needs, in such 
volume and at such times that 
production will not be interrupted. 
To do this, the purchasing agent 
must divest himself of favoritism 
in all forms, shun petty jealousies 
and office politics, and be absolutely 
fair to all reputable firms compet- 
ing for his business. These stand- 
ards apply whether the buyer signs 
himself Vice President in Charge 
of Purchases for a great corporation 
capitalized at millions of dollars, or 
whether he ranks as just a plain 
run-of-the-mill “P.A.” for a medium 
size or small organization. Since the 
purchasing men in the latter class 
tar outnumber the former, these 
observations are directed chiefly to 
them. 

My own company is engaged in 
the production of special machinery 
for manufacturing wirebound boxes. 
We have a well appointed factory 
with about 300 people on the pay- 
roll. The machines we make are of 
varied design to meet different re- 
quirements. In general, they weigh 
from 5 to 6 tons each when as- 
sembled, and occupy considerable 
floor space. 

We buy carbon and alloy steel 
castings, gray iron and special mix- 
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tures such as Meehanite; also cast- 
ings of brass, bronze, aluminum, and 
magnesium. We use a large amount 
of hot rolled and cold finished steel 
of different analyses, and many al- 
loy steels. Altogether, we make and 
stock for assembly and for replace- 
ments several thousand different 
machine parts, ranging in weight 
from a few ounces to several hun- 
dred pounds. Many of the parts 
subjected to wear or impact are 
heat treated with our own excellent 
facilities for greater durability and 
longer life. 

As the machining of these parts 
is done in our own factory, we 
can lay out our production sched- 
ules as much as eight or ten months 
in advance, and with reasonable 
foresight in ordering raw materials 
we can keep well ahead of demands. 


Outside Sources Needed 


However, there is a very num- 
erous and widely diversified group 
of manufactured articles that we do 
not make ourselves. For these, we 
are dependent on other producers. 

Some are standard items, while 
others are produced to our speci- 
fications. They range all the way 
from machine screws to elaborate, 
custom made electrical control 
panels. Scattered between these ex- 
tremes are conventional and spe- 
cial gear motors, solenoids, limit 
switches and transformers, gears, 


sprockets and transmissions, clutch 
and brake materials, and so on all 
the way down to heat treating 
equipment and supplies, grinding 
wheels, taps, dies, reamers, and the 
hundreds of other items needed to 
keep the production program going. 

Add to these the constant need 
for replacement parts to keep ma- 
chine tools operating efficiently, and 
it becomes evident that our de- 
pendence on other manufacturers 
and their distributors is very real 
indeed. 

The Mill Supply House 

The usual source for many of 
these items is the so-called “mill 
supply house”. Such concerns issue 
elaborate illustrated catalogs run- 
ning to thousands of items which 
they are prepared to furnish. In 
most cases, due to obvious limita- 
tions, they are not able to carry 
in stock more than about 30% of 
the listed articles, if that much. A 
large mill supply house may keep 
on hand a substantial inventory of 
30 or 40 manufacturers’ “lines”, but 
there are still many items which 
must come from the factory. This 
usually means a waiting period 
which may range from a week to 
several months, depending on the 
factory’s own warehousing policy, 
its production schedules, its back- 
log of orders, and many other fac- 
tors. 

If we take the practical view that 
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the primary objective of the mill 
supply house (like every other busi- 
ness) is to make money for its 
owners, then certainly its next ob- 
ject should be to serve and assist 
its customers. All mill supply 
houses will tell you that their ob- 
ject is nothing less than this, and 
the promise is made in good faith 
for that is the very nature of their 
business. But there is all too fre- 
quently a _ sizable gap between 
promise and performance. 

Taken as a whole, mill supply 
nouses are admirable institutions. If 
they were removed from our busi- 
ness structure, a terrific vacuum 
would be left. They not only per- 
form an essential function in the 
distribution of manufactured articles 
from factory to consumer, but their 
diversified stocks encourage con- 
solidated orders. Over a period of 
time, the consequent reduction in 
paper work alone results in real 
savings to the buyer. 

Mill supply representatives, as a 
group, are almost always well 
trained and helpful. Every purchas- 
ing agent should look to them with 
confidence for, in general, they are 
well versed in the application and 
use of the things they sell. Where 
the purchasing agent touches only 
the fringes of their business, they, 
on the other hand, are constantly 
comparing situations and storing up 
a broad and intimate knowledge of 
their products every day. If you 
have a problem, don’t hesitate to 
unburden yourself to them. Usually 
they will have the answer or can 
get it for you quickly. 


Cultivate the Salesman 


In the long chain of contacts 
that connect the buyer, through the 
distributor, to the original manu- 
facturing source, the sales repre- 
sentative is your immediate and 
personal contact. He is the one to 
whom your .inquiry, your require- 
ment and order, is more than a 
piece of paper. He is the one who 
can get the needed action, as well 
as giving advice. It pays to cultivate 
this relationship. 

When I began buying, many years 
ago, the president of our company 
(a very astute individual) said to 
me: “You will find that many people 
will call on you with things to sell. 
Never send out word to anyone— 
and I mean anyone—that you are 
too busy to see them. There are 
two good reasons for this. First, it 
would be a lie. Second, these men 
know more about their particular 
business than you, in your position, 
ean ever hope to learn. So keep 


122 


your mouth discreetly shut and 
your ears wide open, and you will 
profit by what you hear.” 

Although this happened years ago, 
I have never forgotten those words, 
probably because every day since 
then has emphasized their truth. 
And the first injunction is as im- 
portant as the second, for it strips 
the sham coating from the buyer 
who cuddles up to his little blob 
of authority with the message that 
“Mr. Blank is too busy to see you 
today.” 

Over the years I have come to 
know well a great many salesmen. 
They tell me that this sort of re- 
ception is not uncommon. Of course 
it should never happen at all. The 
salesman is, or should be, the 
buyer’s best friend. But quite aside 
from that, he is a human being, 
doing a job, and deserving courtesy 
and respect. Suppose the buyer is 
too busy for an interview. The least 
he can do is to step into the re- 
ception room, greet the caller with 
a smile, and ask him to call at a 
more convenient time. It will take 
only a minute or two, and you will 
help to preserve the salesman’s self 
respect, which is no small thing, as 
well as building the friendship and 
cooperation you may need very 
badly later on. 


Delivery Information 


The heart and soul of service is 
reliable delivery, on schedule. Let 
us assume that you have placed an 
order with the mill supply house, 
either through the salesman or by 
mail. 

Our own practice provides for 
an approximate’ shipping date 
clearly and prominently shown on 
the order form. This is gauged by 
our need for the material, our 
knowledge of the market, and the 
factor of transportation. We avoid 
such terms as “at once” or “soon 
as possible” since they are vague 
and have no definite meaning. For 
us this shipping date has real sig- 
nificance. Our production schedules 
must be maintained. We make an 
expensive product, and there may 
come a day when $50,000 worth of 
machinery is on the assembly line 
waiting for components that will 
convert it from “work in process” 
to “machines available for ship- 
ment.” 

So, having no acknowledgment or 
assurance that the delivery date will 
be met, we get on the telephone. 
Sometimes we find that the order 
was transcribed to the supply house 
form with no mention of our re- 
quested delivery; or if the date was 


shown, it has been blithely over- 
looked. The man on the other end 
of the telephone is properly sorry 
and will see what can be done. If 
it is a factory item, he will offer 
to write a letter and then—when, as, 
and if he gets an answer—he will 
pass the news along. 

But if this is not soon enough, 
what does the buyer do next? One 
thing he should never do is to use 
the production manager’s shoulder 
as his “wailing wall”. That indi- 
vidual has problems of his own, 
and is not concerned with your 
woes. Besides, it doesn’t serve any 
useful purpose. It’s your job to get 
the goods. 


Follow-Up Details 


The buyer then asks that the 
factory be queried over the private 
wire, if they have one, or that a 
telegram be sent. From here on, 
almost every buyer can fill in from 
his own experience the weary de- 
tails of what happens up to the 
actual date of shipment. On more 
than one occasion, the suggestion 
has been made by the mill supply 
man that we should call the factory 
ourselves because it would have 
“more effect” than if he did so! No 
comment. But I will add that many 
times we have done exactly that. 

Many buyers include an ac- 
knowledgment slip in their order 
form, to be signed and returned. 
Instead of this, we ask for an ac- 
knowledgment within five days, with 
confirmation of our requested ship- 
ping date, and: stipulate that un- 
less we hear to the contrary we 
will expect shipment as indicated. 
We found that this method worked 
better because it took about as much 
effort to get an acknowledgment 
form returned as it did to get the 
material. In other words, first we 
“expedited” the return of the ack- 
nowledgment form, and then went 
through the same motions to “ex- 
pedite” the material. 

The trouble seems to be that the 
mill supply house all too often fails 
to use all the means at their com- 
mand to insure shipment of the 
order in the required time. And 
one reason for their slack perform- 
ance is that too many buyers are 
willing, or find it necessary, to do 
an important part of their work 
for them. 

Too frequently the mill supply 
house fails to make prompt ac- 
knowledgment of the order, and 
often sends no acknowledgment 
whatever. So we have perforce de- 
veloped a system which takes the 
entire time of one industrious young 
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person to get part or all of the fol- 
lowing information: 

1. Whether or not our order has 
been received and entered. 

2. Whether the supplier intends 
to meet our shipping date. 

3. When material that was nor 
shipped as promised will go forward. 

4. Whether shipment will be com- 
plete or partial. 

In short, we take over from the 
mill supply house a share of the 
responsibility that they should as- 
sume without constant prodding 
from us. This incessant needling 
by means of telephone calls, tele- 
grams, letters, and follow-up forms 
is so well established and time 
honored that even a mild protest is 
apt to be met with a tolerant smile 
and a raised eyebrow. 

The manager for one of our 
largest supply houses was in my 
office recently. To give him a little 
good natured ribbing, I brought out 
six or eight of our follow-up forms 
returned to us by one of his ex- 
pediters (!) with the same phrase 
repeated on each one: “Have com- 
municated with factory and will ad- 
vise when they reply.” Apparently 
none of them ever replied, for there 
was no later information. But the 
interesting sequel is that by quitting 
time the following day we had ship- 
ping dates on every order. The in- 
cident supplies one reason, at least, 
why certain individuals become 
managers and others do not. 


Improved Practice 


But this is by no means intended 
as a general indictment of mill sup- 
ply house operation, nor is it a 
plea for a state of perfection that 
can never be attained this side of 
Heaven. 

As a matter of fact, during the 
past ten or fifteen years mill sup- 
ply houses have moved steadily— 
if sometimes slowly — toward a 
higher level of service. Their road 
men receive more backing than they 
once did. Their telephone men are 
better trained. We, in turn, try to 
help the situation by sending our 
young men to visit mill supply 
houses, where they can _ inspect 
stocks and get acquainted with the 
men who handle our orders and 
telephone calls. 

And we can cite a number of 
such suppliers that today not only 
acknowledge orders immediately, 
but voluntarily inform customers of 
any necessary changes in shipping 
dates. The managers of these con- 
cerns pay enough money to attract 
men of the proper background, and 
train them thoroughly before turn- 
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ing over an order desk to them. It 
is impressed upon them that they 
are in a highly competitive busi- 
ness and that without satisfied cus- 
tomers they will shortly have no 
business at all. Gradually the leaven 
works, and an organization evolves 
that reflects the far-sighted policies 
of the management. For the buyer, 
such suppliers become oases in a 
thirsty land. 


Factory Representatives 


There is another area where im- 
proved service is overdue—because 
of the system rather than through 
any fault of individuals. This is in 
the field of the “factory represen- 
tative”. This chap usually handles 
one specialty or several related pro- 
ducts. More often than not, there 
is no warehouse in his territory, 
nor local stocks, so all shipments 
are made from the factory. The rep- 
resentative nearly always knows his 
business thoroughly, has a _ back- 
ground of technical schooling, and is 
competent and willing to tackle the 
customer’s problems and come up 
with good suggestions. 

Many machinery and equipment 
manufacturers have well staffed of- 
fices around the country, and these 
comments are not directed to them. 
But there is a great army of sales 
engineers who have not much more 
than desk space in some key city, 
and clock thousands of miles on 
their cars every year trying to take 
care of their business over a wide 
territory. For the most part, these 
men live busy and exacting lives, 
dashing on short notice to the li- 
mits of their territory and sin- 
cerely trying to keep everybody 
happy. 





“Guess where I’m getting numb.” 


In our business, we spend a good 
deal of money every year, and use 
a great deal of engineering talent, 
in improving old mechanisms and 
developing new ones. We may want 
to experiment, for example, with 
a new type clutch which looks pro- 
mising. So we write or telephone 
to the manufacturer’s representa- 
tive in nearby New York or Phila- 
delphia. Frequently the only re- 
sponse is from a telephone answer- 
ing service, or at best from a girl 
in the office, who tells us that Mr. 
Representative is away on a busi- 
ness trip. The young lady knows 
nothing about the products of the 
firm, but promises to tell him of 
our inquiry as soon as he returns 
or lets her know where he is. 


Apologies Offered 


A couple of weeks later, if we 
are lucky, Mr. Representative shows 
up, somewhat breathless and apolo- 
getic, because just as he was about 
to get in touch with us he had 
an emergency call from a customer 
in Pittsburgh who was in real 
trouble. So after taking care of 
the Pittsburgh man, he has just been 
able to get around to us. 

“What’s wrong with that?” you 
ask. The answer is “Nothing.” Mr. 
Representative did exactly what he 
should have done under the cir- 
cumstances. He tells us that he 
hopes for “another man in this ter- 
ritory”, but that is scant comfort if 
a whole program is held up. In 
many businesses this is a problem 
that may never arise, but in a field 
where manufacturing is closely tied 
to research and development, it is 
often a serious bottleneck. 

Once in a while, however, the 
man you want is at his desk. Then 
you get real service. An hour later 
he calls back and tells you: “Those 
five units are in stock at the fac- 
tory, and will be shipped by rail- 
way express today. Glad we could 
help you out.” 

In amusing contrast, I remember 
a telephone call at 3 o’clock of a 
business day, to a New York dis- 
tributor, for an emergency ship- 
ment of ball bearings. The order 
taker (for he was nothing more) 
told us the bearings were in stock, 
but wouldn’t be shipped that day 
because the “paper work” could 
not be completed by quitting time. 
We did not waste time in argu- 
ment, but telephoned the bearing 
manufacturer in nearby Connecti- 
cut. The bearings arrived from the 
factory the next morning by parcel 


(Please turn to page 358) 











Some Legal Rulings on 
Valid Title to Merchandise 


By Leo T. Parker 


ENERALLY speaking, a chattel 

mortgage or conditional con- 
tract of sale properly and law- 
fully recorded in one county in any 
state is valid and enforceable in all 
cities, counties and states in the 
United States. There are a few ex- 
ceptions to this general law, and in 
this article I shall review the late 
higher court cases which are not 
strictly in accord with this almost 
universal law. 


Georgia Law Is Different 


According to a late higher court 
decision, out-of-state sellers who 
sell merchandise to purchasers who 
live in Georgia must take notice of 
a new Georgia state law which pro- 
vides that when merchandise or 
equipment ‘is purchased under a 
conditional sales contract in an- 
other state, and the merchandise or 
equipment is afterward brought 
within Georgia, the seller must 
within six months after the mer- 
chandise or equipment is brought 
into Georgia, record the conditional 
sales contract in the county where 
the merchandise or equipment is 
located. His failure to do so invali- 
dates his lien. 

For example, in Evans Motors of 
Georgia, Inc., v. Gump Finance Cor- 
poration, 57 S. E. (2d) 506, it was 
disclosed that the Auto Market of 
Bristol, Tennessee, sold to one 
Jones, of Bristol, Virginia, an auto- 
mobile. Jones made a down pay- 
ment and agreed to pay a balance 
of $2,064 in 24 monthly installments 
of $86 each. The sale was evidenced 
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When selling—be sure that your payment is secured. 


When buying—be sure that the seller has good title. 


by a conditional sales contract. The 
Gump Finance Corporation pur- 
chased the conditional sales con- 
tract from Auto Market. Jones made 
three payments on the contract 
which left an unpaid balance of 
$1,806. Thereafter, without the 
knowledge of the finance company’s 
officials, Jones removed the auto- 
mobile to the state of Georgia 








automobile from the Evans Motors 
of Georgia because the conditional 
contract had not been recorded in 
the county in Georgia where the 
automobile was located. 

The court also held that this new 
law is valid and effective although 
the seller, or holder of the lien, 
had no knowledge that the mer- 
chandise or equipment was re- 


BY THE LAWS OF VIRGINIA 
AND TENNESSEE, 
THE GOODS ARE MINE 


BUT YOU HAPPEN 
TO BE IN GEORGIA 
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STATE LAWS DIFFER IN RESPECT TO REQUIREMENTS FOR 
RECORDING CONDITIONAL SALES CONTRACTS 


and sold it to the Evans Motors of 
Georgia. 

The finance company did not 
learn of these facts until sometime 
later, and hence had no oppor- 
tunity to record its lien in Georgia 
within the specified six months 
period. 

In subsequent litigation, the 
higher court held that the finance 
company could not repossess the 


moved by the seller into the state 
of Georgia. 


Consent Voids Claim 


Generally speaking, either a 
mortgage or conditional contract 
of sale held by a seller and re- 
corded in one state is void in all 
other states, if the testimony shows 
that the seller consented or other- 
wise acquiesced in removal of the 
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PROBLEM With present designs and manufacturing 
facilities, the auto industry needs wide coils of 
sheet steel with a minimum number of welds. These 
welds must be cut out before steel goes into the 
big presses—a costly, time-consuming process. 
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mortgaged goods from the state in 
which the mortgage or conditional 
sale was recorded. But if the equip- 
ment is moved from the seller’s 
state without consent or knowledge 
of the seller, the lien remains good. 

For example, in Cobb v. Davidson, 
16 So. (2d) 133, it was shown that a 
buyer entered into a valid condi- 
tional sales contract with a seller 
in Texas to buy certain equipment. 
Soon afterward the equipment was 
removed from Texas to Louisiana 
without the seller’s consent and 
knowledge, and the buyer sold the 
equipment to a purchaser in Louisi- 
ana. 

The higher court held that the 
seller in Texas could take posses- 
sion of the equipment from the 
last purchaser in Louisiana, since 
the testimony did not prove that 
the Texas seller knew that the 
original purchaser intended to re- 
move it from the state of Texas. 

This court explained that the 
Texas seller could not have taken 
possession of the equipment from 
the last purchaser in Louisiana if 
the testimony had proved that its 
removal to Louisiana was met with 
knowledge or consent of the Texas 
seller. 


No Good Mortgage 


Considerable discussion has arisen 
from time to time over the legal 
question: When is a mortgage valid 
on merchandise not fully paid for? 

All higher courts agree that in 
order for a lien of the mortgage 
to attach upon merchandise, the 
title to the merchandise must have 
been in the mortgagor when the 
mortgage was executed, or he must 
have had possession of the mer- 
chandise at this time so as to raise 
the presumption that the seller had 
either given the mortgagor permis- 
sion to mortgage it, or the mortgagor 
actually had legal title to the mer- 
chandise. 

For example, in Stanley v. Ellis, 
47 S. E. (2d) 776, it was shown 
that a seller sold merchandise to 
one Earl but did not deliver the title 
or bill of sale because Earl paid 
only $600 down and still owed 
money on the merchandise. Never- 
theless, Earl mortgaged the mer- 
chandise with the National Discount 
Company. Later the discount com- 
pany foreclosed the mortgage and 
sold the merchandise at a Sheriff's 
sale to one Stanley. The original 
seller sued Stanley to recover pos- 
session of the merchandise and 
proved that the discount company’s 
mortgage was recorded after the 
agreement between the seller and 
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Earl was made, by the terms of 
which the seller accepted $600 part 
payment with the verbal under- 
standing that legal title to the mer- 
chandise remained in the seller un- 
til Earl paid the full balance due. 

The higher court held that the 
seller could recover possession of 
the merchandise from Stanley, and 
said: 

“The jury was authorized to find 
that the mortgage from Earl to the 
National Discount Company was 
executed at a time prior to the 
agreement between Earl and Ches- 
ter Ellis (seller).” 


Which Law Controls? 


A great deal of discussion has 
arisen over the legal question: “If 
two state laws conflict with each 
other, which law controls?” The 
answer is: The law is effective 
which reasonable and prudent per- 
sons would deem to be controlling. 

For example, in Commercial 
Credit Corporation v. Schneider, 61 
N. W. (2d) 499, the testimony 
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testimony was given that a state 
law provides that automobile cer- 
tificates of title must be renewed 
only once a year. Another law of the 
same state provides that when a 
holder has properly filed a condi- 
tional sales contract it is valid as 
to all persons. 

It is interesting to observe that 
the higher court ordered Schneider 
to give up possession of the auto- 
mobile, quoting: 

“Where a conditional sales con- 
tract is required by statute to be 
filed or recorded and it is filed or 
recorded in the proper time, place, 
and manner, the record operates as 
a constructive notice of the con- 
tract . . . and of the true owner- 
ship of the property. . . The con- 
structive notice afforded by the 
record is the equivalent of actual 
notice. It is frequently said that the 
record operates as_ constructive 
notice to ‘all the world’.” 

For comparison, see Hamilton v. 
Rathbone, 175 U. S. 414. Here the 
Supreme Court of the United States 
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KNOWLEDGE OF PAST BUSINESS CUSTOM IS RECOGNIZED 
IN COURT, THOUGH NOT STATED IN THE CONTRACT 


showed facts as follows: One Adams 
purchased from the Crowns Auto 
Sales a Nash Club Coupe, making 
such purchase a conditional sales 
contract. On the same day the 
Crowns Auto Sales sold and as- 
signed the conditional sales contract 
to the Commercial Credit Corpora- 
tion. On September 17 the latter 
duly filed the conditional sales 
agreement in the office of the reg- 
ister of deeds for the county. 

On April 12 Adams sold the au- 
tomobile to one Schneider. At this 
time the latter examined the cer- 
tificate of title and as there was no 
lien notation thereon, he believed 
that the automobile was unencum- 
bered. The credit corporation sued 
Schneider to recover possession of 
the automobile. During the trial 


held that if a state statute is of 
doubtful meaning, the court may 
take all facts into consideration and 
decide which statute is controlling. 


Mistake Is No Excuse 


A few weeks ago a higher court 
held that the seller of an automobile 
is lawfully obligated to know that 
both the name and address listed 
by the buyer is correct. 

For illustration, in Lohr, 113 Fed. 
Supp. 822, it was shown that the 
buyer of an automobile innocently 
and unintentionally gave the wrong 
town as his residence in the condi- 
tional sales contract. The contract 
was filed in the town named in the 
contract rather than in the town 
where the buyer actually resided. 

In subsequent litigation the higher 
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court held the contract void, and 
Sala: 

“It is indeed unfortunate that 
through an innocent error of the 
buyer in stating his address, the 
seller’s successor is deprived of a 
claim. It would seem under these 
circumstances that a seller should 
investigate before accepting the ad- 
dress given.” 

The real importance of this new 
higher court decision is that the 
seller could not collect from the 
purchaser the balance due on the 
automobile. 

Of course, the law established by 
this higher court decision is ap- 
plicable only to merchandise or 
equipment whose title is required 
by a state law to be registered. In 
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necessity by the. Federal Power 
Commission. 

In subsequent litigation the higher 
court held that the seller could not 
be held liable in damages for failure 
to deliver the pipe since no cer- 
tificate was issued by the Federal 
Power Commission. The court said: 

“We hold that appellant (pur- 
chaser) contracted with knowledge 
of and was absolutely bound by the 
custom .. . that orders for pipe, 
whether conditional or uncondi- 
tional, would be scheduled . . . for 
manufacture and delivery only up- 
on the issuance of a certificate of 
convenience and necessity by the 
Federal Power Commission. The is- 
suance of a certificate by the Com- 
mission covering its proposed proj- 
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FAILURE TO MAKE PAYMENT IN GOODS AS AGREED 
AUTOMATICALLY CREATES A CASH LIABILITY 


other words, if no state law requires 
that the title to the merchandise 
shall be registered, it is immaterial 
that the purchaser gives his incor- 
rect name or address in the bill of 
sale provided, of course, the seller 
is lawful owner of the goods. 


Custom is Important 


All courts construe contracts to 
mean exactly what the contracting 
parties intended at the time the 
contract was signed. Hence “old 
customs” automatically become a 
part of the contract. 

For illustration, in Tennessee 
Gas v. Electric Company, 166 Fed. 
(2d) 9, it was shown that a gas 
company signed a contract to pur- 
chase a large quantity of steel pipe 
which the seller agreed to deliver 
on a specified date. The testimony 
showed that in the past the gas 
company always had contracted for 
purchase of pipe with this seller 
with the knowledge of the seller’s 
custom that orders for pipe would 
be delivered only upon issuance 
of a certificate of convenience and 
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ect was a condition precedent to the 
existence of a valid and enforce- 
able contract for delivery of the 
pipe.” 


Law of Stolen Merchandise 


With respect to merchandise ob- 
tained by theft or illegal possession, 
as through forgery, a seller never 
can give a good and legal title 
to the buyer. In other words, a 
buyer always takes exactly the 
same title to merchandise as was 
had by the seller. If the merchan- 
dise was stolen by the seller, or 
otherwise obtained through illegal 
means, the original owner can re- 
possess the merchandise from the 
present possessor. 

This law is so well settled that 
citation of higher court decisions 
is deemed to be unnecessary. Never- 
theless, it is interesting to review 
a late higher court decision which 
held that a buyer who agrees to pay 
cash for merchandise gets no title 
which he can transfer to another 
purchaser, if he fails to pay cash. 

According to this late higher court 


decision, if a seller makes a “cash 
sale” and does not give the buyer 
a clear bill of sale, or certificate of 
title, the dealer can either repossess 
the merchandise, or recover the 
full purchase price from the present 
possessor. 

For example, in Laughlin Motors 
v. Universal Corporation, 251 Pac. 
(2d) 857, the testimony showed 
facts as follows: The Laughlin Com- 
pany had certain equipment for sale, 
One Hanna called Laughlin and 
said he wanted to buy the equip- 
ment, Laughlin told Hanna he could 
have it for a specified amount of 
cash. Hanna sent one of his em- 
ployes, Dale, to the Laughlin place 
of business for the merchandise. 
Dale was given an invoice which 
recited Laughlin had sold the mer- 
chandise to Hanna at a cash price 
of $1,964.91, “cash on delivery”. No 
bill of sale or other instrument 
transferring title was given to Dale. 
Following the delivery of the mer- 
chandise there were repeated prom- 
ises by Hanna to pay for it, but 
payment was not received. In the 
meantime, Hanna sold the merchan- 
dise to one Owens. 


Transferred Title 


In subsequent litigation the higher 
court held that Laughlin was en- 
titled to possession of the merchan- 
dise from Owen. This was so be- 
cause Laughlin had not given Hanna 
a bill of sale or transferred the 
title of the merchandise to Hanna. 

For comparison, see Cook v. Tal- 
bert, 225 S. W. (2d) 682. Here the 
testimony showed these facts: One 
Talbert sold to one McNew 99 shares 
of stock in the Arkansas Lime and 
Stone Company at $50 per share, or 
a total purchase price of $4,950. The 
plant of the Lime and Stone Com- 
pany produced crushed agricultural 
limestone which was sold to farm- 
ers through the AAA program of 
the federal government. Under the 
terms of the contract McNew agreed 
to furnish Talbert 3,000 tons of 
limestone of certain specifications at 
a net price of $1.65 per ton in pay- 
ment for the stock. The contract 
specified that McNew would deliver 
to Talbert the full 3,000 tons of lime 
before January Ist. 

Talbert sued McNew and proved 
that he had paid $701.25 by the de- 
livery of 425 tons of limestone, but 
McNew had failed to deliver any 
more. Talbert asked the court to 
compel McNew to pay the balance 
due of $4,248.75 in cash with inter- 
est at the rate of 6% per annum. 

In holding in favor of Talbert, the 
higher court said: 


PuRCHASING 





It | 
you 


dey 


— ao 


a ae 


ao vv @ 





How to Pick the Ri 


ght sii Oil 


& 


























Vl it ——— 





WORD OF MOUTH? LABORATORY ANALYSIS? 

It gives you the answer sometimes, but not many of Sure. But there’s no formula for correlating the labora- 
your friends have the same cutting oil requirements and tory analysis with how well the cutting oil will work on 
the same problems that you have. It’s much surer to your job. It takes years of field experience like Sun’s 
depend on specialists like Sun. to help you make the right choice. 





























ELABORATE SHOP TEST? EXPERIENCE IS THE ANSWER. 

This will probably give you the answer. But it’s expen- And Sun has it. Its field representatives have probably 
sive and interferes with production when you try to come across problems similar to yours many times. If 
test all the oils available. Sun’s experience can help they haven’t, its cutting oil specialists and metallurgical 
keep your shop-testing to a minimum. technicians are ready to help with your problem. 


Soluble or straight, transparent or black, light or heavy duty—Sun makes the kind of 
cutting oil you need to handle your job at the lowest cost. For more information, call 
your nearest Sun office or write SUN Ort Company, Philadelphia 3, Pa., Dept.PG-3 


INDUSTRIAL PRODUCTS DEPARTMENT t er 
SUN OIL COMPANY UNO 


PHILADELPHIA 3, PA. - SUN OIL COMPANY LTD., TORONTO & MONTREAL 
Refiners of famous High-Test Blue Sunoco Gasoline 


For More Information Circle No. 157 on Inquiry Card—Page 17 
Marcu, 1955 l 


8 











“When considered in the light 
most favorable to appellee (Talbert) 
the testimony in the instant case is 
substantial and sufficient to support 
the trial court’s finding that McNew 
wilfully failed to furnish 2575 of the 
3000 tons of limestone on or before 
January 1, as required by the con- 
tract, and consequently became 
liable for the balance due on the 
purchase price of the stock in cash.” 

Hence, this late higher court de- 
cision establishes law that if a pur- 
chaser agrees to pay a seller some- 
thing of value, in lieu of cash, fail- 
ure of the purchaser to fulfill the 
exact terms of the contract auto- 
matically makes the purchaser li- 
able for cash payment. 


Must Prove Actual Payment 


According to a late higher court 
decision a holder of a mortgage may 
repossess the merchandise either by 
consent of the mortgagor or for fail- 
ure of receipt of cash payments, al- 
though he does not strictly comply 
with state laws when repossessing 
the merchandise. 

For example, in Sims v. Horton, 
264 Pac. (2d) 879, the testimony 
showed that one Sims purchased 
merchandise on installment month- 
ly payment plan. He was delinquent 
in making three monthly payments 
in the sum of $64.38 each, on the 
loan secured by a chattel mortgage. 
This chattel mortgage clearly pro- 
vided that in case of delinquency 
payments the merchandise could be 
repossessed by the holder of the 
chattel mortgage. 

In later litigation Sims proved 
that he had sent to the seller two 
money orders, in the total sum of 
$128, to cover the delinquent pay- 
ments. Having failed to receive re- 
ceipts for these payments, he sent 
a telegram of inquiry to the holder 
of the mortgage, but received no 
reply. The money orders were re- 
turned to Sims a few days after 
the repossession of the merchandise 
by the seller. He cashed them and 
used the money for personal ex- 
penses. 

In the face of this testimony the 
higher court held that the holder of 
the mortgage was within his legal 
rights in repossessing the merchan- 
dise. 

This higher court indicated that 
the seller may have been liable 
for repossessing the merchandise 
if the purchaser had not cashed the 
money orders and used the money 
for his personal use. This is so be- 
eause all higher courts hold that 
the instant a letter is deposited in 
a United States post office, or regu- 
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lation mail box, the law assumes 
that the addressee received it. 
Therefore, in this case ordinarily 
the court would have assumed that 
the seller received the post office 
orders when the purchaser deposited 
them in the post office. However, 
as the seller recashed the money 
orders, the court held that his pay- 
ments were delinquent. 

A few weeks ago a higher court 
rendered an important decision, as 
follows: A state law is void which 
is designed to prevent the seller 
of merchandise to obtain payment 
through the proper state official. 
Also, this court held that a seller 
cannot recover payment if he fails 
to comply with valid laws which 
specify which officials must sign 
the contract of sale. Moreover, the 
seller cannot recover any payment 
if he looks to an official authorized 
by an invalid law to make the 
payment. This is so because every 
public official derives his power 
and authority from the state Con- 
stitution, the same as the Legisla- 
ture does. And the Legislature is 
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agent, and that the purchase of 
tires from Hudson had not been 
made by the state purchasing agent, 
as required by this new law. In 
other words, Kelly, the state treas- 
urer, refused to pay Hudson for 
the tires although a warrant issued 
by the State Auditor authorized 
payment, 

In subsequent litigation the higher 
court held that a clause in the new 
law is void which required war- 
rants issued by the State Auditor 
for payment for merchandise to be 
approved by the Commissioner of 
Finance. This was so because the 
new law attempts to destroy the in- 
dependent office of State Auditor, 
which is fully authorized by the 
State Constitution. In other words, 
since the State Constitution defines 
the authority of the State Auditor, 
the State Legislature has no power 
to contradict or vary this authority. 
Hence, the higher court ordered 
Kelly to pay Hudson for the tires 
through the warrant issued by the 
State Auditor. The court said: 

“Who determines whether a valid 
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WHEN STATE OR LOCAL ORDINANCES ARE IN CONFLICT 
WITH THE STATE CONSTITUTION, THE LATTER GOVERNS 


powerless to add to or revise a 
constitutional provision. 

For example, in Hudson v. Kelly, 
State Treasurer, 263 Pac. (2d) 362, 
the testimony showed the following 
facts: On July 11 the Hudson Tire 
Company asked the court to compel 
one Kelly, state treasurer of the 
State, to honor and pay a certain 
warrant issued by the state auditor 
to Hudson in payment of automo- 
bile tires that had been purchased 
by the state highway department. 

Under the procedure that existed 
prior to June 29 this warrant would 
ordinarily have been paid as a mat- 
ter of course. However, Kelly re- 
fused to pay the warrant for the 
reason that the State Legislature 
had enacted a completely new law 
which created a state purchasing 


appropriation has been made for 
monies proposed to be expended? 
The answer is: the state auditor 
provided for in the Constitution. A 
constitutional office cannot be de- 
stroyed nor an incumbent legislated 
out of it in the absence of express 
constitutional authority. We, there- 
fore, conclude that this state law 
constitutes an abortive attempt to 
destroy the independent constitu- 
tional office of auditor and to such 
extent is unconstitutional.” 
Therefore it is quite apparent 
that, irrespective of state laws, the 
sellers of merchandise in order to 
be certain to collect payment from 
a state, county, or city, must comply 
with provisions of the State Con- 
stitution. If a state, county or city 
law contradicts, varies or otherwise 
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HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 
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disagrees with the State Constitu- 
tion the law always is void. 


What is Theft? 


A reader asked this question: 
“What is the legal meaning of the 
word ‘theft’ which precludes a 
seller from giving a good title to a 
purchaser? Assuming that a pur- 
chaser gives a mortgage to secure 
unpaid balance of the purchase 
price of merchandise which is 
stolen, who must stand the loss?” 

The general answer is: If the 
mortgaged goods are shipped f.o.b. 
the purchaser’s location and the 
theft occurs before delivery to the 
purchaser, the seller must stand the 
loss, including the mortgage money 


STOP THIEF! 


ment. He gave the seller checks as 
payment, The seller took a pur- 
chaser’s statement from him con- 
cerning his residence, his credit 
references, and other information. 
He stated that he owned an apart- 
ment house valued at $25,000, from 
which he received as rentals, from 
$450 to $500 per month. The seller 
gave the purchaser permission to 
take away the merchandise. The 
checks were dishonored by the 
banks on which they were drawn, 
and the purchaser disappeared with 
the merchandise. 

In subsequent litigation, the 
higher court held that the purchaser 
was guilty of “theft” of the mer- 
chandise and that the insurance 
company must pay the value of the 


DON'T CALL ME THAT ! 
| MERELY STATED A 
FALSE PRETEXT 





WHEN PURCHASER GAINS POSSESSION OF GOODS BY FALSE 
PRETEXT, A THEFT IS COMMITTED 


due, provided of course the legal 
title did not positively pass to the 
purchaser before the shipment was 
made. If title to the goods remained 
in the seller, under other circum- 
stances, the seller must stand the 
loss. If the title had passed to the 
purchaser, under any circumstances, 
the purchaser is responsible for a 
theft loss. 

On the other hand, if through 
deception a prospective purchaser 
obtains possession of merchandise 
from a seller who has theft insur- 
ance, the insurance company must 
pay the loss, and the prospective 
purchaser can be prosecuted for 
theft of the merchandise. In other 
words, an insurance company is 
liable for payment of the value of 
merchandise, under a theft policy, 
where a prospective purchaser ap- 
propriates merchandise by permis- 
sion of the seller. 

For illustration, in Alamo Cas- 
ualty Company v. Harkins, 252 S. W. 
(2d) 1014, the testimony showed 
these unusual facts: A purchaser 
went into a seller’s place of busi- 
ness and purchased certain equip- 


132 


merchandise to the seller. The court 
said: 

“It follows, we think, that the 
title in question did not pass out of 
appellee (seller) and that posses- 
sion of the merchandise was se- 
cured by Clarke (purchaser) by a 
false pretext which induced ap- 
pellee (seller) to part with posses- 
sion of the car.” 


False Statements Made 


For comparison, see Hosbrook v. 
State 194 S. W. (2d) 260, 261. This 
court held: “It is now the settled 
law of this State that a false pre- 
text is necessary to constitute the 
crime of theft by false pretext.” 

And again, see Bomar v. Insur- 
ers Indemnity and Insurance Com- 
pany, 242 S. W. (2d) 160. Here cer- 
tain equipment was covered by an 
insurance policy which included 
(broad form) theft coverage. A 
prospective purchaser told the seller 
that he had made arrangements 
with a bank whereby a check to 
be given the seller for the purchase 
price would be paid. The seller gave 


the prospective purchaser permis- 
sion to take possession of the equip- 
ment in the meantime. Later the 
bank refused payment on the check, 
and the purchaser could not be 
located at the address given. He had 
absconded with the equipment. 

In subsequent litigation the higher 
court held that the equipment was 
“stolen” and that the insurance 
company must pay to the insured 
seller the full value of the insured 
equipment. 

Quite obviously, the importance 
to readers of the outcome of the 
above late and leading higher court 
decisions is not that insurance com- 
panies must pay theft losses to 
holders of theft insurance policies, 
but that a person who obtains pos- 
session of merchandise through de- 
ception is liable under theft state 
laws and subject to a penitentiary 
sentence. 


Seller is Negligent 


Considerable discussion has arisen 
from time to time over the legal 
question: Under what circum- 
stances is a seller responsible for 
permitting a purchaser to take pos- 
session of merchandise purchased 
with a bad check? This is an im- 
portant legal question because the 
courts hold that if a person in good 
faith purchases encumbered mer- 
chandise through fault or negligence 
of a seller, the latter cannot re- 
possess the merchandise from an in- 
nocent purchaser, 

For example, in Gerker v. Pike, 
249 S. W. 90, it was shown that a 
buyer purchased four Chevrolet 
automobiles and paid the seller by 
a check. The certificates of title 
were attached to the check. The 
check was not paid when presented 
to the bank on which it was drawn. 

As the seller permitted the buyer 
to drive the cars into Arkansas 
from Illinois, the court held this 
permission clothed the buyer with 
legal ownership to sell the cars to 
innocent purchasers. Hence, the 
seller could not repossess the auto- 
mobiles from buyers in good faith 
in Arkansas, although he received 
no payment for the automobiles. 

In this case, of course, negligence 
of the seller in allowing the pur- 
chaser to take the cars from the 
State, before he had received pay- 
ment on the check, was the reason 
the purchaser subsequently had an 
opportunity to sell the cars to in- 
nocent purchasers by forged cer- 
tificate of title. Hence, the seller 
was not permitted by the court to 
repossess the automobiles from in- 
nocent purchasers. 
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fence and handling facilities and you'll readily 
see why American Airlines is best qualified to 


handle your shipments, while helping solve your me 
distribution problems. For complete informa- , 
tion, write or wire collect to: American Airlines, Fe 

Cargo Sales Division, 100 Park Avenue, New CAlmencas Leading Airhine 


York 17, New York. 
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New 





Materials Handling System 
for High Production 


According to Powell Pressed 
Steel Co., Hubbard, Ohio, the 
company’s engineers have de- 
veloped a materials handling 
system to work in conjunction 
with the high production de- 
mands of plants operating with 
a high degree of automation. 
The materials handling system 
consists of ingenious work 
station hepper racks and slid- 
ing door boxes that automati- 
cally epen and discharge their 
contents. 


Circle No. 41 on Inquiry Card 


Shelving Meets Any Kind 
of Storage Problem 


A line of steel shelving, accord- 
ing to Standard Pressed Steel Co., 
Jenkintown, Pa., is capable of more 
than 1000 different combinations. 
This permits the custom assembling 
of an installation for virtually all 
kinds of storage needs. The shelv- 
ing, which comes with or without 
sides and back can be arranged for 
use along production lines, in tool 
shops, warehouses, etc. Shelving 
components and assemblies are fully 
interchangeable. Shelves come in 
35 different sizes from 24” x 9” to 
48” x 36”. Posts, available in both 
11 and 13 gage, can be had in 
heights of 3 feet, 3 in. to 10 feet, 3 
in. by one-foot increments. 
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You can get more information on any new 
product shown in this section. Just check the 
number that follows each item and circle the 
corresponding number on the Inquiry Card, page 
17. Drop the card in the mail and we'll do the 


rest. 





Fire Extinguisher Functions 
Effectively at —65° F 


Originally designed to meet USS. 
Air Force specifications for the 
Arctic and other cold weather areas, 
Ansul Chemical Co., Marinette, Wis., 
has developed for industrial use a 
fire extinguisher that functions ef- 
fectively at temperatures of 65° be- 
low zero F. The extinguisher has a 
special rubber hose that is able to 
withstand the extreme cold without 
stiffening or cracking. Also, nitro- 
gen, rather than carbon dioxide, ex- 
pels the extinguishing agent, which 
is a dry chemical. The units are 
available in 4-lb and 20-lb capacity 
hand portable units and 150-lb and 
350-lb wheeled units. 
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PRESSUR-FORMING 


The BUY word for 


Socket Cap Screws 


is ALLEN 


The easy way to make sure of greater strength, 
better fit and uniform quality in socket cap screws is 
to order “not just Allen-type but genuine ALLEN.” 


The latest improvement in the 
cold forging method originated 
by Allen. The tough Allenoy 
steel fibers are preserved con- 
tinuous and uncut. 











New 


LEADER 
—~ POINT 


GRIP HEAD CAP SCREWS 
The world’s easiest starting, 
straightest driving, firmest hold- 
ing cap screws. 


LETTE 








New 


LEADER 
— POINT 


FLAT HEAD CAP SCREWS 
For firm fastening with flush 
surfaces. Especially adapted to 
fastening thin plates and sheets. 


LEADER 
_ 
POINT 


BUTTON HEAD CAP SCREWS 
Produces smooth streamlined 
appearance where counter- 
sinking is impractical. 


a 
7. © 
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STAINL 





ESS 


New 


teaver Bright, non-corroding, high 
point tensile strength type 18-8. 
/ 151 popular sizes (NC & 
NF) available from stock. 


STEEL Sold Only Through 


Leading 
Industrial Distributors 








Take advantage of their large 
stocks and fastener experience. 
Write direct for General Cata- 
log GSS. 






THE ALLENUT 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
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Provides a ready-made threaded hole for 
use with cap screws in soft materials and 
for repair applications. Endless uses for 
compact design, space saving. 




























Same equipment—different jobs 


Should you change wire rope constructions? 


Under normal conditions there is one best size and type of 


LESCHEN 





WIRE ROPE 
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rope for every wire rope using machine. This is the one you 
use day in and day out on routine work. But what about 
other conditions, the tough job, the unusual job? Suppose 
abrasion becomes a bigger factor, or unusual strength is 
needed, or more flexibility? Is a change of rope type in order? 


Take a power shovel, for example. Moving dirt, sand, 
gravel, ore, it works fast handling smooth loads. If it is ona 
long job of clearing large rock, however, it will move slower 
and receive heavy jars and shocks. A different Red-Strand 
wire rope construction will probably absorb the shocks 
better and last much longer. 


Take your equipment for another example. Whatever 
your business and however you use wire rope—if unusual 
conditions arise call in your Leschen technical man. Leschen 
makes all types, knows the special advantages and qualities 
of every one, and can help you choose the rope that will do 
your job best—on shovels or any type of equipment. 
Leschen wire rope is working profitably in every industry. 


Your Leschen man can easily be reached through your 
nearby Leschen distributor. See him soon. 


Depend on Leschen’s higher-than-rated 
quality for longer-than-expected service. 








HERCULES Red-Strand® 





LESCHEN WIRE ROPE DIVISION HKD 
H. K. PORTER COMPANY, INC. |: 


+ & PORTER COmPanY, mec 








St. Lovis 12, Missouri 





Plastic Screw Receptacle 
Cuts Assembly Costs 





Shakeproof, Div., Illinois Tool 
Works, 2501 N. Keeler Ave., Chi- 
cago, Ill, has developed a plastic 
blind screw receptacle to eliminate 
multiple parts and cut assembly 
costs. This nylon snap nut locks 
and stays tight even under severe 
vibration. The grommet snaps into 
position under finger pressure to 
receive a thread-cutting screw. It 
is impervious to rust, and the plas- 
tic eliminates danger of chipping 
porcelain or enamel. It is claimed 
that the grommet may be used 
wherever low cost, high holding 
strength and load carrying capaci- 
ties are required. 
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Acoustical Form Board 





Fiberglas form board is_ being 
produced to perform four functions 
in roof and ceiling structure. It 
serves: (1) as a permanent roof 
deck form; (2) as an incombustible 
interior celing; (3) as an acoustical 
ceiling; (4) as an efficient thermal 
insulation. Economies possible in its 
use have created a demand for it 
in industrial buildings. Depending 
on the job size and location, the 
complete roof deck above the pur- 
lins, and including the built-up roof, 
can often be installed, it is claimed, 
for the same cost as a suspended 
acoustical ceiling. The porous board 
has a noise reduction coefficient of 
75, superior to many acoustical 
products. It is made by Owens- 
Corning Fiberglas Corp., Toledo 1, 
Ohio. 
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MORE AND MORE FLEXLOC LOCKNUTS are being used 


on assemblies where dependable locking is essential to the operating efficiency of 
the equipment. This stationary spindle is a good example of the difficult jobs 
FLExLoc locknuts are doing throughout industry. 


FLEXLOCs were put on this unit after a number of other locknuts had failed to keep 
the spindles tight. Even the high humidity, extreme vibration, and presence of lint 
and grease have not loosened the FLEXLOcs. 


FLex.oc Self-Locking Nuts—one piece, all metal—are available in a full range of 
sizes in any quantity. Standard FLeExLocs are stocked by leading industrial distrib- 
utors everywhere. Write for Bulletin 866 and samples. STANDARD PRESSED STEEL 
Co., Jenkintown 31, Pa. 


DO YOU KNOW ? Standard FLextocs smooth off rough bolt threads. 


The locking threads on all-metal FLExLocs are not chewed up when used on rough bolts. 
Standard FLextocs lock securely on bolts varying in diameter tolerances. The all-metal, 
resilient locking sections of the nut accommodate themselves to the diameter tolerances. 


Standard FLExLocs are one piece, all metal. They are not affected by temperatures to 
550°F. Nuts lacking these features have a more restricted temperature range. 


Standard FLex.ocs lock securely—stopped or seated—when 114 threads of a standard bolt 
are past the top of the nut. 


Standard FLExLocs are not affected by moisture, oil, dirt or grit. They lock efficiently under 
all conditions, regardless of the vibration encountered. 


_ FLEXLOC AT WORK 








tc PRERLOC SELF-LOCKI AG wUrTs 











FLEXLOC 
LOCKNUT DIVISION 








JENKINTOWN PENNSYLVANIA 
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CONTROLS 


FOREST CITY 
GRAY IRON CASTII 


® The kind of iron that goes in- 
to your castings when they are 
made by Forest City Foundries 
depends on more than meets the 
eye in this busy cupola-charging 
yard. There’s no guesswork here. 
Raw materials such as pig iron, 
scrap iron, etc., are carefully 
weighed on automatic recording 
scales. In addition, our techni- 
cians conduct many important 
tests and controls to assure the 
quality of iron you specify, of 
which an example is the melting 
control report shown below. 


HAT 
ASSURE 
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Because the casting quality of iron 
depends to a considerable degree on 
the temperatures of the iron when 
melted and when poured into the 
molds, those temperatures are 
carefully controlled. Photograph at 
left shows the iron temperature be- 
ing taken at the cupola spout with 
an optical pyrometer. Such read- 
ings are recorded every 15 minutes 
on various melt records to assure 
proper control of uniform cast- 
ing quality. 









































DAILY MELTING REPORT 
These are only a few of the curota Ne. 2 pare_2--/5—_ 
many controls that assure the ae Fy 
high quality of Forest City ‘wera 4 
Cc astings. MATERIAL CHARGED SILICON CARBON 
7 KIND 4 Lbs. G% Lbs. % Lbs. 

ad Northern Pig | BO | 760 | 235 | /7.63| 400) 30.00 
: o see how you can profit ? gucas Fe 7 |175\ 8.38 |1467| »00| 3.50 
9aving your gray iron Cast- — r 
ings made by Forest City Steel 18 | SO | 0.06| 027| .56| >47 
Foundries, send us sketches, — Z¢ | S50 | 7.35 | 7-98 | 3.37 | 29. ¢% 
blue prints or samples for Purch. Scrap // 276 | 2.30| 6.05) 2.30) 8.0 
quotations. Org — ZRaece,| — | 3.00 

Totals /00 HOO 6/.60 73.99 
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Drawn Steel Stud Provides 
Strength at Lower Cost 





Most applications now requiring a 


solid stud can be satisfied by a 
drawn steel stud which provides 
ample strength at lower cost. So 
claims the maker, The Waterbury 
Pressed Metal Co., Waterbury, 
Conn. Designed for roller mounting, 
the bearing surface of the drawn 
steel stud is extremely smooth. The 
studs are available from stock in 
four standard sizes plated or in 
clean finish. They can also be ob- 
tained in brass or stainless steel for 
applications where corrosion is a 
factor. 
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Welder Permits Choice of 
A-C or D-C 





A universal combination are 
welder which provides a choice of 
welding, either a-c or d-c, has been 
introduced by the Lincoln Electric 
Co., 22801 St. Clair Ave., Cleveland 
17, Ohio. The new machine is said 
to provide an ideal type of welding 
are for every type of manual weld- 
ing application, permitting selection 
of either a-c or d-c and either with 
a soft type of arc or a digging force- 
ful arc. The welder thus permits se- 
lection of the type of are which is 
best suited for the particular job. In 
addition to dual control of the are, 
this welding machine has an arc 
booster switch for selecting normal 
or “hot” starting. 
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or all your general-purpose control 


LIMIT SWITCHES 


LEVER OR ROTATING TYPE 





Double Circuit ¢ 
Lever Type 

(CR9440D). Snap 

action contacts can 


be changed from 
normally open to 





a normally closed or 
a ie: vice versa. In open 
es ; or oil-proof enclosed 
0 forms. 

ry 

y; 





ig, 4 Snap-Action 
vn Lever Type 
he (CR9440J). Used for 
in heavy make-and- 
in break requirements. 
: MANUAL AND REDUCED VOLTAGE STARTERS Forms are available 
: adjustable through 
or : . 360 degrees. Operat- 
a [PL RACTIONAL HORSEPOWER MANUAL STARTERS (CR1061) are small-size, across-the-line ing lever firmly at- 
starters operated by toggle switch— includes accurate bi-metallic overload protection. tached to shaft by 
double set of splines. 
7 


1. MANUAL STARTER UP TO 742 HP (CR1062) has snap-action toggle switch or push-button 
operator which trips free on overload. Available in 2-, 3-, or 4-pole forms. 

Small Snap- > 
Action Oil-Tight 


(CR9440K). Only 
14 and 1! 6 by 4! 2 
inches. Oil-proof 
switch has 4 inter- 
changeable heads 
that can face in 
any of four direc- 
tions. 


MANUAL REDUCED-VOLTAGE STARTERS (CR1034) are autotransformer types used where 
reduced starting currents or limited starting torques are needed. Undervoltage protection 
prevents automatic restart in event of power failure. 





(MAGNETIC REDUCED-VOLTAGE STARTERS (CR7051, CR7056) are autotransformer or 
resistor types designed for remote or automatic reduced-voltage starting. Timing relay 
provides proper timing for step-starting, eliminating excessive motor inrush currents. 








P Rotating 
Cam Type 


General-Purpose Relay. (CR2790). Se 
For control circuit applications. Small 
in size with extremely long life. Rated 
10 amps continuous (left). 


(CR9441E) Two 
snap-action contact 
units operated 
through a worm 
gear reduction. 
Operating cams are 
easily set by adjust- 
ing only two screws. 


Solenoids (CR9500). New strongbox 
solenoid provides firmly anchored ter- 
minal and lead type connections in a 
single unit. 22% smaller units mount 
five different ways. Complete rating 
coverage in push and pull, 24 to 600 
volts, 25 to 60 cycles and d-c (right). 











COMPLETELY NEW CATALOG 
OF G-E GENERAL-PURPOSE 
CONTROL 

Advertising and Sales Promo- 
tion Section F 734-1 

General Purpose Control Dept. 
General Electric Company 
Bloomington, Illinois 





Please rush me a free copy of fhe new gen- 


NG 








Pugging Switch (CR2962). 


A pilot circuit device used in 


Pressure Switches 
(CR2927). A pilot device 


Float Switches (CR2931). 
Used in conjunction with a 


} 


eral-purpose control catalog, GEC-1260A. 


conjunction with reversing used to handle small motors magnetic starter to start and 
Magnetic starter to automat- directly or in conjunction stop small a-c and d-c mo- Title 
ally apply and remove plug- with a magnetic starter for tors. Float and counter- ro 
L ; ompany 
ting power for quick stopping starting and stopping pres- weight may be interchanged | 
of @ motor. sure generating equipment. for tank or sump operation. | Address 
: City...... State 


i ian mas esse eeipenhdirnen ene eps evil 


For more information on any of these general-purpose controls, contact your nearest G-E Apparatus Sales Office, or distributor. 


GENERAL @@ ELECTRIC 








Take a look at the tail pipe of the valve 
pictured here. Notice that it is adjust- 
able in relation to the body of the valve. 


This “floating” feature adds flexibility 
in mounting. It compensates for inac- 
curate center-to-center gage assemblies 
of variations in tank tappings...up to 
¥a". Since a normal gage and valve as- 
sembly involves four threaded con- 
nections, the time saved in installing is 
appreciable. In addition, mounting 


stresses are eliminated. 








Penberthy FLOAT- 
ING SHANK com- 
pensates for up to %” 
variation in Ccenter- 
to-center distances of 
tank tappings or 
gage assembly. 





The FLOATING SHANK principle is 
a patented feature available only on 
Penberthy Gage Valves and at no extra 
cost. Ask your supplier to furnish these 
valves for all your gage requirements — 
new installations and replacements. Use 
the coupon to obtain detailed informa- 
tion oa the Penberthy line of Liquid 
Level Gages and Gage Valves. 
Divis ton of Buffalo- 


Eclipse Corporation 


1242 Holden Avenue, Detroit 2, Michigan 





PENBERTHY 
INJECTOR COMPANY 





I 
Please send Catalog *35 to: | 
| 
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Factory-Perfect Cable Splicing 
in the Field 





A new splicing and 
method has been developed which 
involves embedding the splice in 
liquid epoxy resin that hardens in- 
to a hermetically sealed casting. The 
method requires no heat. Used in 


insulating 


convenient kit form, it allows the 
workman in the field to turn out 
a tough, plastic-jacketed splice in a 
matter of minutes, completely pro- 
tected and insulated against mois- 
ture, corrosion and electrical leak- 
age. The kit is supplied by Minne- 
sota Mining & Mfg. Co., 900 Fau- 
quier St., St. Paul 6, Minn. 
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Centerless Grinders Give 
Reliable Service 





Cincinnati Milling Machine Co., 
Cincinnati 9, Ohio, announces a new 
No. 2 centerless grinding machine, 
which is 1000 Ib heavier than its 
predecessor. In the new machine, 
filmatic wheel bearings have been 
retained for the grinding wheel 
spindle. Since first introduced, these 
bearings have had an exceptional 
record of reliability—over 99% have 
never required service of any kind. 
They are automatically lubricated 
from a circulating system and pro- 
tected with an electric pressure 
switch. A “lower slide” unit, 
mounted on bed ways at right angles 
to the grinding wheel spindle, sup- 
ports an “upper slide” unit which 
carries the “feed” wheel. This sim- 
plifies set-ups and sizing adjust- 
ments. 
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We have no time... 


4t Belmont! 


Once your order is in —OUR 
TIME IS YOURS. For here at 
Belmont every order is “rush” 
.. goes right into production for 
earliest possible delivery. A full 
crew stands ready at all times to 
serve you. 

Now, with expanded facilities 
and up-to-the-minute equipment, 
the Belmont team will supply the 
usual Belmont quality—faster 
than ever before! 

Don't specify 
“rush” — specify 


Lee | 


“Belmont”! 


Belmont- 


SMELTING & REFINING WORKS, INC. 


309 BELMONT AVENUE « BROOKLYN 7, NEW YORK 








“Putting Mettle into Metals Since 1896" 
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When shipments were slow, the kindly old boss 
Would let the help know that this made him cross 


But now it's made plain so that shippers don’t guess 
They’re told with each order, “Send it RAILWAY EXPRESS{” 


The big 


ditference is ~ 


Speed, economy, and safe, sure delivery — Q NM Al L 
that's the big difference it makes E 4 p R F S S 


when you specify Railway Express! 


Whether your shipment is big or small, G ‘al N (4 


whether it moves by rail or air, 









you'll get cheerful, convenient, and 
fast service .. . because Railway Express 
works to please you in the finest 


American tradition of free enterprise. 6e8 safe , swift , sure 
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AGE 


America’s First 


FENC E Air Powered Portable Grinds agi 


Wire Fence—since 1883 Glee ss 


A heavy duty 3” grinder igs ap. 
nounced by the Aro Equipmen 
Sree Corp., Bryan, Ohio, incorporating 
Mane ra ) simplicity of design and sturdy ep. 












ie. Ex struction. Weight of the air-poy. 
\ memmoumewwwnt +. ered grinder is 5% Ib; length 16y. 
| SIR re -2. <5 — ; diam 2-1/32”; speed 17,000, 14,0), 
ies eres” oC o* 


12,000, $,000 rpm (governed); spip. ; 
dle 58” x 11”; %” x 20”, %”y/ 9 
24”. Features include multiple ba] 7 
bearing spindle; directional exhays 
deflector; internal ball bearing goy. 
ernor; built-in automatic oiler an 


e Security against the ever-present hazards that can damage fast acting throttle. Ease of opera ® 
or destroy property, or injure persons, is a responsibility to assign to tion make the grinder a production : 
PAGE Fence. Whether you choose heavily galvanized Copper-Bearing tool for applications ranging from} 7 
Steel, corrosion-resisting Aluminum, or long-lasting Stainless Steel, PAGE cleaning scale to removal of lang 2 
Fence is quality controlled from raw metal to rugged fence erected on metal quantities of metal from casting, + 
posts deep-set in concrete. Available are 8 basic styles, varied by heights, and forgings. 
types of gates, top rails, and barbed wire strands for added security. Circle No. 50 on Inquiry Card—Page i) 


Finally, your PAGE Fence will be expertly erected by a reliable, technically 
trained firm. For important fence data and name of nearest PAGE firm— 


Dial Test Indicator is 
Quickly Positioned 


Write to PAGE FENCE ASSOCIATION, Monessen, Pa., or look in 
Thomas’ Register forlisting of Page Chain Link Fence Distributors under''PAGE 
STEEL AND WIRE DIVISION,”’ or see MacRae’s Blue Book for listing under 
"FENCING, WIRE, LINK,’’ or consult Sweet’s Industrial Construction File. 
PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 
For More Information Circle No. 171 on Inquiry Card—Paage 17 








Balls of steel, 
brass, bronze, 
monel-metal, 
stainless steel 





‘ BALLS 


HO OVER The L. S. Starrett Co., Athol 


Mass,. has on the market a dial t# 
; indicator unit for heavy-duty # 
| BALL BEARINGS plications, The indicator unit is SUP 
z ported by a weighty  substantié 
me -« ‘ base measuring 3” x 10”. It is mat 
America’s only ball bearings of cast iron with top and botta 
. p faces accurately ground and has# 
with Honed Raceways T-slot extending the entire lengt 
- ie ‘ “ of the lower face for attaching ® 

i ‘ » ee machine table. Quick positioning 

the indicator at the desired height 

<= - : and angular adjustment in a hot 

The zontal plane, as well as angula 


e wot ee 
Aristocrat : 7 i ' q y) adi ; tical lane. is 
? 2 Reet justment in a vertical plane, 
of Bearings ; ' . ‘ — 


accomplished by a swivel post. Th 
ar 4 dial indicator is graduated .000, 
dial reading 0-25-0, range .125" ant 


contact point 34” long. 
Circle No. 51 on Inquiry Card—Page ! 








HOOVER BALL and BEARING COMPANY: Ann Arbor, Michigan 
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HIGHER PRODUCTION 
and LOWER COSTS 


with Jade-Lites 

















IT ADDS 
UP TO: 





IMPROVED LIGHTING 
EFFICIENCY with Lustra Jade-Lite Fluorescent Tubes 


because of — 


LESS GLARE, which in turn— 
ELIMINATES EYESTRAIN 


in close, critical work areas, with the result that — 


PRODUCTION IS STEPPED UP 
SUBSTANTIALLY! 


Your local Lustra Man, a Lighting Specialist, is equipped to 
prove these statements — to help your organization up produc- 


tion and increase profits. For information, write Lustra Corp., 


Dept. P-3, 36 Washington St., Brooklyn 1, N. Y. 


AMERICA’S DATED LAMPS 
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Semi-Finished Carbide R 
Cut Tool Inventory 





— 


— 


— ae 


Announced is a line of semi-fp. 
ished carbide reamers, made in; 
wide variety of sizes and types fy 
almost any application. They redug 
tool inventory as it is only neges 
sary to keep a limited stock on hay 
and grind to required diamete 
when needed. The  semi-finis 
reamers are furnished with 
grinding stock, enabling the tod 
room to turn out any size withh 
each range in a hurry to meet emer. 
gency needs. They are furnished 
regular and flute-long types, wit 
either straight or tapered shank 
Super Tool Co., 21650 Hoover Ri 
Detroit 13, Mich., makes them. 
Circle No. 52 on Inquiry Card—Page | 





Corrosion Resistant Valves 











A line of alloy gate, globe a 
angle valves has been announced bj 
Crane Co., 836 S. Michigan Ave, 
Chicago 5, Ill. Materials in whid 
these corrosion resistant valves at 
regularly available are Crane 
8S Mo stainless steel and Craneldj 
20 high-nickel, high-chromim 
stainless steel. Teflon packing & 
used in all the valves. In the gal 
valves, a new split-wedge dise d 
sign distributes the seating 10 
uniformly over both discs. This uw 
form pressure, plus freedom of 
discs to rotate, is highly effectivé 
in reducing seat wear and prevent- 
ing galling of seating surfaces. 
Circle No. 53 on Inquiry Card—Page uy 
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OOT ON THE JOB! 






























TEMPERED RUBBER BOOTS 
Ten inches high, with Plain Toes 
or Steel Toes. Net-lined. ““Shock- 
proof” Insoles. Get U. S. Tem- 
pered Rubber. Costs no more in 
the long run! 


which RUBBER 


=||ROYAL 


| | FOOTWEAR 





aR U BB ER 


ROCKEFELLER 


Marcu, 1955 



























TEMPERED RUBBER WORK 
SHOES —Black Royal-Tuff fin- 
ish...easy to clean. “‘Shock- 
proof” Insoles. Stretchy net lin- 
ing. Heavy-industry features: 
Safety Steel Toes, steel arch 
shanks. Also with plain toes. 


TEMPERED RUBBER BLUCHER 
PAC—Black “Royal-Tuff’ Tem- 
pered Rubber, full 15 inches high. 
Net lining. Lightweight, long- 
wearing. “Shockproof” Insoles. 
Steel Toes or Plain Toes. 


BUTYLAC SHORT BOOTS 
Invaluable to dairymen and meat 
packers. Resist lactic acid and 


A bill Wy yrrey 





animal fats. Cushion Insoles. 
Butylac deep-cleated, molded 


soles resist slipping. 






C..9 MP aes 


-ENTER «© NEW YORK 
For More Information Circle No. 178 on Inquiy Card—Page 17 
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with APEX Universal wrenches 


Nut running is faster and safer with Apex impact quality universal 
wrenches. Faster—because these tools are designed to provide power 
closer to the work. Safer—because these tools have non-locking 
construction to prevent catching or binding, even when operating at 
extreme angles. Apex male and female adapters are particularly use- 


ful on service and maintenance work when used to convert standard 
sockets into universal sockets. Complete information on all Apex 
nut running tools will be found in Catalog 29. Write, on your company 
letterhead please, for your copy. 


nut running tools 


THE APEX MACHINE AND TOOL COMPANY 
1034 So. Patterson Blvd. © Dayton 2, Ohio 
For More Information Circle No. 179 on Inquiry Card—Page 17 











Portable Belt Conveyor 





Standard Conveyor Co., North St 
Paul 9, Minnesota, announces the 
adaptation of its standardized line 
of utility belt conveyors to portable 
use. Units are available with ad- 
justable wheel support on the drive 
end and a pad support on the other 
end. Other portable and fixed sup- 
port arrangements are also avail- 
able to meet various requirements 
of usage. Presently standardized 
lengths of 5%’, 8, 10’, 13’, and 
15’ are manufactured in belt widths 
of 10”, 14”, 16” 20” and 24”. 


Circle No. 54 on Inquiry Card—Page 17 


Rectifier Welder 





Hobart Bros. Co., Troy, Ohio, 
has in production a 300 amp d- 
selenium rectifier type arc welder 
with remote control. The 5-range 
control switch of this welder pro- 
vides coarse adjustment with gen- 
erous overlap between ranges 
provide dual control. The rheostat, 
which can be removed for remote 
control, provides continuous con- 
trol by adjusting the direct current 
through the control coils. These 
controls provide a wide welding 
current range of 35 to 425 amp for 
use with a variety of electrode siz 
for repair, maintenance and produc- 
tion welding. For easy handling by 
crane or hoist, a sturdy lifting ey® 
is provided. 

Circle No. 55 on Inquiry Card—Page 0 
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Brainard triples electro-galvanized steel 
capacity to give you faster service 


@ A new Brainard plant triples 
capacity for electro-galvanized 
steel ... assures you fast service 
on standard or special orders. 
Brainard’s fully integrated opera- 
tion, from ore to finished products, 
gives you a dependable source of 


supply at all times. 

Brainard electro- galvanized steel 
has a built-in finish... plating and 
finishing costs are eliminated. Coat- 
ing provides permanent protection 
against rust and corrosion. Coating 
thickness can be supplied as specified. 

















SS a - ll e e  eee e "I 
| BRAINARD STEEL DIVISION | 
| Dept. A-3, Griswold Street, Warren, Ohio | 
Find out how Brainard’s new | Please send free descriptive booklet on Brainard electro- I 
facilities assure you a depend- | galvanized steel. ! 
“ able source of supply. Send | | 
STEEL DIVISION 
i = coupon for free booklet. | Nam | 
NARON STEEL CORPORATION | | 
| Position | 
| | 
COMPLETE STRAPPING SYSTEMS & MATERIALS « | Company | 
WELDED STEEL TUBING « ELECTRO-GALVANIZED STEEL e Street ; 
SCAFFOLDING e PALLET RACKS e BUILDING PRODUCTS | City _ | 
e 
Offices in principal cities throughout the U. S. 1 ns i ater orale plate Saleem ers »4 } 


Marcu, 1955 
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NEW ap 
“SQUATTY" 


Pneumatic Impact Wrench \ 


MAKES QUICK 
WORK OF 
TOUGH NUTS 



























Tough, frozen, and stripped 
nuts yell, ‘‘UNCLE’’ when 
“Squatty” goes to work. It’s 
designed to handle hard-to- 
get-at jobs . . . loosens the 
toughest nuts and bolts. Its 
flat back enables operator to 
place his chest or shoulder be- 
hind the wrench. Capacity 7", 
814" high, spindle offset 214”. 


The MALL MAN in your area 
will give you an on-the-job 
. i demonstration of ‘Squatty” 
ee - ++ no obligation. Phone or 
= write the MALL Service Ware- 

eae aula. house nearest you. 


‘MALL TOOL CO. lta nm,n | 


| 7791 S. Chicago Ave., Chicage 19, Illineis 


Send me all the facts about the MALL “‘Squatty’’ 


i 
i Name 








in 
y Company. 


: Address 
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Lightweight Truck Operates 
on Grades 





For operations where a hydraulic 
pallet truck must be used on grades, 
a lightweight truck offers a unique 
safety brake which operates on the 
front wheel of the truck, not on the 
floor. The brake itself consists of a 
lined shoe on the front wheels op- 
erated through the position of the 
pull handle. When the handle is in 
the vertical or “pulling” position, the 
brake is released. When the handle 
is in the horizontal position, the 
brake is applied. Weighing only 250 
Ib, the truck will carry 2000 lb. 
Truck is made by Lewis-Shepard, 
Watertown, Mass. 

Circle No. 56 on Inquiry Card—Page 17 


Crane System Does Efficient 
Storage Job 





A new method of storing materials 
utilizes 90% of the storage space, 
provides 100% selectivity in han- 
dling objects of any size or shape 
and is adaptable to such diversified 
materials as bar stock, pipe, pallets 
or tote boxes. That is the claim of 
Chicago Tramrail Corp., 4000 W. 
Washington Blvd., Chicago 24, IIL, 
for its engineered crane system. The 
system consists of self-standing 
rack-columns designed to receive 
the required material and arranged 
on either side of narrow aisles. A 
crane bridge spans the width of the 
storage area and travels lengthwise 
to any depth. Suspended from an 
overhead trolley on the crane bridge, 
an electric fork lift revolves to 
either side of the aisle. System per- 
mits movement in all directions. 
Circle No. 57 on Inquiry Card—Page 17 
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WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans. 
WITT dares to make that guar. 
antee, because WITT CANS are 
designed to last longer... com 
structed to give years of rugged 
service. That’s why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans. Compare 
WITT CAN features with those of 
other Cans on these points: 


@ Straight sides 
@ Deep rolling corrugations 
@ Heavy gauge steel 
@ Structural steel bands 
@ Hot dip galvanizing 
@ Pinch-proof handles 
@ Sturdy lid 
You'll see why WITT CANS are guar 
anteed to outlast 3 to 5 ordinary Cans 


...why, regardless of price, WITT 
CANS are your best buy! 


WITT CANS > 
HAVE THE “RIGHT” ANGLE 





“Originators of the Corrugated Cant" 


y as 
THE WITT CORNICE COMPANY 


2127 Winchell St. Cincinnati 14, Ohie 


For More Information Circle No. 184 
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» | —plusa more efficient use of overhead space. 
od 

iS | Amazing Wedge-Lock increases the efficiency 
m | ofyour entire handling system by providing 
7 wide unobstructed aisles, easy access. It is 


completely flexible, can be assembled quickly 


ind easily to accommodate your own specific THE WORLD'S LEADER IN LOCKERS, Republic's Berger Division offers a wide 


: selection of standard steel lockers for every industrial use. Modern design 
storage requirements. assures full-time protection for personal property. Handles are tamper-proof, 
cannot be removed. Continuous door strikes along sides prevent insertion of 
tools for prying. Berger offers a complete locker planning, engineering and 


Specify Wedge-Lock for a smooth, fast flow installation service. Send coupon for more details. 
of materials from receiving to shipping. A 

sorage-engineering expert in your nearby Skee | 
Betger Division sales office is always avail- r 

















. i 
* | dle to help you determine your needs and - REPUBLIC STEEL CORPORATION 1 
T plan an efficient installation. Call him soon ' 3126 East 45th Strest, P 
2 Cleveland 27, Ohio 
7 of send coupon for literature and full infor- i " me - i | 
: ° ° ease send me complete li erature $ 
mation on the Wedge-Lock principle. ' © Long Parts Storage Units 0D Materials Handling Equipment ' 
| 0 Lockers (0 Office Equipment ; | 
i 
" § Name Title. 4 
0 ie i 
STEEL ) ' 
4 fo i 
NY Stes aud, Stak, -Fuotling City men rae K-77146 ; 
Ohie 
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WESTERN OFFICE 
1534-35 Monadnock Bidg. 
Chicago 4, Illinois 

HArrison 7-2179 










EASTERN OFFICE 
50 Church Street 
New York 7, N. Y. 
REctor 2-1888 


CENTRAL OFFICE 
No. Tonawanda, N. Y. 
Buffalo — JAckson 2400 


NOW YOU HAVE OUR NUMBER 


... gel the right bolts when vou need them 







CUSTOMER SERVICE is the order of the day at Buffalo 
Bolt Company. Our organization has been streamlined 
to give you prompt personal attention . . . immediate 
information on prices and delivery. In addition to the 
phone numbers listed above, we will be glad 
to send you names, addresses and phone num- 
bers of your district salesman and your expe- 
diting contact at the plant. We are geared to 
give you the service your account deserves. Con- 
tact us on your next order and see for yourself. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


NORTH TONAWANDA, N. Y. 
Making both— FASTENERS & FRIENDS—For 100 Years 
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The DoAll Co., 254 N. 


tomatic 


operations on the toughest materi 
It has unique hydraulic controlg? 


for maintaining feed pressure, ade! 
justing blade speed and maintains) 


ing correct blade tension. The saw) 
also has infinitely variable spee 

control as well as full automat 
stock indexing.. 

Circle No. 58 on Inquiry Card—Page 


Milling Machines For 
Lease or Purchase 


Milling machines, offered by 
Kearney & Trecker Corp., 6784 W. 
National Ave., Milwaukee 14, Wis, 
either on an outright sales basis or 
on a tool-lease plan, combine qual- 
ity with low initial cost. The line 
of milling machines is immediately 
available in either 3 hp or 7% hp 
size. Both sizes feature 16 quick- 
change speeds (25 to 1300 rpm) and 
feeds (4% to 25 rpm). These ma- 
chines are ideally suited for a wide 
variety of applications such as small 
tool shops, and repair and mainte- 
nance shops. 

Circle No. 59 on Inquiry Card—Page 17 
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Power Saw for Fast Cut-Offs ‘ 


: 


Laurel Ave,) 
Des Plaines, Ill., says that its ausy 
power saw uses a highs 
speed steel blade to do fast cut-off 
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At Minnesota Mining and Manufacturing Company (known as “3 M 


), they say, 


‘‘He’s America’s No. 1 stick-up man!” 


“Need a ‘Scotch’ brand tape for grafting trees? Wrapping a 
hew automobile ? Splicing a rug? 

“We have ’em — and hundreds more,”’ says "3 M’’ Exec- 
utive Vice-President L. F. Weyand. ‘‘No wonder they call 
me the ‘stick-up man.’ 

“But there’s one kind of sticky tape you won't find around 
here, and that's red tape. When our dealers or customers 


ask for a shipment in a hurry, we take them at their word. 


“We call Air Express - 


matter of hours! 


and the shipment is delivered in a 


“We know we can depend on Air Express. We prove it 
hundreds of times a year. What's more, we save money by 
using Air Express. A 25 lb. shipment from St. Paul to Miami, 
for example, costs $13.65 door to door (one charge) . That's 
20¢ less than avy other air carrier — and the service just 
can’t be compared !”” 


& Air Express —— = 


GETS THERE FIRST via US. Scheduled Airlines 


CALL AIR EXPRESS 


... division of RAILWAY EXPRESS AGENCY 
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4) STANDARD SIZES 


precision or oversized 


/] Sizes range from 34” to 6” in length—1/9’ to 


1” in diameter. Precision pins are hardened and ground 
to .0002” or .001” over nominal diameter—oversized 


from .002” to .005”. 


Acme Pins are case hardened to 60-62 Rockwell ‘'C’’ 
scale and core hardened to 36-38. These pins will 
break before bending or mushrooming—preventing 
misalignment or breaking of doweled parts. A special 
lubricant is used on pins to prevent scoring when being 
driven in and out of holes. 


Order from your distributor—or 
write for Acme Dowel Pin folder and 
nome of distributor nearest you. » Nae 


ACME INDUSTRIAL COMPANY 


211 N. LAFLIN STREET, CHICAGO 7, ILLINOIS 
Manufacturers of standard dowel pins * Chamfer micrometer gages ¢ Drill jig 
ACME bushings * Portable bench centers * Roughness comparison specimens ¢ Harden 
and ground parts manufactured to order 
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Shelf Rack Has Flexibility 
For Many Applications 





A nesting, tiering rack, manufac. 
tured by The Chas. Wm. Doepke 
Mfg. Co., Inc., 8899 Blue Ash Rd, 
Rossmoyne, Ohio, has a flexibility 
that makes it adaptable for use in 
stock room, maintenance, produc- 
tion and assembly applications. 
Fitted with a top of wood, metal or 
other material, these units become 
worktables of convenient working 
height. Available in capacities to fit 
all requirements, the racks are most 
frequently furnished in sizes to hold 
six or fourteen boxes or baskets, 
Because the shelf rack suits fork 
truck transportation, it can be load- 
ed in stock room and moved to 
production line. 


Circle No. 60 on Inquiry Card—Page 17 


Counting Scale Eliminates 
Costly Handling 





The National Store Specialty Co., 
Bareville, Pa., says that a bench 
type. ratio counting scale has been 
designed as a production tool for 
industry. It does fast, accurate 
counting and weighing. The large 
unobstructed platform area _per- 
mits the use of standard tote boxes 
or large cartons in place of the scoop 
furnished with each scale. This fea- 
ture eliminates the costly handling 
necessary when the scale capacity 
is limited by the capacity of the 
scoop. The basic model of the scale 
can be modified to permit electronic 
controls. Electronic counting scales 
reduce costs by eliminating opera- 
tor judgment and errors. 

Circle No. 61 on Inquiry Card—Page 17 
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TO SIMPLIFY PURCHASING 
TO IMPROVE DESIGN 
TO SPEED PRODUCTION 


DIAMOND FIBRE COMPANY 





OUTSIDE FABRICATION or DO-IT-YOURSELF ? 
Should an outside fabricator handle result in lower prices for the 
the machining of laminated plastic —_ purchasor. 
sheets, tubes and POUB..«« & All in the C-D-F Family 
should the manufacturer take on , et “D.P ‘ 
the job himself? Naturally, much + — to D F's shops _ 
ine : Newark, Del., or at Valparaiso, 
depends on the size, quantity and ‘Spe See : ; 
epenes ’ Indiana, illustrates the time and 
order frequency of the part re- Fioney savings made possible by 
quired. As a rule, extremely small lacine o— = rts” aiek “Ek aa 
screw-machine plastic parts can wn my ope bri me Shanon sii 
best be bought from a fabricator ~~ ee Bid fix. ee 
_ ; 7 are next to the presses and the ma- 
who has accumulated the required Chines makine the Dilecto lami SHEETS 
special Knowledge of the machin- ete I gE ntl et 
ac- f° arelegge nated plastics. Selection and han- 
k ing techniques involved. dling of materials is fast. The job is C D r 
7) (-D-F, an experienced “woprenane: in the C-D-F ‘amalin. ae becomes "" GIVES FAST, LOW COST SERVICE 
? @ with years of experience, has found —_q_Jocked-down responsibility as to 
lity that many small orders require an quality and delivery. Opinions, sug- ON ANY FORM, SIZE, OR SHAPE OF 
in § abnormal amount of skill to make. gestions flow fast and free between ® 
iC. By the time you —- experiment, the C-D-F team of sales, manufac- DIAMOND VULCANIZED FIBRE 
a call commeiely se ee turing and technical men. No time 
" § pensive material, the JOD COUId be is lost in deciding what to do when , : , , : : 
or | completed and shipped by C-D-F. stobden pr 7 eoe") Diamond Fibre is a genuine formed and machined special- 
me § -- If you buy Dilecto (or any lami vulcanized Bre with goatee tics. Special grades aaa 
ing nated plastic) in sheet, ‘tube and ean mone amar Png fibre for forming, tags, abra- 
sl fee piel deiaien Ghee | great mechanical adaptability. sive, bobbin, pattern, shuttle 
fit rod form, and require the follow It is arc-resistant and non-cor- Baw Di d Insul 
‘ost § | See @®e ine mere ce ae roding. It forms readily and is Se ed canada Built-Up 
eT Cope ee turning ¢ drilling * tap and| often used where high strength, . z 2 2 - 
old big 30 9 4g 8g 8 ig a Oe mt thread * punching + shearing «| toughness, and low cost must Fibre are in the line. C-D-F 
ets, 6 1 2 sawing * milling * planing «| be combined. also has a complete fabricat- 
OFF CD-F's small parts machining and inspection forming and post-forming °| C-D-F sells Diamond Fibre in ing service for fibre receptacles, 
xd- rt results like this. These automotive ele c- — ¢ finishing * masking|’ sheets, rolls, strips, rods, tubes, trucks, trays, cans and barrels. 
nica insulators are mass-produced, with o ettering e engraving * metal 
to uniform quality at rock-bottom prices. cladding * combining with other Write for new 1955 Diamond Fibre Catalog. 
The handling of thousands of set- materials (rubber, fibre, etc.) | | 
17 & ups for high speed, low cost pro- It will pay to call on C-D-F. The , > ° } 
duction runs gives C-D-F an “ex- economy of C-D-F’s one source ‘ Dien, 
perience bank” to draw from. buying plan (see opposite page) 
te — go pee and per- can also be added to the speed and NEWARK, DELAWARE 
sonnel have a wealth oO short-cuts, service of C-D-F’s excellent fabri-| For More Information Circle No. 420 on Inquiry Card—Page 17 
special adaptations, little tricks that cation facilities. 
pe SLL A 
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. HIGH STRENGTH | 
| 
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Tlew. WATSON-STILLMAN 


150 LB. STAINLESS STEEL 
PIPE FITTINGS, Types 304, 316 


Now you can get performance-proved Watson-Stillman 
Fittings for standard pressure services that need the corro- 
sion resistance, heat resistance and low temperature 
toughness of 18-8 Stainless Steel. 

W-S 150 lb. Stainless Fittings, rated at 400 psi cold non- 
shock working pressure and 150 psi steam pressure, are 
ideal for process piping, refrigeration systems, high tem- 
perature liquid and gas piping and other piping systems. 
They are available in both Screw-End and Socket-Weld- 
ing Types in sizes %” to 2”. 

The new Watson-Stillman Stainless Steel Fittings will 
assure you of long, trouble-free service in me 
tough piping applications... will reduce 
down-time and cut maintenance costs. For 
full technical information on these fittings 
write today for Bulletin S-3-55. 









WATSON-STILLMAN FITTINGS DIVISION 


HK H. K. PORTER COMPANY, INC. 


‘EEGRE §=6Roselle, New Jersey 10 
For More Information Circle No. 195 on Inquiry Card—Page 17 








Sold Through Leading Distributors << k = 





Safety Panel Protects 
Unattended Engines 


A safety panel is in production, 
that protects unattended or remote 
controlled engines such as air com- 
pressors, generator sets, etc., from 
burned bearings, frozen pistons or 
other costly failures. The panel, de- 
signed for engines with battery igni- 
tion, consists of an oil pressure gage, 
and water temperature gage in com- 
bination with an engine shut-off 
switch; an ammeter; stop switch 
and re-set and 14 amp fuse. Should 
the oil pressure of the engine drop 
too low because of an inoperative 
pump, etc., or should the engine 
temperature rise dangerously be- 
cause of a clogged radiator, etc., the 
panel automatically shuts off the 
engine before a major damage can 
occur. It is manufactured by Stew- 
art-Warner Corp., 1826 Diversey. 
Pkwy., Chicago 14, II. 
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Air Conditioning Units 
Require No Water 


The industry’s first complete line 
of packaged air conditioners that re- 
quire no water whatsoever has just 
been introduced by Carrier Corp., 
Syracuse, N. Y. Designed particu- 
larly for use where water may be 
limited or where there may be pip- 
ing difficulties, the models, employ- 
ing air-cooled refrigeration, will be 
manufactured in four sizes from 2 
hp to 7% hp. The air-cooled con- 
denser can be installed on a roof 
or setback or even inside the build- 
ing with ducts to supply outside air. 
Circle No. 65 on Inquiry Card—Page 17 
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Talk is cheap with... 


Time-Saving Intercom Systems 
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Executone, Inc., produces a variety of master and slave units to form any complex arrangement of intercom 
equipment needed to provide an inter-office communication system. 


e By G. H. Gutekunst, Jr. 


NE of the most expensive single 
O items in business today is man- 
power. Any machine, method or 
system that makes more efficient 
use of, or conserves, this important 
item is worthy of careful considera- 
tion. Such is the case with inter- 
communication systems—or inter- 
coms. 

Saving time is the basic asset of 
an intercom system. This time- 
saving effort is directed along two 
main channels. First of all, there 
s the immediate objective of pro- 
viding direct and instantaneous com- 
munication between one, two or 
more points within the office. The 
elimination of “traveling messen- 
gers” or personal visits for conversa- 


tions is an important cost factor. 

As a matter of fact, if you want 
to prove it, keep a record, for one 
day, of the amount of time one em- 
ployee uses in contacting or as- 
sembling information, personally, 
that could be done through an in- 
tercom system. Take a stab at an 
average, multiply it by the number 
of employees and multiply that by 
240 (number of work days in a 
year). Once you’ve got that, you 
can see what it comes to in dollars 
and cents. 

The other primary aim of the in- 
tercom lies in relieving the regular 
switchboard of the burden of inter- 
office calls. The indiscriminate use 
of the main switchboard for such 


calls has two serious shortcomings. 

First of all it jams the circuits of 
the board, making it difficult to 
receive outside calls. Secondly, if 
the volume is large enough, the cir- 
cuiting must be enlarged and an ad- 
ditional operator assigned. Figure in 
the cost of the operator’s yearly 
salary plus the other expenses and, 
again, you have a figure that points 
out the value of an intercom setup. 

However, the main point in buy- 
ing and installing an intercom sys- 
tem is the pleasant fact that most 
systems can be tailored to the in- 
dividual needs of a company. 

One system, that provides a low- 
cost system for a two-to-five station 
system is made by Connecticut 
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BETTER BUSINESS METHODS 
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Why Purchasing Agents Everywhere 
Are Finding This Manual So Valuable 


Today, more than ever before, effi- 
cient records and procedures can 
help purchasing officials do a better 
job in measuring up to their ever- 
widening responsibilities. In fact, 
the best record-keeping tools are 


— 
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imperative in order to handle these 
responsibilities, geared as they now 
are into the plans and operations of 
the entire business organization. 
Here for instance, are 5 basic fac- 


tors essential to a modern, efficient 
administrative control system for 
purchasing: (1) standardized rec- 
ords giving complete specifications 
on all items purchased... (2) com- 
plete details regarding all purchases, 
quantities, prices and delivery time 
required...(3) detailed records of 
performance of vendors in supplying 
each item...(4) adequate lists of 
potential suppliers so that competi- 
tive bids may be secured on all pur- 
chases... (5) need for adequate 
follow-up to insure delivery on 
schedule. And equally important 
with these, all information must be 
available for instant reference and 
the processing of orders with the 
utmost accuracy. For this, Kardex 
Visible systems are unique! Get this 
20-page, full-color manual which 
shows in detail the most modern, 
proved systems for purchasing. See 
the methods used by some of the 
country’s leading firms. Circle 
X1202 on the coupon. 


Revolutionary New Filing Development! 
KOMPAKT, “the file with the extra drawer” 


With the introduction of the KOM- 
PAKT File, Remington Rand has set 
a new standard—‘“the file with the 
extra drawer.” Now, for the first 
time, you can have a desk-height file 
with not two, but three letter or 
legal-size drawers. Or, a counter- 
height file with four instead of three 
drawers. The KOMPAKT 5-drawer 
file stands no higher than a standard 
4-drawer unit and the new low KOM- 
PAKT design provides a 6-drawer 
file with a top drawer just as acces- 
sible as in the average 5-drawer file. 

Every bit of space wasted in an 
ordinary file cabinet has been care- 
fully utilized, picking up an inch 
here and an inch there to bring you 
this extraordinary “file with the 
extra drawer.” Get all the details 
about this beautifully designed new 
file cabinet. See how KOMPAKT can 
Save you many times its original 
cost in savings of valuable office 
Space. Circle LBV692. 
1955 
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For More 
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5-Drawer KOMPAKT File alongside 
regular 4-drawer file. 
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Visible Tip Follow-up 
Folders Pay Off For 
Libbey- Owens Ford 
Purchasing Dept. 


Each of the 4000 open purchase 
orders in process at Libbey-Owens 
Ford Glass Company at Toledo (for 
its 7 manufacturing plants) is in an 
individual Follow-Up Folder, verti- 
cally filed by vendor’s name and then 
numerically. A movable colored sig- 
nal on the visible edge, set to the 
proper calendar date, shows clerks 
at a glance which orders need atten- 
tion. The company says, “‘The 
Follow-Up Folders have served us 
well for over ten years at very low 
cost, and have helped our depart- 
ment to operate in the smooth and 
efficient manner that we like.” Get 
full particulars on Kardlok Visible 
Tip Follow-Up Folders with the slid- 
ing signals that lock in place — ex- 
clusive with Remington Rand. Circle 
LBV567 on the coupon. 


Remington. Flarnd. 
‘ Room 1363, 315 Fourth Ave., New York 10 


Kindly send the literature circled. 
X1202 LBV567 LBV692 














o 
12. 


Pi 
....Profit-Building IDEAS For Business... .: 


Zone _____ State 





‘ 
' 
' 
' 
' 
' 
‘ 
' 
' 
' 
J 
J 
' 
‘ 
J 
' 
' 
' 
' 
‘ 
' 
' 
' 
' 
' 
' 
' 
' 
‘ 
‘ 
‘ 
‘ 
. 
' 
’ 
' 
‘ 
' 
& 





196 on Inquiry Card—Page 17 175 








Job-fitted intercom systems, with many optional features 
designed to adapt equipment to elaborate layouts, are the 








. items produced by Talk-A-Phone Co., Chicago. 


This telephone unit of Connecticut Telephone & Electric Cor- 
poration’s Direct-A-Call system can be connected with four other 


units to form a five-station intercom system. 








Telephone & Electric Corp., Meriden, 
Conn., and is called Direct-A-Call. 
These telephone-type instruments 
operate from standard power sources 
and are connected throughout the 
network (maximum of five stations) 
by color coded wires. Another sys- 
tem, produced by the same firm, is 
called Privite Line and is a line of 
automatic switchboards and _tele- 
phones. This setup, more in keeping 
with a larger, more complex organi- 
zation, has no limitations on the 
number of stations used. 

Complete inter-office phone sys- 
tems ranging from 2 to 50 stations 
are also offered by S. H. Couch Co., 
Inc., Quincy, Mass. Several types of 
service are available from this firm, 
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A 
Coded audible and visible signals are sent out by this IBM paging 
system. While not primarily an intercom setup, such systems are 
ideal for hospitals, institutions, etc. 





Teletalk is the name given to the complete line of intercom 


° equipment made by Webster Electric Co. 


ranging from simple, common ring- 
ing, common talking systems (all 
phones ring simultaneously and all 
conversation is handled by a com- 
mon line) to fully automatic dial- 
type, selective ringing and talking 
systems. 

Executone, Inc., New York, pro- 
duces a variety of intercom and 
paging instruments capable of being 
formed into complex or simple sys- 
tems. Executone makes use of sys- 
tems employing what is known as 
master and slave stations. Master 
stations originate calls and receive 
calls. Slave stations can only re- 
ceive calls from the master and can 
reply only when indicated by the 
master. Unlike the previous systems, 


Executone equipment is in the form 
of the familiar little box-like device 
that occupies a small portion of the 
desk space. 

Flash-A-Call, made by Inter- 
Communication System of America, 
Chicago, is a system that also uses 
the master-slave station principle. 
These masters, like similar systems, 
provide a selective means of talking 
to individual sub-stations (slaves) 
or to all stations simultaneously. 
However, again it is a case of con- 
versation being impossible between 
two sub or slave stations. 

While not primarily an intercom 
system, International Business Ma- 
chines Corp., New York, produces 

(Please turn to page 188) 
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Part of your product... 





M © N S © L is “part of the product” in every Ameri- 


can industry ...the preferred pencil of America-on-the-job! Mongol 
checks the cargo on the outgoing ship. Mongol writes orders in an 


Arizona mine. Mongol records the meeting at a New England mill. 


Mongol was the first well-known brand of yellow pencil. It’s Amer- 
ica’s standard of quality—and today’s Mongol is the smoothest- 
writing, blackest-writing, longest-wearing pencil you can buy. It’s 
one of more than 3,000 products made by Eberhard Faber, the 
name people rely on for fine writing materials. Look for that name 


— Eberhard Faber—on EVERY pencil you buy! 


Trademarks Reg. U.S. Pat. Off. 


EBERHARD FABER © 


puts its quality in writing 


NEW YORK + TORONTO 
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How many of 
your profit dollars 


Test these Webster 


Quality Products 








Silk Typewriter Ribbons 





Carbon Paper Ribbons 





Tabulating Ribbons 





The dollars you save on office procedure 
are true profit. There are no deductions 
for travel, entertainment or delivery 
costs. If you save a thousand dollars, you 
have made a thousand dollars. 


But you lose these profit dollars when 
second-rate, undependable office supplies 
fill your wastebasket with illegible cop- 
ies, smudged letters, work that has to be 
re-typed and ribbons and carbons that 
failed to stand up after short use. 


Webster products help prevent this waste 
..-help you save money on office typing. 
This quality line of carbon papers, type- 
writer ribbons and spirit duplicating sup- 
plies is manufactured to exacting formu- 
las that give you longer, better service. 
Every Webster product is inspected many 
times during the making. 


Webster Quality Products make for office 
efficiency which means a substantial sav- 
ing in expenses. Try the Webster line for 


a few weeks. Your empty wastebasket —-— and 
your cost records -—— will illustrate the 
difference. 


F.S. WEBSTER COMPANY 


7 Amherst Street 
Cambridge 42, Massachusetts 
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News 





The work of eight pairs of skilled 
hands can be done by one operator 
with a new collator designed by the 
Macey Co., Cleveland, a subsidiary of 
Harris-Seybold Co. The eight-station 
machine can gather up to 32,000 sheets 
of paper per hour in sets of eight, 
maintaining accuracy and consistency. 
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Laboratory models of a_ liquid 
graphite pencil were unveiled, re- 
cently, by Parker Pen Co., Janesville, 
Wis. The new pencil provides more 
than six times as much writing as a 
conventional lead pencil and is capa- 
ble of drawing a straight line three 


miles in length. The use of liquid © 


graphite completely eliminates the 
sharpening process. The material has 
writing characteristics identical to 
graphite in solid form except that it 
does not smudge. Also new is a per- 
manent writing tip having the same 
linear width as a sharpened lead pencil. 
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An all steel swivel chair is being 
marketed by Maso Steel Products, Inc, 
Chicago. Listed as the #3000, it has 
a saddle-shape seat that is contour 
vented. Six different basic metal fin- 
ishes are available as well as a choice 
of upholstery. 
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44 | 
Salional Accounting Machines save us $54,000 a year... 
return 120% annually on our investment!”’ 


“We purchased our first National Account- 
ing Machines 27 years ago. Their versatility 
and dependable service made it profitable 
for us to expand our use of Nationals as 
time went on and new models were 
developed. 

“We now use National Accounting Ma- 
chines for Accounts Receivable, Accounts 
Payable, Payroll, Labor Distribution, and 
General Ledger Posting, as well as a variety 
of accounting reports. 

“We estimate that our Nationals (which 


—W. A. SHEAFFER PEN CO., Fort Madison, lowa 


cost $44,000) save us $54,000 a year. Thus 
savings repay the entire cost every 10 
months—an annual return of 120% on our 
investment. 

“Ease of operation and dependability of 
National equipment provide additional sav- 
ings in employee satisfaction, and minimum 
down-time.” 


Vice President & Treasurer 


THE NATIONAL CASH REGISTER COMPANY, varron 9, on10 


949 OFFICES IN 94 COUNTRIES 


Marcu, 1955 
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will be happier. 


In your business, too, National 
machines will pay for themselves 
with the money they save, then 
continue savings as annual profit. 
Your nearby National man will 
gladly show how much you can 


save—and why your operators 
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Finger grip never 
touches ink. No chance 
for ink to touch you. 


Point instantly inter- 
changeable and renewable. 
More than 30 point styles. 


Fountain-base ‘‘ink-locked”’ 
against accidental spillage. 


_and so outstanding it Only the pen unlocks the ink. 


carries a 30-day money back 
guarantee! Patented ink- 
fountain in base automati- 
cally fills pen...keeps it 
ready to write a full page 

or more every time you hone 
take it from the socket. 


Fountain-base holds 40 times 
more ink than ordinary fountain 
pen. Won’t leak. Won’t flood. Easy 
to clean as a saucer. 






“30-DAY MONEY Back 
TRIAL OFFER 


Your re 


will be 


Choose 


THE RIGHT POINT FOR 
THE WAY YOU WRITE 


<4 TO SELECT OR REPLACE 
... HERE'S ALL YOU DO 


MORE THAN 30 POINT STYLES 


or 2550 © o31am SS — one 9550 of 9668 2284 


30 NUMBERED POINTS—FOR EVERY WRITING JOB 


i ae 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet Street, East; Toronto, Ontario 
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COPYRIGHT 1966 
THE ESTERBROOK 
PEN COMPANY 
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A new line of rag content letterhead 
paper in the popular-priced 25% rag 
content grade has been announced by 
Byron Weston Co., Dalton, Mass, 
Called Weston’s Hand Weave, it fea. 
tures a distinctive antique laid marked 
texture. It is available in white and 
four pastel colors: ivory, blue, green 
and gray. The paper is available in 
sizes 17 x 22 and 22 x 34 in substance 
20 and 24. 
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Split-minute time _ recording of 
transactions is possible with the Auto- 
matic Split Minute Recorder of 
Rapidprint Time Recorders, Inc., Mid- 
dletown, Conn. An electric automatic 
trigger time-stamps down to the half- 
minute, dates and codifies any paper 
or sheet inserted. Interchangeable die- 
plates make the machine adaptable to 
the requirements of various depart- 
ments or stations. It has a maximum 
throat depth of 1%” and uses a syn- 
chronized motor to automatically ad- 
vance minutes, days and hours. 
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A fast-action, improved table-top 
collator, that incorporates many re- 
finements previously found only in 
larger floor models, is now in pro- 
duction, according to Thomas Colla- 
tors, Inc., New York. The table-top 
model uses the same titled bins, 
patented “Ejectomatic Feed” and ball 
bearing mechanism for floor units. 
Pages to be collated are stacked into 
bins. Rubber-tipped “fingers” push the 
top sheets of each stack into the 
operator’s hand. The assembled set 
of papers is quickly jogged and placed 
in a gathering rack just below the 
unit. The collating cycle is controlled 
by a hand lever which can be located 
on either the right or left side of the 
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unit. The new portable paper gather- 
ing machine, available in both 5-bin 
and 8-bin capacities, occupies 16” x 27’ 
of desk space. 
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Simplified, time-saving payroll rec- 
ord forms designed to enable book- 
keepers and accountants to meet press- 
ing weekly deadlines are now being 
marketed by the Accounting Records 
Supply Co., Hollis, N. Y. An important 
feature of the payroll forms is added 
space for quarterly totals under all 
headings, thus simplifying computation 
of withholding tax and social security. 
All forms provide five or six deduction 
columns with separate columns for 
each digit. 
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The J. L. May Co., Inc., New York, 
has announced an addition to its line 
of carbon-interleaved labels. Called 
Maco Addresso-Snap, the labels have 
33 perforated, white, gummed labels 
to a sheet and are put up with car- 
bon-interleaved snap-out sets of two, 
three, four and five sheet sets. 
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Reliance Pencil Corp., Mt. Vernon, 
N. Y., is introducing a new ball-point 
pencil. Called the Quillette, it looks 
like a pencil but features a full length 
ink cartridge inside its light wood 
stem. Permanent ink colors of blue, 
red and green are available. 
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A new reproduction, back-up, car- 
bon paper especially processed to en- 
able users of whiteprint process equip- 
ment get more uniform copies, has 
been announced by Consolidated Rib- 
bon and Carbon Co., Chicago. The 
hew carbon makes the original copy 
truly opaque, giving greater legibility 
in the copies, and also permits the 
original to be filed without danger of 
smudging or messy carbon offset on 
other filed materials. It is available 
in 3 box sizes; in odd sizes; in reams 
or rolls; in 3 weights and 3 ink in- 
tensities. 
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gets more attention, too! 
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Gilbert Bond . . . the paper made 


‘unmatched whiteness, and 
a sparkling cockle finish. Ask 
your supplier. 
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25% new cotton fibre _ 
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~ Resource Bond — 
50% new cotton fibre 















Lancaster Bon: 
100% new cotton fibre ‘ 
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an improved felt-tip marking pen 











It’s Packaged 
to Sell — 


Handsome, dual-use 
Crystal Clear Plastic 
Boxes, ideal for stor- 
ing small items in 
office, factory, home 
or hobby shop. 


No. 588 


Contains Marking Pen, 


; Marking Ink, Cleaner, Extra 
MARKING INK © Felt Tips. 


Felt Tip —_| “LEANER | inal 


: 


| 
TC | 

















® Tremendous Ink Capacity Marks, writes, draws on wood, cardboard, paper, 


glass, plastic, metal, rubber . . . almost everything. 


® Correct Pocket Size 
Writes or draws in any of five colors: black, red, 


® Leak-Proof green, blue and yellow, on porous materials, and in 
these colors, plus white, on non-porous materials. 


Uses both Chisel and 
Bullet Points 


THE CARTER’S INK COMPANY 
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® Controlled Ink Flow 


® Easy to Fill 
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pocket-size marking pens 


lighter... better balanced... more compact 














No. 587 


Contains Marking Pen 
and Extra Felt Tips. 














Nos. 560 & 561 
The Carter Marker Performs tionsy packs of Bullet or 
Carter’s Marking 


° Chisel Tips and Extra 
Ink for Felt Tip better because Carter Felt-Tip Washers. 10 Tips and 2 


Pens hes hondy Inks are better! i 


pouring spout. 

Porous and non- is 
porous styles @ Six Brilliant Colors @ Non-Settling $4 o 
available. @ Two Styles (Porous @ High Opacity -. 


& Non-Porous) : 
@ Quick Starting @ Smudge Resistant 


@ Quick Drying @ Waterproof 






No. 685 


65 C You will find Carter Markers at Better Stationers, 
Office Outfitters, and Marking Supply Dealers 


(Porous) 
everywhere. 
No. 695 
. fi, 7 Hc ORDER CARTER MARKERS FOR YOUR PLANT 
- )  (Non-Porous) AND SHIPPING DEPARTMENT TODAY 


JU 
CAMBRIDGE 42, BOSTON, MASSACHUSETTS 
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Automatic ledger posting on 
punched-cards by high-speed methods, — , 
as done with the new Line-Finding ~ : 
Posting Interpreter, is described in g — 
6-page, illustrated folder recently re. 
leased by Remington-Rand Inc., New 
York. 
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Tauber Plastics, Inc.. New York, is 
offering a booklet which shows how 
an office can bind its own catalogs, 
presentations, booklets, etc., in color- 
ful plastics for about 1¢ per book. 
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“Letters 
look better ¢ 


uate 
On 





WESTON BOND” 


Typing goes faster, letters look cleaner, neater, 


brighter, whiter Weston Bond. Your printer 
will approve and gladly use this economical rag 
content paper made better by Weston. 

Write for sample book. Address Dept. PN 





BYRON WESTON COMPANY, DALTON, MASSACHUSETTS 


Makers of Papers for Business Records since 1863 
For More Information Circle No. 203 on Inquiry Card—Page 17 


more impressive when your letterhead is on new, 











such a small investment 
to keep the office force 
efficient and happy. . 
enough BOSTON sharpeners 









BOSTON KS speeds efficiency 
with 30 BOSTON SPEED 
CUTTERS (competitive sharp- 
eners have only 24)—takes 
8 pencil sizes—BOSTON 
STOP prevents waste 
—die-cast stand. 


CHAMPION PORTABLE 


Ideal for metal furniture 
—30 BOSTON SPEED 

CUTTERS — automatic 
true-center feed with balance 
tension— BOSTON STOP. 


All BOSTONS guaranteed 
one year. 


Send for free booklet 








Enlarging or reducing any opaque, 
transparent or three dimensional object 
is possible with the Camera Lucikon 
manufactured by M. P. Goodkin Co, 
Newark, N. J. Reduced or enlarged by 
as much as 400% in true color, the 
image is projected onto a _ working 
surface for study, tracing, etc. 
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A new, compact, high-power, high- 
speed whiteprinter has been announced 


by Peck & Harvey Mfg. Corp., Chi- © 


cago. Called Speedmaster Model 2500C, 


it has a 44” width capacity and op- © 


erates on 230 volts, 60 cycles, a.c. 
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A long-lasting developer fluid for 
office photocopy machines is now being 
marketed by Hunter Photo Copyist, 
Syracuse, N. Y¥. Called Hecco-kwik, 
it retains full developing strength with- 


in the machine for a full week, as op- — 


posed to three days for conventional 
fluids. 
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on the care, selection and use QUICK—CONVENIENT re 

of pencil sharpeners. Use the Inquiry Card on 

HOWARD iain 0 i | 

C. HOWARP HUNT ren co. “ne ans al bye voor ces : 
Makers of SPEEDBALL pens and products y procu 
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LOWERS COSTS! 

© more time wasted at the 
sharpener. The remarkable 
Velvet Ball Pen-cil has no 
= to wear down, none to 

teak. Ready to write in- 
stantly, clearly. Ink cartridge 
is longer lasting . . . writes 
enough to fill 18 stenog- 
tapher’s notebooks. 
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RAISES EFFICIENCY! 
Everybody’s favorite be- 
cause it’s shaped and bal- 
anced for top writing ease 


and comfort. Dependable, 
smooth-writing, it speeds 
every writing job... insures 
better records, better work 
throughout every depart- 
ment of the office. 


For More Information Circle 
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the amazing new 


VELVET 
ball PEN: eil 


the pencil that 
writes with INK 


e combines the best features of a pencil with 
the best features of a ball-point pen 

e it’s light as a pencil because it’s made of wood 
e banker approved ink writes dry, won’t smear, 







transfer, leak... never stains fingers, never fades 
e full-length brass cartridge has even-flow ink control 


% 


e uniform writing nickel chrome steel-spun ball 
e there’s nothing to press, turn or fill 


e nationally advertised in Saturday Evening Post 








con 
\ 
\o 
7 e guaranteed by makers of famous 
Venus and Velvet pencils 


Order from your 
‘ commercial stationer 


ECONOMIZE... 

buy them by the dozen in 
this handy, easy-to-store 
pack. Blue, black, red or 
green ink. $3 per dozen. 


For sample write on your 
company letterhead Dept. P3 


AMERICAN PENCIL CO., HOBOKEN, N. J. 
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“PLATES CAN. 
STREAMLINE 
YOUR BUSINESS 
PAPERWORK. 









THE ‘‘ONE-WRITE” WAY 
TO RUN A BUSINESS 


Colitho Division, COLUMBIA RIBBON AND 
CARBON MFG. CO., Inc. 
543 Herb Hill Road, Glen Cove, N. Y. 


Send me the Folio of Colitho Application Ideas. 


Name 





Company 





Address 
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A new type combination ticket, tag and 
label press has been announced by 
Monarch Marking System Co., Dayton. 
Sold under the name Tickopres, it is a 
compact unit capable of producing 
tickets, tags and labels of ten differ- 
ent widths, up to a 5” maximum, and 
an equal number of lengths, up to a 
4144” maximum. It prints on enamelled 
stock, gummed paper or pressure sen- 
sitive label stocks as well as various 
weights of ticket and tag stock and 
light weight cloth. Automatic continu- 
ous feed from either rolls or fan- 
folded packs provides production of 
130 to 150 units per minute. It can 
be used with a consecutive numberer, 
has a rewind attachment or a cut- 
off knife. It uses quickly-set type in a 
variety of styles and uses regular 
printers’ ink. 
No. 81 on 
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A new version of the Peerless Neo- 
flow reducing camera is now being of- 
fered by Peerless Photo Products, Inc., 
Shoreham, L. I. The basic principle of 
the Neoflow camera remains the same: 
it makes reduced-size copies—at re- 
ductions from 2:1 up to 6:l—on the 
continuous flow principle of any type 
of original of any length and up to 
42” wide. The reduced-size copies may 
be made on any desired photocopy 
material: paper, film, or transparentized 
vellum. The copies are negatives and 
may be either right-reading or reverse- 
reading as desired. The redesigned 
camera is now offered in three stand- 
ard models: Model A, with a single 
fixed reduction, and capnble of either 
right-reading or reverse-reading copies 
(one, but not both): Model B, with a 




















WILLIAM H. WALLING, Chairman of 
the Board, Rogers-Kellogg-Stillson, Inc, 
and of Lanston Monotype Corporation, 
President, Printing Industry of America, 


“Paper,” says Mr. Walling, “is quite 
literally the very foundation for our 
product...and, in the interests of my 
clients, | continually recommend the 
use of quality papers... for, after all, 
they yield so much more satisfaction 
in appearance and serviceability... 
and the cost increase, if any, is minor.” 


FOR EXAMPLE: Your business sto 
tionery. Surveys by the National 
Stationers’ and Office Equipment Asso- 
ciation show that the paper constituting 
the average letterhead, envelope and file 
copy costs /ess than a postage stamp. 
This microscopic cost rises /ess than 1% 
of total correspondence costs when you 
entrust your letters—your personal 
representatives—to the highest-quality, 
most impressive, rag-content letter 
paper obtainable: ADVANCE BOND. 


ANOTHER EXAMPLE: Your business 
records. Record paper averages but 1% 
of total accounting costs. This minute 
cost increases Jess than 1% when you 
select the most durable, permanent 
record paper made: L. L. BROWNS 
LINEN LEDGER. 


Thus at practically no extra cost, you 
can be sure of prestige-enhancing ste 
tionery and dependable records regard: 
less of time and hard use. These plas 
values have characterized L. L. Brown 
papers for 106 years. 


Your regular supplier of stationery and 
records is well versed in the various 
L. L. Brown papers. He will gladly 
recommend those best suited to yout 
particular requirements. L. L. Brows 
Paper Company, Adams, Mass. 


i. L. BROWS 


{ LETTER & RECORD fe 
(= PAPERS (s 
For More Information Circle No. 208 


**SO MUCH extra value 
FOR SO LITTLE extra cost’’ 
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choice of two reductions, such as 2:1 
and 4:1, or 3:1 and 6:1, and capable 
of making both right-reading and re- 
verse-reading copies; and the compre- 
hensive Model C, which offers six re- 
ductions (2:1, 2%:1, 3:1, 4:1, 5:1 and 
6:1) and makes both right-reading and 
reverse-reading copies. 
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NOW with every ‘‘space saving’”’ 





filing cabinet you get 


57> MORE FILING CAPACITY 


without increasing either cabinet 





| or file room physical dimensions 


Ay] 










































nan of 
1, Inc, 
ration PEERLESS 
merica. 5-drawer. standard 
: height “space saving”’ 
qn file cabinets 
>r our 
of my That’s right, in both letter and 
id the legal size files, you benefit from 
er all more filing capacity with no 
~ change in cabinet dimensions. 
ity... 
rior.” Raytheon Mfg. Co., Waltham, Mass., less floor space 
is marketing a room air cleaner called nal SE 
$s sto- Micronaire. Originally developed for More capacity in the same space 
tional the relief of asthma and hay fever means less file floor space. The new 
Asso: victims, Micronaire removes more way to increase file room capacity, 
ituting than 99 per cent of all airborne pollen with no increase in department 
ind file and impurities. Wheeled into a room size. 
stam on casters, plugged into any electrical 
a a outlet, it will rid the average-sized | cost economies 
rsondl gh galt nage Se ae me -_ orange — the 
yuality, Micronaire is an electrostatic precipi- operator's easy reach reflects time 
letter tator—a device that traps airborne and cost savings. Built-in extra 
ND. particles by static electricity. Air is strength gives you unexpected 
— drawn into the machine through the long-life. That’s long range cost 
but 1% bottom and is passed over a series of economy. 
minal metal plates. The particles of dust, 7 ’ 
en you soot, pollen, or even the tiny-size improved efficiency 
nanent particles of smoke, are electrically Clerical efficiency goes up. And 
OWNS age llonra gps Ss _~ there’s no loss in drawer features 
ser het as ae “high, 15° eee accommodates standard spac- 
st, you wide and 15” deep. It weighs 60 Ibs ne guides and folders . . . with 
ng sta and needs no installation other than follower blocks, sway blocks or 
regard: plugging in the cord. suspending guide-frames. 
se plus Circle No. 83 on Inquiry Card—Page 17 When it comes to "space saving” 
Brown with the five, or three, four and 
a six drawer models, your Peerless 
ery and Dealer is a good man to know. 
. . 7 — e 
a Additional information 
a 
0 you} On these latest develop- 
Brown 
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ments in the office equip- 
ment field can be ob- 
tained by using the 
reader service postcard 
on page 17. Just circle 
the corresponding num- 
bers and complete infor- 
mation will be  for- 
warded to you. 








PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., 
New York 





Philadelphia 11, Pa 


Chicago « Dallas « Los Angeles 


@ metal desk, file or table for every office need 











>. a 
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MODEL 70 


$195.00 


(pive tex) 


mT 0L CONQUEROR 


SPIRIT DUPLICATORS 
with ALL the features... 


Print 120 or more copies per minute. 
@ Print 1 to 5 colors, in one operation. 


® For sharp, clean, copies Conqueror 
features include—Raise-and-Lower Con- 
trol . . . Adjustable Fluid Control . . . 
Built-in Reset Counter . . . Pressure Con- 
trol . . . Positive Rotary Feed. 


The Heyer Conqueror Model 76, Spirit of ‘76 
gives you for the first time ‘‘push-button”’ 
automatic electric duplicating . . . gives you 
complete freedom from manual effort. 


Write today for descriptive booklet 


THE MEYER CORPORATION 
1830'S. Kostner Ave. Chicago 23, Illinois 
Quality Duplicators and Supplies Since 1903 


For More Information Circle No. 205 
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Peerless Photo Products, Inc., Shore- 
ham, L. IL, has named Seneca Blue 
Print Co., Inc., Buffalo, as its distributor 
in western New York. 


A series of promotions have been 
announced by Royal Typewriter Co., 
New York. M. D. Brown has been 
named to head operations of Royal’s 
Philadelphia branch office. Mr. Brown 
has been with the company since 1938. 
W. W. Pennels, recently appointed sales 
administration manager, has been made 
sales manager, Office Typewriter Sup- 
plies Department. Mr. Pennels has 
been a member of the Royal organiza- 
tion for more than 26 years. J. D. Farr, 
formerly sales manager of the depart- 
ment now headed by Mr. Pennels, has 
been made southern regional sales 
manager. L. W. Siemerling, formerly 
Philadelphia district manager, takes 
over the important post of eastern 
regional sales manager. In its Canadian 
operations, Royal announced the ap- 
pointment of Kenneth L. Johnson as 
vice president and managing director. 
At the same time, it was announced 
that E. A. Jarand had been made vice 
president and treasurer. Finally, it was 
announced that H. J. Feaster, recently 
appointed assistant sales manager of 
the Regal Typewriter Co., has been 
made general manager, succeeding 





Marcus Harwitz, who died recently. 


(Continued from page 176) 

an electronic paging system. Codej 
audible and visible signals ar 
transmitted throughout a_ building 
or factory by superimposing high. 
frequency electronic impulses 
regular AC wiring. Through the 
coded system, personnel can be 
called without disturbing to any 
great degree co-workers in the 
vicinity. Such systems have their 
most practical application in hos. 
pitals, etc. 

Talk-A-Phone Co., Chicago, 
makes a broad line of intercom 
equipment. Talk-A-Phone systems 
are made with self-compensating 
power control units and a variety of 
other developments for improving 
the company’s products and inter. 
com systems. These units are wir. 
less, merely being plugged into any 
available wall socket. The 
modeis made by Talk-A-Phon 
permit a variety of systems to kh 
developed for any form of one-way, 
two-way or combination conversa 
tions. 

Another intercom system employ- 
ing a private dial telephone setup is 
made by Telecom, Inc., Kansas City, 
Mo. The basic unit of the Telecom 
system is a small, self-contained 








=.% y 


inut® 


Is all it takes to com- 
pletely revitalize your 
Apsco Pencil Sharp- 
eners with Apsco’s 
revolutionary new 
development, the 






ACCOPRESS 
BINDERS 


for Economy! 





—_ ) “COMPLETE” 
CUTTER HEAD ASSEMBLY. 

Now, in one convenient, clean operation, office 
personnel can remove the worn, dull cutter head 
and replace with the new. Ask your stationer for a 
demonstration, then order and stock an adequate 
supply for quick, easy replacement. 


Specify, too, Apsco Pencil 
Sharpeners, Staplers, and 

Punches, It costs less to buy 
the best. 





Apsco products inc. 


P.O. Box 840 Beverly Hills, Calif. 
Factories: Rockford, Ill. * Toronto, Canada 
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Find the record you want when you want 
it—ACCO-bind all your business papers. 
With ACCOPRESS Binders of fine press- 
board you'll get the efficiency and conven- 
ience of loose leaf binding for letters, orders, 
contracts, invoices, reports, etc. combined 
with low cost, long life economy in filing. 


Large capacity (expand up to 6”). Stack 
flat. Choice of colors and sizes for every 
need, Ask your stationer. Remember... 
ACCO-bound papers are SAFE papers. 
ACCOBIND folders 
ACCOPRESS binders 
PIN-PRONG binders 
(for marginal multiple punched forms) 
ACCO punches 
and other filing supplies 


ACCO PRODUCTS, Ince. 
Ogdensburg, New York 
In Canada: ACCO Canadian Co., Ltd., Toronto 


For More Information Circle No. 204 
on Inquiry Card—Page 17 





PuRCHASING 





) 
Coded 
IS are 


uilding 
high. 
es On 
th the 
an be 
O any 
inthe 
> their 
n hos- 


hicago, 
tercom 
sy stems 
nsating 
riety of 
oroving 

inter. 
> wire- 
ito any 

many 
-Phone 
; to be 
1e-Way, 
nversa- 


mploy- 
setup is 
as City, 
Telecom 
ntained, 





ck 


ry 


nto 


*HASING 





completely automatic switchboard of 
a size in accordance with a com- 
pany’s needs. Added to this are the 
telephones, paging equipment and 
Speaker-phones to carry communi- 
cations throughout the company. 
The switchboard, which can be in- 
stalled in any out-of-the-way loca- 
tion, plugs into a regular 115 volt 
outlet. 





Portable, wireless units that send by carrier 
waves on 110 volt current are made by 
Vocaline Company of America. 

Portable, wireless intercoms that 
transmit by carrier waves (high- 
frequency waves) on standard 110 
volt, 60 cycle current are made by 
Vocaline Company of America, Old 
Saybrook, Conn. Called Vocatron, 
the units fall into the category of 
all-call communicators. That means 
that all units turned on hear the 
call of any one unit transmitting. A 
simple switching device permits 
either listening or talking with any 
unit. All units are master units in 
that they originate and receive calls. 

The Teletalk systems of Webster 
Electric Co., Racine, Wis., include a 
complete line containing many 
master, slave, speaker, horn, etc., 
units adaptable in a variety of sys- 
tems. Teletalk systems can be 
planned for 10 units, or even more. 
Teletalk units use different audio 
output wattage but all units operate 
on 110-125 volts AC. 

Thus, with the brief descriptions 
of some the equipment, it’s easy to 
see that regardless of the size of a 
company, there are one or more 
manufacturers producing intercom 
systems adaptable to a variety of 
needs. 

Talking takes time, particularly if 
the talker must spend time in trav- 
eling or waiting for some one. Time 
is money, and saving time is, in 
effect, saving money. 

With intercom systems, a com- 
pany provides a fast, efficient and 


relatively inexpensive means of 
providing inter-office communica- 
tions. 


We have accepted the external 
communication lines of the tele- 
Phone and wireless services and 
appreciate their tremendous impor- 
tance in business activity. Now, we 
must also see the importance and 
value of the internal line of com- 
munication. 
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How f Baltimor 


e Business Form 


takes the place of 5 


—and helps speed Musselman’s 
fine food products to your 
table at the same time! 


The C. H. Musselman Company, 
Biglerville, Pa., famous as a packer 
of fine food products, has been a 
customer of Baltimore Business 
Forms for many years. Recently, 
our experts devised a way to incor- 
porate five different forms—invoice, 
railroad bill of lading, truck bill of 
lading, shipping order and factory 
release form—in one. Result: Less 
paper work, speedier invoicing, and 
most important, faster shipment of 


the company’s products to your 
grocer—and your dinner table! 


WHAT’S YOUR PROBLEM? 


Since 1916, Baltimore Business 
Form’s design and manufacturing 
experts have solved countless prob- 
lems in serving over 60,000 of the 
nation’s leading business houses. 
Our wealth. of experience in design- 
ing forms to fill specific require- 
ments ideally qualifies us to help 
you. Remember, often a single sug- 
gestion may save hundreds... even 
thousands . . . of dollars for your 
company. So, write us for help in 
solving your business forms prob- 
lems. No obligation, of course. 


BALTIMORE BUSINESS FORMS 


Saving time and reducing costs in business and industry 


The Baltimore Salesbook Company 








The Baltimore Salesbook Company, 3142 Frederick Avenue, Baltimore 29, Md. 


We are interested in seeing samples of Baltimore Business Forms. 


Name ad a 





Type of Business 


Oe 








! 
| 
| 
| 
| 
Company - 
| 
| 
| 
| 
| 


For More Information Circle No. 212 on Inquiry Card—Page 17 


8 





AMONG THE Associations 





stil | 





Chemical Buyers Meet in Two Cities 








Listening to Mr. Putnam's talk, “Techniques of Market Research for Luncheon speaker O. V. Tracy outlines the important role the chemical 
the Chemical Buyer,” is G. C. Fordyce, general vice-chairman of the buyer can play in his relations with management. 
Chemical Buyers Group. 





This year’s Annual Mid-Winter 

Conferences of the Chemical and 
Allied Products Group, N.A.P.A. 
were held at the Palmer House in 
Chicago and the Commodore Hotel 
in New York. Attendance was 
heavy at both meetings—particu- 
larly so when it is considered that 
their appeal is limited primarily to 
buyers dealing with heavy and fine 
chemicals, Programs at the two one- 
day meetings were identical. 
. The morning sessions were de- 
signed to appeal to both heavy and 
fine chemical buyers. During the 
afternoon, the group was split into 
sections—heavy and fine—so that 
buyers might have greater oppor- 
tunity to discuss the problems 
unique to their particular jobs. 

The day started with a talk on a 
subject of vital importance to every 
imaginative chemical buyer. The 
speaker was J. W. McKinney, as- 
sistant division purchasing agent, E. 
[. DuPont de Nemours & Co. His 
topic was “Cost-Price Analysis—Its 
Value in Chemical Buying.” He out- 
lined the important affect raw 
chemical costs can have on the 


190 


profitability of finished chemicals. 
Since many chemical products, 
alcohol being one good example, can 
be made from a variety of basic raw 
materials, the buyer must watch the 
relative market prices of the var- 
ious materials so as to be certain 
he is getting the one that will re- 
sult in the lowest overall cost. 

“Techniques of Market Research 
for the Chemical Buyer” was the 
next subject taken up. Presenting 
their ideas on this subject were mar- 
ket research managers Mr. P. Fris- 
selle of Dow Chemical Co. and B. 
R. Putnam, Jr., of American Cyana- 
mid. Chemical buyers are overlook- 
ing an important source of market 
information if they don’t work 
closely with their own market re- 
search departments and use the ex- 
tensive data prepared there. 

Also important to the chemical 
buyer is “The Analysis of Chemical 
Packaging Costs.” Giving his views 
on this topic was W. F. Schoen- 
thaler, manager of the distribution 
department of Shell Chemical Corp. 
Mr. Schoenthaler pointed out the 
importance of carefully analyzing 


packaging methods and costs rela- 
tive to function. He observed that it 
is wasteful to buy chemicals 
packaged in a drum when a paper 
bag might do the job equally well 
at lower cost. 

After a break to permit buyers to 
circulate and renew friendships, the 
meeting readjourned for lunch. 
Guest speaker at the luncheon ses- 
sion in Chicago was E. A. Moss, 
vice president, Swift & Co.; in New 
York it was O. V. Tracy, president, 
Enjay Co. Inc. Topic of both speak- 
ers was “Management and the Role 
of the Chemical Buyer.” 

After the luncheon, the group 
split into two sections. Heavy and 
industrial chemical buyers learned 
about “New Sources of Coal Chem- 
icals” from Mr. P. Meeske, assistant 
director of purchases, Dow Chem- 
ical Co. Then Dr. H. G. Johnson, 
director of development, Monsanto 
Chemical Co., told them “What to 
Watch for in the Acetone, Ethanol, 
Rosin, and Soda Ash Markets.” The 
separate session was concluded with 
a panel discussion on “The Value of 

(Please turn to page 198) 
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THANKS TO 
GOULD 
RESEARCH 


BATTERY MATERIALS 
GET A 


SCREEN TEST” 


By projecting spectrographic film records on the 
screen of the Densitometer shown above, Gould 


research engineers can determine almost instantly Americo’s Finest! 


the composition of battery metal samples and GOuD 
predict their performance under actual service. 
Such “‘screen tests”? together with other test 
procedures make sure that you get batteries with 


predictable performance and longer service life. 


Gould research has taken the guesswork out of 

battery-making. Take the guesswork out of tl 
battery-buying by choosing GOULD! 

“BETTER BATTERIES THROUGH RESEARCH” 


iinet « GOULD-NATIONAL BATTERIES, INC. 
TRENTON 7, N. J, 








Always Use Gould-National Automobile and Truck Batteries 
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Industrial Truck Batteries 


©1955 Gould-National Batteries, inc. 
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N.A.P.A. Third District Conference 





Notables touring the St. Louis.Products Display include, left to 
right: Bob Sperreng, Howard Ahi, Paul O’Brien, “Andy” Andrews, 
and George Renard. 


Hard working members of the 
Purchasing Agents Association of St. 
Louis went all out to make this 


year’s Third District Conference 
one of the best ever. In addition to 
a first class program, the Confer- 
ence featured an interesting and 


informative products exhibit. 

The two-day meeting at St. Louis’ 
Jefferson Hotel officially opened at 
10:00 A. M. on Thursday, January 
13. General Conference Chairman 
Robert H. Sperreng called the meet- 
ing to order. Delegates were then 
greeted and welcomed by J. J. Rit- 
terskamp, president of the Purchas- 
ing Agents Association of St. Louis, 
the Honorable Raymond R. Tucker, 
mayor of the City of St. Louis, and 
Fred G. Syburg, vice president of 
N. A. P. A. District Three. 

The group was privileged to have 
as the first principal speaker, 





J. J. Ritterskamp Jr., president of the St. Louis Association, 
congratulates Herschel H. Cole (right center) of the American 
Platinum Works. This booth won the award for being the “most 
informative” at the St. Louis Products Display. Judges were Dean 
S. Ammer, technical editor of Purchasing (far left), and Ray 
Shannon, editor of “Heart of America Purchaser’ (far right). 
The award for the “most attractive” booth went to Precision Steel 


Warehouse Inc. 
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Features Top Flight Program 


N. A. P. A. President Howard Ahl. 
In his talk, “N. A. P. A. Horizons,” 
Mr. Ahl described the tremendous 
growth in the prestige of the pur- 
chasing profession that has oc- 
curred since N. A. P. A. was or- 
ganized. With continued effort, fur- 
ther strides forward can and will 
be made. 

At the luncheon meeting, the fea- 
tured speaker was an old St. 
Louisan, George Renard. The 
N. A. P. A. Executive Secretary- 
Treasurer gave his views on the 
current economic situation in his 
talk, “From One P. A. to Another.” 
Mr. Renard wound up his talk with 
a warning—‘don’t become a casu- 
alty of the confusing problems of 
this age of anxiety.” “Take it easy,” 
he declared. 

The afternoon session began with 
a “Report From the Capital” by Har- 


Principal speaker at the Executive Night Banquet of the District 
Three Conference was E. J. Hanley, president, Allegheny Ludlum 
Steel Corporation. 


old K. Howe, Washington repre- 
sentative and news editor, LaSalle 
Steel Co. The audience found Mr, 
Howe’s comments on the Washing- 
ton scene particularly interesting 
because of his intimate contact with 
events in the capitol. 

“What N. A. P. A. Is Doing in 
Standardization” was discussed by 
a man who has given much time 
and effort to the workings of 
N. A. P. A. He was E. R. “Buck” 
Weaver, vice president of procure- 
ment and contracts, Union Oil Co, 
of California, and a Shipman Award 
Medalist. Mr. Weaver said, “we are 
convinced that the proper applica- 
tion of standardization and simplifi- 
cation offers the purchasing execu- 
tive another important tool to ad- 
vance in stature, both in his per- 
sonal life and within his company 

(Please turn to page 202) 





A special table was reserved for these long time N. A. P. A. 
boosters at the joint luncheon meeting with the St. Louis Sales 
Managers’ Bureau—a highlight of the Third District Conference. 
Seated round the table, from left to right, are John Reynolds, 
Walter Lowry, C. Hy. Brown, Arthur Sherwood, Dr. F. W. Russe, 
Frank A. Smith Jr., W. H. Grant, C. White, and Edward T. Card. 
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holes in GRAMIX. parts 


are practically FREE! 


Oil holes, vent holes and similar small holes can usually be made in GRAMIX 
sintered metal parts at no cost to you. That’s because holes are die-pressed into 
GRAMIX parts, not drilled. And in production quantities the metal saved often 
offsets the slight additional cost of the dies. GRAMIX parts can be 

produced in relatively complicated shapes to tolerances as close as 

0005”. They cost less than similar machined parts, and 

they can be oil-impregnated for self lubrication. 

Write today for full details. 
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tt BRASS AND 


ALUMINUM NUTS 


Fifty years of manufacturing “know-how” 
stand behind Fischer brass and aluminum 
nuts. Combining this experience with 
special high-speed machinery, Fischer 
supplies precision turned nuts at prices 
competitive with those produced by other 
methods... cuts normal delivery time to 
absolute minimum. 


HEXAGON CAP NUTS 


KNURLED THUMB NUTS 


New economies in assembly operations are 
possible with Fischer nuts because each is 
burrless ... tapped square with the face... 
cleaned and degreased... countersunk on 
both sides ...tapped to Class 2 tolerances. 


Specify Fischer turned brass and aluminum 
nuts to fill all of your requirements. An ex- 
tensive line of standard nuts is offered, and 
“specials’’ are produced with speed and 
economy... many types so reg- 
ularly that they have virtually 
become “standards” at Fischer. 


SINGLE CHAMFERED 
HEXAGON NUTS 


we 
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Write today for new complete catalog. 


SPECIAL MFG. CO. 





471 MORGAN ST. e¢ CINCINNATI 6, OHIO 





Chemical Buyers Meet 


(Continued from page 190) 
Chemical Contracts in a Buyers 
Market.” 

Meanwhile, the fine chemical 
buyers were discussing a few cons 
troversial subjects themselves. Par. 
ticularly so was the panel discussion 
on “Buying Domestic vs. Buying 
Import—the Purchasing Agents 
Predicament.” On the panel in Chie 
cago were S. E. Spencer Jr., PA for 
William S. Merrell Co. and E. B 
Andrews, PA for the Pitman-Moorg 





W. F. Schoenthaler discusses chemical 


packaging costs A 


Co. In New York, panel member 
were Dr. L. E. Loyd, chief statistic 
ian of Dow Chemical Co., H. §& 
Radcliffe, executive vice president, 
National Council of American Im 
porters, and George Uhe, president 
of George Uhe Co. Moderator at 
both sessions was Mr. I. Vande 
water, president of the R. W. Greeff 
Co. 

Then buyers heard a “Report of 
A.D.M.A. Raw Materials Packaging 
Improvement Sub-Committee.” I 
Chicago’ it was delivered by W. W. 
Phillips, of Eli Lilly Co.; in New 
York by A. K. Strong of American 
Cyanamid Co. The fine chemical 
buyers concluded their separate 
session. with a panel discussion of 
“Pharmaceutical Quality Control 
and the Buyer’s Problems Today.” 
The sections then rejoined each 
other to hear the group’s gene 
chairman, G. H. Reinier of Abbott 
Laboratories, discuss “What’s Ahead 
for the Chemical and Allied Prod- 
ucts Buyers Group.” This concluded 
the mid-winter conference. 
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FOR FURTHER INFORMATION 

ON PRODUCTS IN THIS ISSUE 

PLEASE USE INQUIRY CARD 
ON PAGE 17 
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the new 


U.S. ROYAL / 


HERE’S WHAT PURCHASING AGENTS SAY: 
“Longer service life. U.S. Royal Gold is so flexible 
a we get fewer failures at terminal connections. Mainte- 
MEAT WELDERS SAY: nance costs go down, replacements are few and far be- 
_ ” 
o handle. It’s so light and flexible I don’t tween. 
as 4 4 ° “to . 
e usual ‘drag.’ A cinch to handle in cramped ff Superior impact resistance. Tests show that US. 
quarters.” Royal Gold Welding Cable possesses greater resistance 
“I get easier grip. The fluted jacket does it. U.S. to impact than conventional constructions. It shows up 
Royal Gold coils easily, resists kinks and tangles.” on my cost sheets. 
. . . hd 1 i J es 
“Easier to see because of the bright yellow color. | “Lower accident insurance charges. U.S. Royal's 
I don’t trip over it. And I can easily tell it from the bright yellow color catches everyone’s eye. It also keeps 
black cable whenever I have to use two cables on workmen from running vehicles over it or letting equip- 
the machine.” ment drop on it. Result: U.S. Royal Gold lasts even 
“The fluted jacket has a greater surface area. That longer. 

a 4 . ° ¢ -e Ste 
makes the cable cooler to handle, because heat is It has high resistance to moisture —thanks to its 
dissipated quicker.” 60% natural rubber jacket and its 60% natural rubber 

insulation.” 


WRITE ADDRESS BELOW FOR FREE FOLDER Made exclusively by United States Rubber Company 

that gives facts demonstrating the superiority : 7 

of U.S. Royal Gold Fluted Welding Cable. and available at your electrical supply house. 
UNITED STATES RUBBER COMPAN Y 


Electrical Wire and Cable Department « Rockefeller Center, New York 20, New York. 
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EASIER 
CUTTING 


less worker 
fatigue 








No. 654 


UTICA SPECS on the 
No. 654 pliers require 
cutters to be so tough 
they must cut .092” 
tempered steel plow 
wire and so accurate 
they snip .003” bond paper 
like scissors. Must also make 
90° bends in .062” plow 
wire. This is typical of the 
rigid quality control tests all 
Urica Toots® must pass. 


And there’s a big bonus in these 
Urica® pliers —an extra that you dis- 
cover only as you use them. The cutters 
are hand honed and extra-hardened by 
electronic induction — so they keep fac- 
tory-sharp longer...and give easier, 
quicker cuts in heavy production work. 
You gain more speed and less worker 
fatigue — big reasons why UTIca® pliers 
pay off. 


Your industrial supplier stocks 
Utica Too ts® or can get them for you. 
It will pay to standardize on UTICA. 





UTICA DROP FORGE & TOOL Corp. 
UTICA 4,N.Y.— 


In Canada: Adlam Tool & Supply Co., Ltd., Montreal 
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(Continued from page 192) 
and industry. 

Nelson J. Gibbons of the Motor 
Wheel Corporation was the next 
speaker. He followed up the stand- 
ardization theme put forward by 
Mr. Weaver and gave PA’s some 
good tips on working with engineers. 
Said Mr. Gibbons, “don’t treat them 
like in-laws; they are honest-to-God 
kinfolks.” Mr. Gibbons concluded 
“the biggest single contribution the 
PA can make to the standardization 
program is to create an atmosphere 
within his company of working with 
standardization and not at it. 





“Chet” Ogden of Detroit Edison, past N. A.- 
P. A. president and chairman of the N. A.- 
P. A. Business Survey Committee, delivers 
the “Business Survey Report” at the Third 
District Conference. 


After a recess to give delegates a 
chance to see the Products Display, 
came the main event of the evening, 
the Executive Night Banquet. At 
this affair were both PAs and their 
bosses. Following dinner, three 
prominent executives looked into 
their crystal balls and commented 
on the outlook for 1955. They were 
Howard F. Baer, chairman of the 
board of the St. Louis Chamber of 
Commerce, Ethan A. H. Shepley, 
chancellor of Washington Uni- 
versity, and Howard Ahl, president 
of N. A. P. A. and director of pur- 
chases, Phillip Morris & Co. The 
three speakers were universally 
optimistic on the outlook for both 
St. Louis and the nation. 

Principal speaker speaker at the 
banquet was Edward J. Hanley, 
president of Allegheny Ludlum 
Steel Corporation. His topic was 
“Metal For the Atomic Age”. Mr. 
Hanley described the almost mirac- 
ulous developments that have been 
made in alloys to serve the ex- 
tremely severe heat and _ tensile 

(Please turn to page 206) 
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ll HERE'S A 


me-UP 


TO GIVE YOU 
MORE 
FOR YOUR MONEY 


These two new Star Hack Saw 
Frames provide convenience 
| features and quality features 

} found in no other frames. 


= 


% 
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EXAMPLE: 
=< 


NEW 
STAR No. 10 


Green Tenite 
handle, one- 
piece, heat 
treated, solid 
steel back 





Blades are easily, in. 
stantly changed 
ply by movi 
exclusive § 


B 


j : cam-action lever 
with long- 

A wearing, rust- der the handle. 
i) proof, crackle 
4: finish, and 12- EXAMPLE: 
_ > 
= inch Star Un- . 
: breakable ~s 

Special Flexi- 

ble Blade, 
> Ast Price A quick, simple 
w 





movement oft 
tension bar adju 
for 10-inch or 
inch blades. 





NEW 
’ STAR No. 15 


Red Tenite 
handle, one- 
piece, heat 
treated solid 
steel back 
+ with smooth, 
"= high - gloss 
rustproof 
: ish, with Star 
“Moly” High 
Speed Blade, 


74 


LIST PRICE 


STAR No. 20 
long the top-quality favorite of 
mechanics. 





Order from 
Your Star Distributor 


CLEMSON BROS., Ine. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack Saw 
Blades, Frames, Metal and Wood (ul 
ting Band Saw Blades and Clemson 
Lawn Machines. @ ux 
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DOES YOUR =~ 
LUBRICATION 


INVENTORY 





Pure Oil research has developed a special line of multi- 
purpose lubricants for industry. Why multi-purpose lubri- 
cants? It’s this simple: the fewer the lubricants, the lower 
your inventory ... the less chance for error in application 
(and resulting “down time’’)...and the fewer the man- 
hours needed for ordering, stocking and application. 

Experience proves that, in the average plant, a maxi- 
mum of six Pure Multi-Purpose lubricants is all you need. 
Let Pure Oil’s industrial engineers show you how to stream- 
line your lubrication program. Reverse the charges to 
your nearest Pure Oil office. Call now. 





FREE BOOKLET tells 
Acad ‘How toSimplify and 

Save.’’ Write The Pure Oil 
Cc ompany, 35 E. Wacker 
Drive, Chicago 1, Illinois. 
(Offer limited to Pure Oil’s 24- 
state marketing area.) 


Be sure with Pure PURE MULTI-PURPOSE LUBRICANTS 


Sales offices located in more than 500 cities in Pure'’s marketing area 











LAMINATED SHIM CO., INC. 
STAMPINGS 





tue DIES are yours FREE! 


Yes, we do hundreds of stamp- age stampings house... includ- 
ing jobs without making spe- _ ing an arsenal of blanking dies 
cial tools—and there’s a good and punches...and we've 
reason for this. In stamping acquired unusual production 
out laminated shims for over techniques and skills. This 
forty years, we've developed equipment and these special 
much special equipment and skills are at your service with- 
tooling unknown in the aver- out charge. 


ROCK-BOTTOM PRICES ...BY THREE METHODS! 


These three separate production techniques are judiciously 
applied to save you money on your stamping needs! 


MACHINE CUT METHOD. Regardless of quantity, we have the method that 
fits your needs best! For half-a-dozen or a few hundred stampings, our 
Machine Cut Method produces the stampings at amazingly low cost. 


SHORT RUN METHOD. As quantities increase, we shift to the Short Run 
Method, with stock tooling and temporary dies—such as the surpris- 
ingly low-priced Hecht-type die. 

PRODUCTION METHOD. Or we shift to our Production Method using 
high speed self-feeding presses. 


For full information, send for our free 12- 












O COMPANY, INC. O 


LAMINATED oO 


page booklet “Service In Stampings.” And 
next time you need stampings, why not let us 


7 
T 


bid—and discover the savings we offer you! 


SYAW PINGS DIVISION 


“ONE PIECE OR ONE MILLION” 
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2403 UNION STREET © GLENBROOK, CONNECTICUT 
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(Continued from page 202) 
requirements of atomic equipment. 
He predicted increasing demand 
for stainless and electrical steels 
as the nation progresses toward 
widespread adaptation of atomic 
energy for civilian purposes. 

The second day of the conference 
opened with “The Business Survey 
Report” delivered by the new head 
of the N. A. P. A. Business Survey 
Committee, Chester F. Ogden. Mr. 
Ogden described how previous re- 
ports had proved so useful because 
of their high percentage of accuracy. 
The purchasing agent is so close to 
actual changes in business condi- 
tions that he can sense them long 
before they are indicated in official 
statistics. The outlook for early 
1955, according to Mr. Ogden, is 
very optimistic. 

The balance of the morning was 
devoted to discussion of new mate- 
rials and processes which many 
PAs might well wish to investigate 
for possible use on their own prod- 
ucts. “Magnesium Makes Its Move” 
was the subject of a talk by E. E. 
Van Stee of the Dow Chemical Co. 
He described the Dow Chemical 
Company’s new Madison plant 
which provides low cost production 
of magnesium and outlined some of 
the new applications for the metal. 
He pointed out that “the Paley Re- 
port ... predicts that the consump- 
tion of magnesium in this country 
will grow 1845% in the next 20 
years.” Huntley M. Campbell of the 
Olin Mathieson Chemical Corpora- 
tion described “The Roll-Bonding 
Process, A Revolutionary Method of 
Intricate Metal Forming.” 

The luncheon meeting featured a 
joint meeting with the St. Louis 
Sales Managers’ Bureau. Principal 
speaker was E. F. Andrews, director 
of purchases for Pitman-Moore Co. 
and past president of N. A. P. A. 
Appropriately enough, Mr, An- 
drew’s topic was “Selling and Pur- 
chasing . . . Tomorrow.” 

The important topic of “Selection 
and Training of Purchasing Per- 
sonnel” wasn’t neglected. A real 
expert on this problem gave his 
views at the afternoon meeting. 
He was Harold F. Jones, purchas- 
ing agent of E. I. DuPont de 
Nemours & Co. and chairman of the 
N. A. P. A. Committee on Educa- 
tion. The Conference was concluded 
with an address, “The Fault, Dear 
Brutus .. .” by Reverend Trafford 
P. Maher, S. J., director, Depart- 
ment of Education, St. Louis Uni- 
versity. Father Maher’s humorous 
and thought-provoking talk set just 
the right tone to close one of the 
best district conferences yet held. 
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ROEBLING ANNOUNCES TO AMERICAN INDUSTRY 


IT’S NEW ROYAL BLUE WIRE ROPE... 2 
OZ 


SSS CS READS 


SS SSVsa°qua 
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CYy 


STRONGER THAN YESTERDAY’S STRONGEST! 
VASTLY INCREASES — EVEN DOUBLES — SERVICE LIFE! 


WITH THE DEVELOPMENT of Roebling type 1105 wire —the finest high 
carbon rope wire ever produced — Roebling leads the field in bringing American 
industry the unprecedented efficiency and economy inherent in its new ROVAL 


BLUE Wire Rope. 


* Roebling is ready to supply the new ROVAL BLUE Wire Rope in 
EVERY DIAMETER from 14” to 344” and in EVERY STANDARD CON.- 
STRUCTION with an independent wire rope core. 


* Roebling guarantees ROYAL BLUE Wire Rope to be at least 15% 
stronger than any standard wire rope of the same size and construction 


formerly available. 


* RoeblingROVAL BLUE Wire Rope has unequalled resistance to im- 


pact, crushing, abrasion and fatigue. 


Write us for the full story onROVAL BLUE Wire Rope, or 


contact your distributor or nearest Roebling branch office. 


ROE Ee L_iRi¢gz& 


Subsidiary of The Colorado Fuel and Iron Corporation 


JOHN A. ROEBLING'S SONS CORPORATION, TRENTON 2, N. J. eRancHes: ATLANTA, 934 AVON AVE. + BOSTON, S$! SLEEPER ST. + CHICAGO, 5525 


W. ROOSEVELT RD. + CINCINNATI, 3253 FREDONIA AVE. + CLEVELAND, 13225 LAKEWOOD HEIGHTS BLVO. + DENVER, 4801 JACKSON ST. + DETROIT, 91S 
FISHER BLOG. + HOUSTON, 6216 NAVIGATION BLVD. + LOS ANGELES, 52340 £. HARBOR ST. +> NEW YORK, 19 RECTOR ST. + GOESSA, TEXAS, 

1920 ©. 2ND ST. + PHILADELPHIA, 230 VINE ST. + SAN FRANCISCO,1740 17TH ST. * SEATTLE, 900 IST AVE. S. + TULSA, 321 N. CHEYENNE ST 
* EXPORT SALES OFFICE, TRENTON 2, N. J, 
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A second’s glance will tell you there’s a difference in purpose 
as well as shape between the plug and fly above. Companies 
differ in the same way and it won’t take long to find that 
Titeflex is a “different” kind of company. Take originality 
—years of work on specially engineered jobs have made 
Titeflex people original in their thinking so you won’t 
get routine answers to your $64 questions. More important, 
they know their business and you’ll find you can talk 
over your troubles with them. And above all, Titeflex 
people are friendly, anxious to help. If you want to be 
treated individually, differently, you may like 
Titeflex a lot. Many others do. The coupon 
below will bring us together. 





[] Seamless Metal Hose 


C0 dha'Shieiaing 








[_] Precision Bellows [] Quick-Seal Couplings 








Titeflex, Inc. 

Industrial Products Division 

513 Hendee Street 

Springfield, Mass. 

Please send me without cost information about the Titeflex products checked above. 
Name 

Title 
Firm 
Address 














City Zone State 








Left: Fresh water plug for Pickerel and Bass, Right: Fresh water fiy for Brook, Brown and Rainbow Trout 
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Jessop Steel President 
Speaker at lowa Meet 


The February meeting of the 
Purchasing Agents Association of 
Central Iowa featured a_ real 
“double-header” program. First, 
there was an educational forum at 
which the much - talked - about 
Westinghouse movie, “It’s Your De- 
cision,” was shown. Then came the 
regular dinner meeting which fea- 
tured as guest speaker, Frank B, 
Rackley, president of the Jessop 
Steel Corporation of Washington, 
Pa. The 38 year-old steel executive 





Frank B. Rackley—guest speaker at a recent 
Central lowa Ass’n meeting. 


proved to be a forceful and dynamic 
speaker. He described how Ameri- 
can industry is today faced with a 
dilemna, Costs are rising but com- 
petition is preventing higher prices 
to consumers in most cases. Ac- 
cording to Mr. Rackley, the best 
place to increase profits—and some- 
times one of the most overlooked 
—is in the purchasing department. 
Since purchases frequently amount 
to 50% or more of a company’s sales 
dollar, they present a challenging 
area for reducing costs and upping 
profits. 


+ # 


Announce Program for New York 
Association 3-Day Seminar for 
Management Development 


A three-day seminar on “Manage- 
ment Development for Purchasing 
Executives” will be conducted by 
the Purchasing Agents Association 
of New York at the Waldorf-Astoria 
Hotel on March 22-24. The confer- 
ence is being held in association 
with Management Development As- 
sociates, a firm of professional man- 
agement consultants. 

The seminar will open on Tues- 
day morning, March 22, with a ses- 
sion on how to get the most out of 
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the conference, with discussion on 
how to listen and participate, and 
distribution of printed materials. 
Opening subject will be “Why the 
purchasing executive has a prob- 
lem” and where to start in under- 
standing it. Discussion will continue 
on what the purchasing executive 
can and should do about it “in prin- 
ciple.” (His objectives: to increase 
productivity, “build” belief and im- 
prove “predictability.” 

The luncheon session will feature 
a joint meeting of the Purchasing 
Agents Association and the Sales 
Executives Club. 

The afternoon portion of the con- 
ference will cover how a major com- 
pany assessed the significance of its 
“purchasing problem” and what the 
general manager thought of the 
findings. How the “case study” ap- 
plies to other organizations and the 
“management cycle” of the purchas- 
ing agent will be the day’s conclud- 
ing subjects. 

The morning session on Wednes- 
day, March 23 will take up informa- 
tion as a management tool. It will 
deal with basic approaches to in- 
formation gathering, analysis, eval- 
uating, storing and _ transmitting; 
how “information” gets lost, or dis- 
torted in the problem-solving, de- 
cision-making and communications 
processes—and how to minimize the 
consequences. 

Guest speaker at the luncheon 
session will be Lionel J. Powell, 
management consulting service, 
General Electric Company, on “The 
Managerial Role of the Purchasing 
Executive.” 

The afternoon session will be de- 
voted to “problem-solving  tech- 
niques’—a _ realistic approach to 
management planning and analysis, 
with specific step-by-step proce- 
dures. “Getting People to Work 
Together”—information and_ the 
problem of getting results through 
others, will conclude the day’s pro- 
gram. 

On Wednesday, March 24, the 
Opening session will cover manage- 
ment analysis techniques applied to 
purchasing. Topics to be discussed 
include functional analysis; activities 
analysis; relationships analysis; per- 
formance standards; control report- 
ing and evaluation of results. These 
techniques—with emphasis on rela- 
tionships analysis—will be applied 
in an actual work session designed 
to encourage each participant to 
apply the techniques to his own 
Situation. 

Russell L. Miller, manager of 
manufacturing, Post Cereals Divi- 
sion, General Foods Corporation, 


(Please turn to page 212) 
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end your quick coupling 





problems the QUICK-SEAL way 


If you haven’t seen the new Titeflex QUICK-SEAL 
Straight-through and Check-valve Couplings— you have 
a pleasant surprise coming. These new Couplings. . . 
1. Are leakproof. The higher the pressure, the tighter 
the seal. 
Coupleand uncoupleinONESECOND— without tools. 
Prevent hose kinking —through their 360° swivel action. 
Are slim, easy to handle, not awkward and bulky. 
Have no projections to snag or bend. 
Have heat-treated steel bearing surfaces and stainless 
steel ball bearings and springs for long life. 
7. Are made in a variety of alloys and in many sizes up 
to 12” diameter. Are interchangeable in the same size. 
Titeflex QUICK-SEAL Couplings are made in the follow- 
ing types — Straight-through, Single- and Double-Check- 
valves. The Straight-through type has a smooth bore for 
free flow without obstructions. Write today for Tite- 


flex QUICK-SEAL Coupling Catalog. 


Aue YD 


Titeflex, Inc. 
Industrial Products Division 
513 Hendee Street 
Springfield, Mass. 
QUICK-SEAL COUPLINGS 
I’m interested in the possibilities for your new Quick-Seal Hose Coupling. 


Send me complete catalog—no obligation of course. 





Title 








Address 
City Zone 











The HIGHER the Pressure the TIGHTER the Seal 
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Ue CLEVELAND CONTAINERS 








CLEVELAND 





We manufacture tubing of every kind, type and size in 
chipboard, jute or kraft . . . in diameters up to 24”... 
in lengths and wall thicknesses as desired. 


For added protection all such tubes may be wax impregnated 
or lined with special grease-proof or anti-corrosive papers. 


We can print direct on tubes up to 3” in diameter. Pre- 


printed papers can be furnished for all tubes regardless 
of diameter or length. 


For many ELECTRICAL uses we supply tubes of high 
grade, chemically pure, dielectric kraft paper, fish paper, 
cellulose acetate, or other similar films for the component 
parts of insulators, spacers, coil forms, condensers, capaci- 
tors, resistors, etc. 


For special electrical grades of laminated phenolic tubing, 
please send for brochure on ““CLEVELITE.”® 


Why pay more? For Good Quality . . . call Cleveland! 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 

e All-Fibre Cans ¢ Combination Metal and Paper Cans 

® Spirally weene Tubes and Cores 7: all Purposes 

* 

PLANTS AND SALES anuans: Cleveland, Chicago, Detroit, eine Plymouth, Wisc., 
rg, N. Y., Jamesburg, N. J., Los Angeles + ABRASIVE DIVISION at Cleveland. 

SALES OFFICES. Grand Central Terminal Bidg., New York City; Washington 

Gas Light Bldg. Washington, D.C.; West Hartford, Conn.; Rochester, N. Y. 


Cleveland Container Canada, ttd: PLANTS AND SALES OFFICES: Toronto and 
Prescott, Ont. « SALES OFFICE: Montreol. 











(Continued from page 211) 
will be guest speaker at the lunch- 
eon on “How A ‘Requisitioner’ 
Looks at the Purchasing Function.” 

The afternoon and final session 
will be devoted to “The Mechanics 
of Management Development Plan- 
ning.” 

Members of the Educational Com- 
mittee of the Purchasing Agents 
Association of New York who will 
participate in the sessions are: 
Chairman Walter E. Cummin, White 
Laboratories, Inc.; Carl T. DePrima, 
Hoffman-LaRoche, Inc.; William C. 
Gretsch, Jr., Warner-Chilcott Lab- 
oratories, Division of Warner-Hud- 
nut, Ine.; John C. Lynch, American 
Tobacco Company; Donald _ H. 
Lyons, Johns-Manville Corporation. 
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B. C. Ass’n Gets New Officers 


The regular monthly meeting of 
the Purchasing Agents’ Association 
of B. C. was held January 11, 1955, 
in the Banquet Room of the Hotel 
Vancouver. 

A very excellent address on the 
growth and development of televi- 
sion was given by Mr. F. H. Elp- 
hicke, vice-president and general 
manager of Radio Station CKWX. 
Today twenty-four private stations 
and seven CBC stations are in op- 
eration across Canada. These sta- 
tions are serving over one million 
television receivers. The rapid 
growth of this entertainment media 
has been phenomenal as television 
is still in its infancy. Mr. Elphicke 
gave his audience a glimpse as to 
what the future has in store. Some 
of the items mentioned are being 
offered to the American public al- 
ready such as the opening night of a 
Broadway play being brought to 
millions of viewers in their own 
living rooms. From Mr. Elphicke’s 
remarks it would appear the future 
for television is very bright indeed. 

It was with great regret that the 
resignation of our president, H. G. 
(Bob) Nichols, was accepted. In- 
stallation of the new officers was 
carried out by National Director 
Harold Kellington. Those appointed 
were president, W. G. (Bill) Gour- 
lay, first vice-president, W. O. (Bill) 
Bromley, second vice-president, A. 
(Art) Nursery. Bill Gourlay’s first 
official act was to make a presenta- 
tion on behalf of the Association to 
Bob Nichols. 

The first educational meeting of 
1955 was held in the Grosvenor 
Hotel at 6:00 p.m. on Tuesday, 
January 25, with Committee Chair- 
man Stu Jagger presiding. 

(Please turn to page 216) 
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HERE’S WHAT WILLSON 


SUPER-TOUGH 


HATS HAVE THAT NO OTHER 


SAFETY HAT HAS! v/ 








It takes more than a strong, 
tough hat shell to provide 
full head protection—both 
external and internal! Only 
Willson Super-Tough® Hats and 
Caps give you that extra pro- 
tection! 


And that extra protection and 
wearer comfort is possible be- 
cause of this unique, patented 
geodetic crown strap and pneu- 
matic head band, developed by 
Cornell Aeronautical Laboratory, 
Inc. 


Get the complete story on this 
new, revolutionary, scientific ad- 
vance in head protection. Write 
for this new manual and catalog 
on head protection. 





Ww) 


More Than 300 Safety Products 


Patented pneumatic cush- 
ioned, all plastic head 
band providing scientific ‘‘metered air’’ 
shock absorption. 


Super-Tough® hat cut away to show 
how the patented head gear fully 
cradles the head. 


Geodetic crown strap pro- Y 
vides stable support in 

all directions with no concentra- 
tion of load in tie string on top 


of the head. 


» 


ee a 


“tte 
< ~~ “a 
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Carry This Famous Trademark 


WILLSON 


Leaders in Research and Development of Safety Equipment Since 1870 


WILLSON PRODUCTS, INC., 221 WASHINGTON ST., READING, PA. 
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Owing to illness, the sched 
speaker Mr. Gardiner, office se 
ices manager of the B. C. Electrig 
Company, Limited, was unable 
attend and David Montgomery sub 
stituted for him very ably. © 

The film “139 Steps”, locally pre 
duced in Technicolor by the B, 
Electric Company, Limited, 
dealing with work simplification j 

















office organization, was shown ag 
commented on by Mr. Montgome 

The visual stressing of duplicatig 
of effort and very many unnecegs 
sary steps in moving papers through 
a large office were points of inte 
to all attending. An active question 
and comment period following the 
film showed the interest created, 

January’s plant visit was to o 
of the B. C. Telephone Compar 
Exchanges. This visit was arran 
so that the members could 
understand the inner workings 
a telephone system and operatic 
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Conn. PA’s Hear Mel Allen 


Mel Allen, radio and _ televisi 
sportscaster addressed the Southe 
Connecticut Purchasing Associatj 
at its regular monthly meeting 












Tuesday, February 8th at the Chir 
ney Corner Inn in Stamford. ' 
This association is made up of pur 
chasing agents and buyers from in- 
dustries in the Old Greenwich, 
Greenwich, Port Chester, Stamford, 
Norwalk and Danbury areas. 

Although the main theme of this 
association is procurement and re 
lated subjects, the group is made up 
of many sports enthusiasts and en- 
joyed Mr. Allen’s talk. 

A plant visitation to the American 
Felt company, Glenville, has been 
arranged by George McShane, Pur- 
chasing Agent of that company, for 
members interested in their mant- 
facturing operations. 


~ ¢ 7 


Louisville Ass’n Meets 


A General Electric executive pre 
dicted at a recent meeting of the 
Purchasing Agents Association of 
Louisville that “prices are firm 
will stay that way.” He was Paul 4 
Wassmansdorf, manager of market 
ing for the home laundry depart 
ment of G. E.’s major appliance divi- 
sion. The guest speaker at the 
Louisville Association meeting com 
tinued, “there is no indication that 
prices are coming down.” He warm 
that “wages undoubtedly will com 
tinue to rise this year.” 

For More Information Circle No. 2% 
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LINDSAY RIPE OLIVE COMPANY, LINDSAY, CAL. 
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Thermoid Conveyor Belting Therese 


Industrial 
Rubber Products 


wts handling costs is.ls 
on many types of jobs 


There’s a Thermoid Conveyor Belt designed to lower a an sta 
handling costs in every type of plant. Each belt is best suited one le 
for the particular type of service recommended. Take food 

processing for example: CANNERS (WC & PC)—For han- 

dling vegetables, fruit and other foods. Resists acids. Imparts 

no taste or odor. Available in white or peach color covers. 

CANNERS C—Ideal for use where food is not in direct contact 

with belt. For packages, waste and refuse; RUF FTOP—Thou- Fron Canale 

sands of irregular gripper points guide smooth surfaced articles 

up inclines to 35°. 


These belts cut costs in the food industry. But no matter what 
you handle Thermoid Conveyor Belting will cut your costs... 
stay on the job longer... reduce down time. Your Thermoid Dis- 
tributor can help you select the Conveyor Belt best suited for 
your requirements. If you prefer, write direct for Catalog 3679. 


hermoid 


any * Offices & Factories: Trenton, N. J., Nephi, Utah 


Sa 











YOUR 
DEPENDABLE 





SOURCE FOR 
QUALITY 
NAME PLATES 
AT THE 
RIGHT PRICE 





Our experience, skilled craftsmanship 
plus the latest and best equipment 
enable us to provide standout 
identification of your products 

at the right price. You can depend 

on us for plates that reflect 

the quality of your products. 


GET OUR QUOTATION Send a rough sketch, 
blueprint or sample, with specifications, for 
quotation—without obligation to you. Or write 


us fully about your requirements in name 
plates, instruction plates, dials, panels, scales, ete, 
Write for free book, “Etched or Lithographed 
Metal Products of Quality,”’ containing full 





color examples, 


CHICAGO THRIFT-ETCHING CORPORATION 
1555 NORTH SHEFFIELD AVE., CHICAGO 22, ILL., DEPT. C 
Metal Name Plates, Dials and Panels, Etched or Lithographed « Etched 
Metal Scales, Clock Dials, Trophy Plates, Plaques, Advertising Special- 
ties * Etched Metal Panels for elevator and architectural uses * Coin 


Banks * Lithographed or Screened Plastic Name Plates or Dials * Alu- 
minum Anodizing by the Alumilite Process. 


SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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Magazine Editors Speak at 
Purchasing-Sales Meeting 


Editors of leading business maga. 
zines were the principal speakers 
at a joint meeting of the Sales 
Executives Club and the Purchas- 
ing Agents Association of Reading 
on January 17. The annual affair 
was held in the Iris Club, Wyomis- 
sing. 

John H. Caldwell, managing ed- 
itor of Sales Management Magazine, 
spoke on the traits of the outstand- 
ing salesman. This salesman, he 
said, plans every presentation be- 
fore he makes it; organizes his 
interview before he calls; puts serv- 
ice to the customer above profit 
to himself; understands his own 
proposition thoroughly and under- 
stands the aims and problems of his 
prospects. The good salesman, said 
Caldwell, never gives up, no matter 
how hopeless the situation looks, 


The star salesman, he added, can 
advise the purchasing executive on 
market conditions. “The purchasing 
agent” he said, “will probably know 
something about more things in his 
company than anyone else. But the 
salesman is a specialist who deals 
in one commodity and he is in a 
position to advise the buyer spec- 
ifically about the trend of prices 
on his commodity.” 

Paul V. Farrell, managing editor 


cof PurcHastnc Magazine, spoke 


on “What the Purchasing Agent 
Expects of the Salesman in 1955.” 
Sales people, he said, often desig- 
nate each coming year in such terms | 
as the “year of the hard sell,” the 
“vear of the big pitch.” Purchasing 
people could well designate 1955 
as “the year of the search for value,” 
Farrell declared, since the technique 
of value analysis would be used 
to its utmost in industrial purchas- 
ing from now on. 

He pointed out that value analysis 
—the analyzing of every purchased 
part, material and service to see 
that it is giving greatest value at 
lowest cost—has been established 
in various ways in different com- 
panies. The basic idea in all sys- 
tems, however, is the same, he said. 

Mr. Farrell pointed out that ven- 
dors’ products would be subject to 
acute questioning by purchasing 
as to their value and applicability, 
and it behooves the salesman to be 
prepared not only to answer those 
questions but to be ready to of- 
fer new cost-reduction ideas, He 
declared that purchasing agents, 
pressed by management for better 
performance at lower cost, would 
be looking on the salesman as an 
ally in “the search for value.” 

For More Information Circle No. 252 
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AIRCO items 


for inert-gas-shielded 
arc welding 


Air Reduction is your preferred 
source for the shielding gases 
you need. Argon, helium, or a 
mixture of gases are employed for 
Aircomatic, Heliwelding, and 
Aircospot. Airco supplies them 
all. Prompt bulk delivery, as well 
as by the cylinder, are obtainable. 


Consult your Airco District Of- 
fice for specific information con- 
cerning gas mixtures and recom- 
mendations based on the type of 
work you are doing. 





Airco supplies a complete 
range of tungsten electrodes for 
AC and DC Heliwelding. Elec- 
trodes are available in pure tung- 
sten, thoriated tungsten, (Thor- 
Tung) and zirconium tungsten. 
All three types are offered in 
seven diameters from .040” to 
¥2” and in four lengths from 3” 
to 18”. Other lengths of all elec- 
trodes on special order. 


Aircomatic-Heliweld filler wire 
is processed to conform to the 
highest standards for surface fin- 
ish, cast and cleanliness. Its 
use assures smooth, uninterrupted 
wire feed. Specifically designed 
for use in the Aircomatic manual 
and. automatic head, and the 
Heliweld filler wire feeder. Write 
for literature on these items. 


Marcu, 1955 





Western Mass. Ass’n Gets 
First Woman Member 


The first woman to belong to the 
Purchasing Agents Association of 
Western Massachusetts in all of its 
40-year history was introduced at 
the January meeting. She was Miss 
Mary A. Ashe, purchasing agent 
at the Diamond Match Co. Hearty 
applause followed her introduction 
by Membership Chairman John 
Campbell. Other new members of 
the group (which now numbers 
about 150) include: John Rigby Jr. 
and William J. Driscoll of Hamilton 
Division of United Aircraft and 
Thomas J. Murray of T. J. Murray 
Co. Program at the meeting fea- 
tured a showing of the movie, “It’s 
Your Decision.” 


= £ 


Roger Gay Speaker at 
Rochester Meeting 


Members of the Purchasing Agents 
Association of Rochester recently 
heard a talk on one of the most 
important phases of purchasing by 
a speaker who qualifies as an expert 
in the field. The topic was “Stand- 
ards and the Seven Keys to Suc- 
cess.” The speaker was Roger E. 
Gay, president of the Bristol Brass 
Corporation and past president of 
the American Standards Associa- 
tion. Mr. Gay explained how stand- 
ardization can reduce costs and save 
time. 


v q 7 


P. A.’s Inc. Elect Officers 





H. M. Munson of Bendix Radio in Baltimore 
is the newly elected president of P. A.’s 
Inc. Other officers are: S$. Oser, Tech- 
Master, vice president; A. Schneiderman, 
Olympic Radio, treasurer; B. Trimboli, C. B. 
S. Columbia, corresponding secretary; and S. 
Woolson, Emerson Radio, recording secre- 
tary. All purchasing agents in the electronics 
industry on the East coast are eligible for 
membership in this association. 





now frames 


COLORFUL 
FUNCTIONAL 
DESIGN 


The new Victor No. 10 
and No. 15 frames fit 
either 10-inch or 12-inch 
blades, yet are built around a solid, one- 
piece steel backbone, the most rigid con- 
struction ever devised. New under-the- 
handle lever-lock automatically — 
instantly — puts correct 
tension on every blade. 
Colorful molded Tenite 
handles appeal to eye and 
hand, 
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VICTOR No, 10 


LIST PRICE Vk 
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VICTOR No. 15 Ba 8 
$243 > 
LIST PRICE bd 


Red handle 

smooth high - gloss 
rustproof finish 
Complete with 12 
inch Victor ‘‘Moly”’ 
High Speed Blade 


VICTOR No. 20 
List price $3 
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Long-time mechanics’ favorite. Adjustable 
for 10-inch or 12-inch blades. Extra-leverage 
tension lock. 


Sold Only Through 
Recognized Distributors 


VICTOR o-. 


SAW WORKS, INC. + MIDDLETOWN, N. Y., U.S.A, 
Makers of Hand and Power Hack Saw Blades; 
Frames; Metal & Wood Cutting Band Saw Blades, 
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Pera “caer ame be costly—costly in initial installa- 
tion, continual maintenance, flow resistance, pressure- 
loss, erosion, and corrosion. 


You can “‘cut the corners that cost” with Globe Welding 
Fittings. Installation is simpler—faster. Your piping is 
ifer, stronger with less weight—needed space reduced 
insulation is easier and faster. There is less chance for 





THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 
Fittings Department 
3839 W. Burnham St. ® Milwaukee 46, Wisconsin 


For More Information Circle No. 


erosion, corrosion, and leakage to develop because of the 
smooth inner walls, true radii and circularity of Globe 
Welding Fittings. Liquids and gases flow smoothly with 
less resistance and pressure-loss. 


Decide to“cut the corners that cost”’on your next piping job 
— specify and use Globe Precision-Process Welding 
Fittings. 
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How you 
can save time and 
money when your 


blueprint calis for 


STAINLESS 
STEEL 








Stainless Steel Plate IN STOCK... 


Write for Carison Weekly Stock Lists. 
Address: G. O. Carlson, Inc. 
Thorndale, Penna. 


y 
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CARLSON _ 


Plates - Plate Products - Forgings - Bars - Sheets (No. 1 Finish) 





When your blueprint calls for stainless steel 
plate, you’ll want material of highest quality, 
produced by specialists in the field, and deliv- 
ered to you on time. When you want all that, 
and economy too, you'll find the answer at 
G. O. Carlson, Inc. 

As one of the leading producers of stainless 
steel plates, heads, rings, forgings, flanges, and 
other stainless components, G. O. Carlson, 
Inc. uses the finest equipment in the industry 
to fill your orders quickly, efficiently and eco- 
nomically. Clean edges are a rule of the road 
with G. O. Carlson, Inc. which means a mini- 
mum of “‘trueing up”’ before fabrication. Plates 
will be rolled promptly to fill special orders, 
but many of your requirements can be filled 
from what is probably the largest stock of 
controlled analysis stainless steel plate avail- 
able anywhere. 

Call Carlson the next time your blueprints 
specify stainless steel plate or other stainless 
steel products. 


Stainless Steels Exclusively 


THORNDALE, PENNSYLVANIA 
District Sales Offices in Principal Cities 
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GERMANIUM RECTIFIERS PERFORM 
WITH TOP EFFICIENCY 


Udylite Tests Reveal 
Amazing Current Conversion Efficiency 


This air cooled germanium cell with a rectifying surface the size of 
a dime will handle a 250 ampere load in a three phase circuit continu- 
ously and three years of tests show no detectable power losses. 
Including heat-radiating fins, it takes up just 8 cubic inches of 
space and weighs only 12 ounces. 


Udylite in cooperation with the General Electric Company, now 
proudly introduces its new group of germanium rectifiers. Years of 
research and testing have proven that no other metal known offers 
the high efficiency of germanium as a rectifier material. 


In operations calling for medium to high voltages, such as barrel 
plating, anodizing or chrome plating the efficiency of germanium 
soon pays the cost since the efficiency of a 3-phase germanium 
cell is 98 to 99 percent. 


Even at high loading germanium has less than one-volt drop in 
the forward direction. As for reverse current, germanium is again 
particularly good, having a reverse-to-forward resistance ratio of 
100,000 to 1. Furthermore, Udylite germanium rectifiers require 
little maintenance and can be located in areas of minimum ventilation. 


For further information regarding germanium rectifiers— prices, 
deliveries and specifications—consult your Udylite representative or 
write today direct to: 


THE 


dylite WORLD’S LARGEST 


Lele) ite) 7-Nale), | 


DETROIT 11, MICHIGAN 





PLATING SUPPLIER 


Educational Buyers Sponsor 
Annual Purchasing Institute 


The National Association of Edu- 
cational Buyers will hold its Seventh 
Annual Institute on college and uni- 
versity purchasing February 2 
through March 4 at Louisiana State 
University in Baton Rouge. This 
year’s faculty consists of Forrest 
L. Abbott, business manager and 
controller of Barnard College, and 
Bruce J. Partridge, assistant con- 
troller of Rochester Institue of Tech- 
nology. The program, designed to 
cover all phases of educational buy- 
ing, is set up as follows: 

Monday, February 28 

Opening of the Institue—Welcome 
by George W. Schwab, purchasing 
agent of Louisiana State University 
and Bert C. Ahrens, director of the 
of the Institute. Address by Gen- 
eral Troy H. Middleton, president, 
Louisiana State University. 

Determination of Need—Design 
and use of the requisition; deter- 
mining the quantity to order— 
marginal quantities, standard pack- 
age quantities, the order quantity 
multiplier; computing actual cost of 
increased quantity; timing of orders. 

Administrative Organization for 
the Purchasing Activity—Effective 
principles of administrative organi- 
zation applied to the purchasing 
function. 

Legal Problems in Purchasing— 
Basic legal facts which the pur- 
chasing agent must know to protect 
himself and his institution; a mini- 
mum of theory, with major emphasis 
on practical application. 

Tuesday, March 1 

Personnel Selection and Training 
—Applying sound selection and 
training procedures to the personnel 
of a purchasing office. 

The Quality Decision—Measure- 
ment of quality; specification writing 
and use; brands, samples, market 
grades; testing methods and inter- 
pretation. 

Organization for Supplies Manage- 
ment—Organizing, operating and 
controlling a supplies management 
program. 

Public Relations in the Purchasing 
Office—Values obtained from good 
public relations; principles of good 
correspondence; supplier relation- 
ships; correlation with ethics. 
Wednesday, March 2 

Achieving Co-operation for the 
Purchasing Program—Techniques to 
maintain good relations within the 
institution; reports to administra- 
tion: value, content, statistical pres- 
entation; the problem of personal 
purchases. 
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a in Lo-Temp Evaporator 








sure- 

iting This Mojonnier Lo-Temp Evaporator is designed to remove 

arket water from heat-sensitive liquid foods, pharmaceuticals and chemi- 

nter- cals, at temperatures as low as 40F. Heart of the evaporator is 
made of nests of TRENTWELD stainless steel tubing. 

age- 


and TRENTWELD tubing is an ideal choice for this application. 
ment For TRENTWELD stainless tubing resists the corrosive attack 
of both the product itself, and the ammonia refrigerant pumped 
asing inside the tubing. And TRENTWELD stainless is inert. . . pro- 
good tects the product from contamination. But that’s not all~—TRENT- 
good WELD comes-clean with an absolute minimum of effort. 
tion- 








So when you have a tubing application check first with TRENT. 
You'll find the largest assortment of sizes and finishes in the 


the industry ... standard sizes from 44” to 40” O.D.— larger sizes 
es to TRENTWELD on special order. And remember, TRENTWELD stainless and 
. the high alloy tubing are products of tube mill specialists. You can’t 


stra- buy better than TRENTWELD. 
pres- 


“e STAINLESS STEEL TUBING 
TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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applications for 
1PC leather and synthetic 
6; packings in 9 months 





In only 9 months 

[PC engineers have developed 
and processed for manufacture 
nearly 1600 different types 

of leather and synthetic 
packings. These include cups, 
flanges, O-rings, oil seals, 

U’s, V’s and special packings. 
Call IPC first. 





PACKINGS 


1 PC serves every industry 
in hundreds of applications. 


, & S 


Cau ~O 
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INTERNATIONAL 
PACKINGS CORPORATION 


Bristol, New Hampshire 








A subsidiary of Graton & Knight Company 


Pla 





(Continued from page 230) 

Operation of Supply Rooms— 
Principles of efficient management 
and special supply problems. 

The Source of Supply—Analysis 
and selection of suppliers; the re- 
quest for quotation: design, applica- 
tion, and use; methods of pricing the 
order. 

The Purchase and Management of 
Office and Educational Equipment— 
Distinguishing features and factors 
of purchase. Value of and responsi- 
bility for inventory control. 
Thursday, March 3 

Issuing the Order—Design of 
forms, with special attention to the 
purchase order; requirements con- 
tracts; change orders; emergency 
orders. 

Purchase of Office Forms—Plan- 
ning, controlling, and procuring 
forms that will promote efficiency 
and economy in operations. 

Operation and Maintenance Sup- 
plies and Equipment—Relationship 
with Department of Buildings and 
Grounds; the purchasing function in 
remodeling and repairs; purchase of 
lumber, flooring, hardware supplies, 
paints, janitor supplies, etc. 
Friday, March 4 

Dormitory Furniture and Fixtures 
—Efficient procurement of complete 
installations. 

Clearing and Recording the Order 
—Expediting; receiving and inspec- 
tion; clearing the invoice; records 
management, storage, and disposal. 

A Continuing Research Program 
for a Purchasing Department—Ap- 
plication of effective research pro- 
cedures to the purchasing function. 





Program Aids 





“Powered Industrial Trucks,” a 
16 mm sound film, will be used as 
a teaching aid in 125 colleges that 
have materials handling courses. It 
was produced by the University of 
Southern California’s cinema de- 
partment in cooperation with the 
Material Handling Institute and 
numerous manufacturers. The 
black-and-white film, which has a 
running time of 27 minutes, can be 
rented from Trans-World Films, 
Inc., 10 Fiske Place, Mt. Vernon, 
N. Y. 

Motion pictures in both color and 
black-and-white prepared and dis- 
tributed by United States Steel 
Corporation are listed in a new 
catalog. All of the films are avail- 
able for loan without charge. The 
catalog can be obtained by writing 
Motion Picture & Visual Aids Sec- 
tion, United States Steel Corpora- 
tion, 525 William Penn Place, Pitts- 
burgh 30, Pa. 
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“With Aeroquip We Can Make Hose Line 
Assembly and Installation in Minutes! © 


Says: Al Herbert, Superintendent 
NATIONAL WELDING MANUFACTURING CO. 















Newington, Connecticut 

















Like all fabricators, National Welding uses plenty 
of air and hydraulic lines on its equipment. 


“We had worlds of trouble with pipe and fittings 
breaking from vibration. But Aeroquip solved this 
problem,” says Mr. Herbert. ‘“‘Now we are stand- 
ardized on Aeroquip for maintenance purposes. 
We can cut the hose, make assembly and installa- 
tion in a matter of minutes. This pays off, as speed 
is of great importance to us.” 


This cost-cutting ‘Aeroquip idea’ can save mainte- 
nance time in your plant too. See your distributor 
or write for full information. 


= ae 
Vv \ 








Aeroquip hose line on this air-powered tool withstands 
constant scuffing and abuse. 


Aeroquip hose lines are ideal for use when vibration is a 
fector—as on this air chisel. 


REG. TRADE MARK 


eroquip 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 


LOCAL REPRESENTATIVES IN PRINCIPAL CITIES IN U.S.A. AND ABROAD @ AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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SHIPPING ‘ 


SUPERSTRONG 


CONTAINERS Ape 


There are not many in the business world able to 
. surmount the changing events of one hundred years—wars, 
— panics, depressions, economic turmoil. To do so, a 


company must maintain and perform services which engender 





loyal and friendly customer relations. 


It is therefore with deep satisfaction that we mark our 
first centennial. You have helped to make it possible—and 
we extend our sincere thanks. 


| 


RATHBORNE, HAIR AND RIDGWAY BOX CO. 
1440 WEST Ist PLACE + CHICAGO 8, ILLINOIS 
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Wisconsin Chapter N.I.G.P, 
Meets in Milwaukee 


The first 1955 quarterly meeting 
of the Wisconsin Chapter of the 
National Institute of Governmental 
Purchasing, Inc., was held at Mil- 
waukee city hall Jan. 14th. Henry 
W. Werner, manager of prison in- 
dustries at the state prison at 
Waupun, Wis., told members “What 
is Available from the Wisconsin 
State Prison.” Products include 
furniture, twine, telephone book 
covers, music books, for high school 
bands, book binding, shoes, work 
and dress shoes for inmates (the 
dress type being for use of prisoners 
when they leave the prison), and 
work clothes for prisoners. The 
prisoners also make robes and san- 
dals for use in hospitals, as well 
as ticking and sheets, and material 
for mental institutions. Then there 
are the auto license tags made at 
the Waupun prison; also road signs 
for the Wisconsin highway commis- 
sion. 

A panel, led by George Quinn, 
purchasing agent for the city of 
Racine, discussed “The Purchasing 
Agent’s Responsibility in Following 
Through,” having to do with the 
question as to whether or not a 
purchasing agent is obligated to 
ascertain if the material and equip- 
ment purchased is entirely satis- 
factory and meets the specifications 
under which it was purchased. It 
developed that some users are un- 
willing to complain about certain 
products, even though they thought 
quality was not what was expected. 
Members thought a purchasing agent 
should not be expected to do de- 
tective work to learn of the satis- 
faction certain products purchased 
were giving after they were in use 
for some time. 

In the afternoon the new city 
warehouse was inspected by the 
members. 

The next meeting of the Wiscon- 
sin Chapter will be April 15th. 


i q > A 
Lancaster PAs Meet 


Members of the Purchasing 
Agents Club of Lancaster, Pa. were 
urged to bring samples of rubber 
parts to their January meeting if 
they wished them tested or analyzed. 
Guest speaker was Mr. Stan Kogut 
president of Mechanical Rubber 
Goods Co. He discussed the “History 
and Usage of Rubber and Rubber 
Products.” His talk was accompanied 
by slides and demonstrations with 
laboratory working models to il- 
lustrate how rubber begins as crude 
and winds up a finished product. 
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There is NO COMPARISON with a Jacobs 


If you don’t wear a gold service pin you probably won’t remember 
when “Jacobs” wasn’t the name for the finest drill chuck. Since 
Mr. A. I. Jacobs started it all, back in 1903, continual painstaking 
and specialized research has been lavished on Jacobs Chucks. 


The Plain Bearing Jacobs Chuck pictured 
is undoubtedly the best known in the world 

.and with good reasons. It is a precision 
chuck capable of greater accuracy than any 
comparable chuck made today. It is a strong 
chuck, longer lasting on the job. It is a hard- 
holding chuck with a grip of tremendous 


pt wer. 





[hese good reasons add up to the unques- 
tioned, uncompromising quality that makes 
your selection of drill chucks as easy as 
remembering the name Jacobs. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 


need and the service you deserve. 
first in chucks . . . first in service GEO Ss 


CH UC K S 


if it's a Jacobs -it holds 











Twin City Association 
Gets New Officers 


Fred J. Morlock of the Donaldson 
Co. is the newly elected president 
of the Twin City Association of 
Purchasing Agents. Other officers 
are: William F. Bloedow, Gray Co, @ 
vice president; Clifford A. Berg, | 
Acme Tag Co., secretary; Wayne @ 
Hamlett, Continental Machines Inc, 
treasurer; and T. M. Stirmlinger, 
Waldorf Paper Products Co., na- 
tional director. Serving as local 
directors are S. C. Brennom, Paper, 
Calmenson & Co.; H. B. Van Cleve, 
Crown Iron Works Co.; Clarence 
Smith, University of Minnesota; and 
A. R. Boesel, Farmers Union Grain | 
Terminal Association. 

The February meeting of the 
Association featured an interesting 
departure from business and eco- 
nomic topics. Guest speaker was the 
University of Minnesota’s John 
Mariucci. His topic was “All | 
Coaches Are Purchasing Agents.” 
The meeting was topped-off with a 
showing of the film “Fluid High- 
way.” It portrayed the laying of a 
pipeline in Canada. } 

At the  pre-meeting huddle, 7 
“Justifying the Expense and Atten- 
tion Given to Packaging for Cus- © 
tomer Acceptance,” was the topic. 7 
The discussion was handled by two © 
men well qualified for the assign- 
ment—they are concerned with the 
purchase of packaging for the Green 
Giant Co. The experts were Earl 
Youngren and Bob Nelson. 

On Friday, February 18, the Twin 7 
City Association held a dinner party 
and dance at the Southview Country 
Club in St. Paul. A capable job of 
handling arrangements was done by 
the Special Events Committee con- 
sisting of Al Boesel, Howard Wool- 
sey, John R. Johnson, Harold Hilde- 
brandt, and Bob Bateman. 





a i 


R. |. PAs Hear Astronomer 


The January meeting of the 
Rhode Island Purchasing Agents 
Association featured a departure 
from the usual program devoted to 
business and _ purchasing _ topics. 
Guest speaker was Professor Charles 
H. Smiley, chairman of the Astron- 
omy Department of Brown Univers- 
ity. His topic was “An Astronomer 
Looks at Pakistan.” Members found 
Professor Smiley’s talk particularly 
interesting since he has traveled 
widely and observed conditions in 
many foreign countries. 

New members of the Rhode Island 
Association include Alan E. Lang of 
Providence Paper Co. and Edward 
B. Thorn of Grinnell Corporation. 
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If Walls Could Talk 


If walls could talk, here’s what they'd say: 


“The paint that saves you the most money is not the one that 
costs the least It’s the paint that covers the most area per dollar. 
It’s the paint hat covers the most area per hour. And it’s the 
paint that keeps its ‘fresh-painted look’ the longest.”’ 


The walls in plants of leading names in industry would tell you 
that famous Barreled Sunlight Super Hiding* Interior Finishes 
meet these true money-saving requirements better than any other 
paints. These leading plants specify and insist on Barreled 
Sunlight because it takes up to a full gallon of thinner for 

every five of paint. They stick with Barreled Sunlight because 

it cuts labor costs — which today are at least 80% of total 
painting costs. And they swear by Barreled Sunlight because it 
looks better longer — has to be repainted far less often. 


Treat your walls to the magic of Barreled Sunlight Super Hiding* 
Interior Finishes. Try the ‘‘on-the-wall’’ test against what you are 
now using — then look and listen. You'll see plenty, and you'll 
hear plenty, for when it comes to paint, walls can talk—AND DO! 


Write for free catalog today. Barreled Sunlight Paint Co., 
18-C Dudley St., Providence 1, Rhode Island. 


*Reg. U.S. Pat. Off. 


In whitest white or clean, clear, wanted colors, there's a Barreled Sunlight Paint for every job 
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Because Every Square Inch is Usable—and 
Industrial Wiping Towel Rental Service... 


Is more economical 

Supplies towels that are safe to use 
Simplifies handling 

Saves man hours 

Better equips our men 

Relieves me of shopping around 

Is a national service | can depend on 
Is available to all my plants 

» For complete information see your 
Classified Telephone Directory for nearest 


Kex distributor, or write Kex National Service, 
295 Fifth Avenue, New York 16, N. Y. 





3 — 


“KEX 


w NATIONAL 
REG. US. PAT. OFF. 





SERVICE 





» 


It isn’t Kex unless it’s imprinted with the Kex name 
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New Jersey Ass’n Approved 
for N. A. P. A. 


The application of the Purchasing 
Agents Association of New Jersey 
for admittance into N. A. P. A. was 
approved at meeting held in & 
Louis concurrent with the Thinf 
District Conference. On Tuesday, 
February 8, the New Jersey Grow 
was officially welcomed to the Na. 
tional Association. Guest speaker 
was N. A. P. A. President Howarj 
Ahl. A full report of this important 
meeting with pictures will appear in § 
the April issue of PurcHASING. 

Guest speaker at the January 
meeting of the New Jersey group 
was W. W. Voorhees, general con- 
troller, Air Associates, Inc. He dis. 
cussed “Purchasing and its Relation 
to the Accounting Function.” Prior 
to the dinner meeting, there was 4 
forum on the subject of “Busines 
Forms.” The topic was arranged by 
Frank Curran, chairman of the 
Forum Committee. On hand to give 
their views on the subject and 
answer questions were two vie 
presidents of the Alfred Allen Watts 
Company. 





f ¢ #F 


Arthur Baker Honored 
by Los Angeles Ass’n 


Arthur Baker, whose retirement 
was announced in the January issue 
of PurRcHASING, was honored a 
a testimonial dinner by the Pur 
chasing Agents Association of Les 
Angeles on February 17. Some 5 
members and their wives attended 
the dinner for the Association’s re- 
tiring executive secretary-treasuret. 

At their January luncheon meet 
ing, members heard talks by two 
purchasing executives from the 
Union Oil Co. Paul Gooder dis- 
cussed “History and Development 
of Restricting Legislation.” The 
topic of E. E. (Gene) Schultz was 
“Interpretation of Buyer’s Respons- 
ibility.” Gil Mirus of the Wilco Co. 
lead the question and answer dis- 
cussion period that followed the two 
talks. 

“Purchasing Relations” was the | 
topic of a seminar recently con- 
ducted by the Association’s educa- 
tional committee. Relations of the 
PA with management, other depart- 
ments, vendors, and the community 
were discussed. Panel chairman R. 
E. Edmiston of Fluid Packed Pump 
Co. presented the following panel 
members: Norwood D. Tichenor, 
Standard Oil Co. of Calif.; Rulon 
Nagley, North American Aviation; 
E. L. Hoyt, Calavo Growers of 
Calif.; and Bill Broker, Gough In 
dustries, Inc. 
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Unuwouncing New, Re-Designed 













FREE 


OR SEE YOUR 
CROUSE-HINDS 
DISTRIBUTOR. 
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exclusively through 
ELECTRICAL 
DISTRIBUTORS 





HEAVY DUTY 


PLUGS & RECEPTACLES 
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Circuit-Breaking Features 
Make Arktite Safe at Full Load 
Without Disconnect Switches 


Each contact is insulated in a separate chamber. 
Arcs formed while making or breaking circuit are 
snuffed out in arcing chambers by pressure- 

deionization and lack of oxygen. No chance of 
flash-over even if break is made at full load. 

With grounding contacts longer than load con- 

tacts, plug and tool are grounded before circuit 

is made and after it is broken. 
New Arktites now available in 30 amp. size 
— 2-pole, 3-pole and 4-pole styles. Fully in- 
terchangeable with old Arktites — same 
economical price. 


CONUS +o eFLOODLIGHTS ¢ TRAFFIC SIGNALS e AIRPORT LIGHTING 





For More Information Circle No. 277 on Inquiry Card—Page 17 


Marcu, 1955 














we Specialize mM 


production cost savin gs 





,. and pass the savings 
along to you! 
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PRODUCTION | 
COST SAVER 
A tapped bushing, without 
drilling or tapping, resulted 
from P & A engineering. The 
metal was blanked, punched 
and threads coined — then 
rolled up to form a bushing. 
A functional part produced at 
a fraction of the former cost. 








| PRODUCTION COST SAVER 
| Am original two-piece assembly converted — 
to a one-piece shell. The challenge pre- 
sented by the fact that the opening had to 
| be at the small end, was solved by ree | 
. coning and knurling. 8 ai ) 
Send us your parts or blue prints for analysis. In 
addition to a full report by our staff engineers, our 
- representatives in key cities are immediately avail- 
able to offer you consulting service. Our Brochure 


54-4 tells more about us. May we send you a copy? 





THOMASTON, CONN. 
N. Y. Office: 220 Broadway 
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Value Analysis Export 
Addresses N. E. Ass'n. - 


Members of the New England 
Purchasing Agents got the low 
down on one of the newest devel- 
opments in the purchasing field— 
value analysis. Guest speaker was 
L. D. Miles of the General Elec. 
tric Co., Schenectady, N. Y. His 
topic was “New Developments in 
the Use of Value Analysis in Pur- 
chasing.” Mr. Miles gave actual ex- 
amples of the substantial savings 
effected through the use of the val- 
ue analysis techniques at G. E. 

Prior to the dinner meeting, there 
was an afternoon panel conference, 
The topic was “Municipal Buying 
vs. Commercial Buying Policies,” 
Both the differences and the sim- 
ilarities between commercial and 
governmental buying were dis- 
cussed, 

The following PA’s have applied 
for membership in the growing 
New England Association: John C, 
Condon, Eastern Corporation; 
Charles L. Coskery, MacNabb Engi- 
neering Co.; Francis E. Dolan, City 
of Chelsea; J. F. H. Hart, Rodney 
Hunt Machine Co.; George R. Her- 
ring, General Communication Co.; 
Clifford McAllan, Thompson Wire 
Co.; James S. Morrissey, The Reece 
Corp.; G. E. Peterson, George O. 
Jenkins Co.; Frank G. Phelps, 
Greene Rubber Co.; W. W. Rhodes, 
Fairbanks Morse & Co.; George H. 
Shell, General Electric Co.; Thad- 
deus Suwinski, Sylvania Electric 
Products Co.; Russell F. Tennant, 
City of Attleboro; and Mary J. 
Tracy, United Community Services 
of Metropolitan Boston. 


44 f 


Washington Ass’n Meeting 


Members of the Purchasing Agents 
Association of Washington gathered 
recently at their usual meeting 
place, the Olympic Hotel in Seattle, 
for something unusual in programs. 
Highlight ‘of the evening was the 
showing of colored pictures and 
comments on the experiences of Lt. 
L. O. Westphal and Lt. R. C. Hill 
of the U. S. Coast Guard Ice 
Breaker “North Wind” in the Artic. 
The film included the “North 
Wind’s” trip through McClure 
Straits last summer—the first ever 
completed by a vessel. 

Since it was Junior Members’ 
Night, all committee reports and 
program arrangements were made 
by junior members of the Associa- 
tion. Chairman of the junior mem- 
bers’ committee was Harland East- 
wood of Colby Steel & Mfg. Co. 
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To leadership in experience, Plume & Atwood now 
adds leadership in the newest, most scientifically 
equipped manufacturing facilities that metal fabri- 
cation has known. Here, in Thomaston, Conn., in 
a plant covering 150,000 square feet, single level 
operation and high speed production lines will 
assure attractive delivery schedules on all products, 
from intricate stampings and assemblies to large, 
drawn shells. 


An Invitation... 


Our plant means a lot to us, for in it we see the realization of our plans to 
supply your needs for quality products faster than has ever been possible 
before. We cordially invite you to stop in and see us. Traditional New England 


hospitality awaits you at our doorstep. 


THE 


LUME : TWOOD orc. co. 


Thomaston, Conn. 


For More Information Circle No. 279 on Inquiry Card—Page 17 





249 

















Everyone recognizes this 


as a sign of going places... 


And smart gear users know 


this {QM is the sign of 


the best in gears made to 


your specifications. 


May We Send You Our Brochure? 


® 


"“Gears...Good Gears Only” 


data nn -a ens se —nannemeinateeniticee - sie ~e ee 


THE CINCINNATI GEAR CO.e¢ cINCINNAT!I 27, OHIO 
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AMERICAN 
Tubular and Split 
RIVETS 


In all metals, all styles, 


for all industrial applications 


Write for orice list 


AMERICAN RIVET COMPANY 
849 N. Kedzie Ave., Chicago 51, Ill 





‘ 
BUY AMERICAN...Tubular and Split Rivets... 
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Quality Control Discussed 
at Washington Meeting 


“Cooperation Between Purchasing 
and Quality Control” was the theme 
of a recent meeting of the Purchas- 
ing Agents Association of Washing- 
ton, D. C. There was a panel dis- 
cussion in which the views of vari- 
ous authorities were exchanged. On 
the panel were: George Goodrich, 
eastern regional sales manager, 
Westinghouse Electric Co.; Horace 
Shaw, director of quality control, 
Melpar; and Phil Whitaker, pur- 
chasing agent, Melpar. Moderator 
was H. H. Arbuthnot, assistant to 
the president, Alleghany Ludlum 
Steel Corp. 

Calling attention to the profit 
making advantages of interdepart- 
mental cooperation, Mr. Whitaker 
declared, “In today’s buyers’ mar- 
ket, the continued teamwork de- 
veloped in past years will be more 
useful than ever before.” “New 
companies, products, and processes 
must be found and passed on to 
improve the quality of product, 
lower the cost, and get it into use.” 

In his talk, Mr. Goodrich em- 
phasized the value of teamwork 
between sales and purchasing and 
quality control. He concluded that 
the “whole subject of cooperation in 
the sales-purchasing-quality control 
relationship is actually no more 
than the teamwork which must exist 
in any successful company and to 
us in sales it is using the selling 
tools that the company provides us 
in order that we may obtain a 
better and better share of the mar- 
ket for our products.” 

Mr. Shaw described how quality 
control serves and works with both 
purchasing and sales. He pointed 
eut that “purchasing can help a 
quality control group by keeping 
it informed about new products, 
processes and many other things 
that pertain to its everyday works 
assignments.” 


i 
Dayton PAs Hear Andy Kennedy 


February 10 was Past Presidents 
Night for the Purchasing Agents 
Association of Dayton. On hand as 
guest speaker was Andrew M. Ken- 
nedy Jr., assistant general manager 
of purchases, Westinghouse Electric 
Corp. His topic was “Incentives in 
Purchasing and Material Control.” 

On February 8, the advanced 
purchasing class of Sinclair College 
held its first meeting. The course is 
sponsored by the Dayton Associa- 
tion and its president, Ted Thomp- 
son of Aeroproducts-Allison Divi- 
sion, General Motors Corp., is the 
instructor. 
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B sources 


FOR FAST SERVICE ON SEMS 









MAKE EXTRA SURE OF QUALITY 
WITH SHAKEPROOF" LOCK WASHERS 





Which grade of TEFLON 
can save you the most? 


Electrical grade and Mechanical grade 
FLUOROFLEX“T products 
differ in cost... in advantages 


“Electrical grade” Fluoroflex-T, extruded or molded from 
virgin Teflon, offers certified conformance to AMS 3651 on 
major electrical and physical properties. It assures non- 
porous insulation and optimum tensile strength for con- 
sistent performance in even the most critical uses — thereby 
sparing trouble and expense. 


“Mechanical grade” Fluoroflex-T, extruded from reproc- 
essed Teflon, provides the top chemical inertness and physi- 
cal advantages of Teflon but at a substantial saving. It also 
offers increased resistance to elongation. For chemical and 
mechanical applications, economize with this grade. 


Stress-relieved, both grades machine easier and offer you 
the stability you want in finished parts and products. Both 
grades benefit from production under our quality control 
system approved by the USAF. 

Contact us for details and quotations on your needs. 
® Fluorofiex is a Resistoflex registered trade mark for products from fluoro- 


carbon resins. Teflon is the DuPont registered trade mark for its tetrafluoro- 
ethylene resin. 


RESISTOFLEX 


CORPORATION 


Belleville 9, N. J. 


Warehousing Distributors: Colonial Kolonite Company, Chicago, Il. 
~ Western Fibrous Glass Products Co., Los Angeles, Cal. 
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N. Y. Association Holds | 
Purchasing-Sales Dinner 


For the twenty-fourth year, m 
bers of the Purchasing Agents 4 
sociation of New York were hos 
to sales and management e; 
tives at their Purchasing-Sales Di 
ner held at the Hotel Commodg 
New York City on February ] 
Special guests included: 
Whyte, vice president of N. A, P. 
Joseph Wood, president, Sales 
ecutive Club of New York; 

J. Vinson, director, National § 
Executives Inc.; Morris I. Pid 
Purchasing Agents Program (Cg 
mittee, National Sales Execut 
Inc. and Shipman Medalists 
Albert Hayes and Stuart F. Heing 

The program was a double-heads 
First there was George Ren 
executive secretary-treasurer, N, 
P. A. A keen observer of ind 
and economic affairs, Mr. Renap 
comments on the current si 
in his “From One P. A. to Anof 
were very much appreciated by} 
audience. Also on hand as prine 
speaker was E. F. Andrews, di 
of purchases, Pitman-Moore Co, 
immediate past-president of N. | 
P. A. Appropriate to the theme 
the meeting, Mr. Andrews spoke @ 
“Buying and Selling Tomorrow,” 

New applicants for membershipi 
the Association include: Herber 
Bouscher, New York Public Library 
Robert H. A. Davis, Bank for § 
ings in the City of New York; 

P. Fay, Waldorf-Astoria Hotel; Joh 
Glagola, Seatrain Lines, Inc.; 
Hugo, Pacific Airmotive Corp. J 
J. Heckman, Olin Mathieson Chen 
ical Corp.; William R. Prosser, 
Colgate Palmolive Co.; Robert 
Severin, Jr., Sperry Gyroscope @ 
Bertram A. Warren, Esso Stan¢ 
Oil Co.; and Harold M. Zimn 
mann, C. B. S.-Columbia. 


: = #9¥ 


Syracuse Association M 


‘It’s Your Decision” was 
theme of a recent and unusual meet 
ing of the Purchasing Agents 4 
sociation of Syracuse and Cent 
New York. The program was spt 
sored by the Education Cemmitt 
headed by D. C. Robinson. It wa 
prepared jointly by the America 
Economic Foundation and the West 
inghouse Electric Corporation. The 
movie portrays the problems & 
countered by three ex-GIs who 
in business for themselves. It pro 
voked stimulating and down-t- 
earth discussion in the “Shirt Sleeve 
Session” that followed. 
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BUTTERFIELD 
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A COMPLETE LINE OF QUALITY cating 


tools is now available from your Butterfield distributor. Taps are made 


to the same exacting standards as Butterfield Milling Cutters, Dies, Drills, 
Reamers, Counterbores and End mills. 


UNION ‘wits Rae @ ' 


c 
BUTTERFIELD Div 
T 


DERBY Line, VERM™M ON 


MPANY 
SION 


u.$. 
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FOR FAST, ECONOMICAL SERVICE « 


“a: vo%* BUTTERFIELD | 


O hae te BU TOR 
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hand for every JOMAC 


for every hand 


The features you want in a work glove—protection, safety, 
durability, full finger control, lower cost—are the very 
factors that govern the design of Jomac® Work Gloves. 
Describe your plant Operations, temperature conditions, 
etc., and we'll gladly recommend an economical Jomac for 
the job, and send you a free sample pair. Jomac Inc., 
Department F, Philadelphia 38, Pa. 


Jomac Hand Guards can be worn 
over gloves, if desired, to provide 
extra protection against abrasion, 
sharp edges, or heavy blows. Avail- 
able rubber-lined to protect from 
grease or oil. They can be recondi- 
tioned repeatedly. 


It pays to keep JOMACS on hand 


JOMAC 


Industrial Work Gloves 
Outwear ordinary work gloves by 900% 


PLANTS IN PHILADELPHIA, PA., AND WARSAW, IND. 
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Milwaukee PA’s Hear 
Dr. Nyardi 


Guest speaker at the January 
meeting of the Milwaukee Associg- 
tion of Purchasing Agents was Dr 
Nicholas Nyardi, chairman of the 
department of economics, Bradley 
University. Dr. Nyardi is a former 
leader of the democratic, anti-com- 
munist Small Farmers Party which 
existed in Hungary until the Reds’ 
took over. He held several cabinent 
posts prior to the lowering of the 
Iron Curtain and was well qualified 
for his topic, “The Soviets Haye 
Allies in America.” Having seen hig 
native Hungary grabbed by a Com 
munist minority, he warned that: 
America must be ever vigilant. ~ 

Prior to the dinner meeting, there 
was a forum on steel. Handling the’ 
program were members of the As-— 
sociation’s steel committee including 
Bill Brossman, R. A. Baumgardt, 
Frank Booth, George Vanhaverbeke, 
George Houting, and Rowe Tomeoni, 
To give members greater insight 
into the steelmaking process, Beth- 
lehem Steel’s movie, “ How Steel Is = 
Made,” was shown. Walter Oaklay” 
of Bethlehem was on hand to answer 
technical questions. ; 


SF FF 


Varied Program at Central 
Michigan Ass’n Meeting 


The Roosevelt Hotel in Lansing 
was host to the Purchasing Agents” 
Association of Central Michigan at 
its January meeting. The program 
was a widely varied one and con- 
tained elements of interest to every” 
PA. The meeting started with a” 
panel discussion on “Packaging.” 
Emphasized was the comparatively 
new field of palletizing. Stan Bien 
and the Education Committee or- 
ganized the forum and the guest 
speaker was James Goff from Mich- . 
igan State College. 

Following dinner, two short talks 
were delivered on the subject, “This 
Is My Business.” Describing their 
companies and products were Mart 
Dietrich of the Schaberg-Dietrich 
Hardware Co. of Lansing and Harry 
Van Kuren of the Olofsson Corpo- 
ration of Lansing. Then came the 
feature attraction, the color movie 
“Steel Frontiers” produced by Re- 
public Steel Corporation. 


ADDITIONAL ASSOCIATION 
NEWS 


PAGE 318 
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1 Fan — efficient, non-spark- 
ing fan. New aerodynamic 


Here’s the AY a STOrY of desien for more effective coolias, 


2 Inner bearing cartridges 
—lock bearings to end 


AN WA 2 == 


ly balanced with fan for smooth, 
quiet operation. 


... your BEST enclosed | 4 Stas tones 


and explosion-proof motor BUY 5 ianplibamnanthaaii 


—heavy cast iron for great- 
er rigidity and resistance to cor- 


2 rosion. 


é Locked bearing — an 
extra-quality feature. Inner 
race locked to shaft — outer race 
‘ to end bracket. Limits end play 
~ 4 ~~ y Positions rotor. 
“J ‘ 
Modern styling 
— a motor with 
pleasing, modern lines 
that add to the ap- 
pearance of your 
product or plant. 








7 Large grease chamber 
— factory lubricated for 
years of attention-free service. 


8 Rotating labyrinth seals 
— keep dirt and moisture 
out of bearings — grease in. 


9 Knock-off lugs — permit 
easy disassembly of motor, 


Totally enclosed fan-cooled motor 10 Lead identification— per- 
manent, positive lead iden- 
tification spacer in conduit box, 


This is the completely new L.A. totally enclosed fan-cooled and 1] New split conduit box 
explosion-proof motor. Every feature in this new line is designed — rugged cast-iron conduit 
for easier installation, longer service life, less maintenance and a split for easy con- 
attention. You get the full benefit of the new NEMA standards in ‘ 

asmaller, more functional, completely modern design. 


Your nearby Louis Allis Sales Engineer can show you all the 
feasons why these motors perform better and longer on your tough 
jobs — why they give you maximum resistance to corrosion wher- 
ever you need this extra protection. Call him today. 


THE LOUIS ALLIS CO. 


MILWAUKEE 7, WISCONSIN 


LA-103 
Vertical NEMA 
D-flange motor 


We specialize in SPECIAL MOTORS — 
P11 a oh 2 OD\Y @ ool Dae DD 0 OP AYA 8 .O Aa BOLO 


NEMA D-flange motor 


Personalities 











IN THE NEWS 


Yorthern Electric Co., Ltd., Montreal, Three appointments in purchasing at started in the accounting department 

Jue., has appointed E. B. Conley as Kodak Park were announced, recently, in 1934. He later transferred to the 
ymptroller of Purchasing. Mr. Conley, by Eastman Kodak Co., Rochester. engineering, construction and main- 
rly purchasing agent of the com- Jerome E. Doyle is now Director of tenance division as assistant to the 


ys communications equipment divi- Purchasing at Kodak Park, succeeding superintendent. Returning to Kodak 
on, is president of the Purchasing Joseph F. Burns, who is retiring. Park, in 1946, after serving in the 
\gents Association of Montreal. Don- FE. Philip Kron and Edwin A. Galen) 4: porce he was named supervisor 
ald A. J. McDonald is now Purchasing have been named Assistant Directors of the engineering, construction al 


Agent of the communications equip- of Purchasing at the factory. Mr. ; iy 2 
divisien. a“P Doyle joined Kodak’s accounting de- maintenance administrative staff. Leav- 
partment in 1934. After service in ‘8 the company in 1947, he returned 
World War II, he rejoined the ac-  @ buyer of mechanical equipment 
Williard E. Miller, formerly assistant counting department and later was in 1950. Mr. Galen, a veteran of pore 
irchasing agent, has been named named assistant to Kodak Park’s di- chasing at Kodak Park, started in 
chasing Agent for Elgin National rector of purchasing. Mr. Kron, who 1919 and has been purchasing agent 
Watch Co., Elgin, IIl. had been purchasing engineer, also at the plant since 1950. 





|. T. & T. System Purchasing Directors Meet 
to Review Price and Market Conditions 


s 
\ 


4 ' 
<p ae Gas 








Purchasing directors of the various divisions of International Telephone & Telegraph Corporation met recently to discuss common problems. 
Presiding at the conference was Mr. C. G. Sherwood, vice president in charge of purchases, Federal Telephone & Radio Corporation. 


Seated, left to right are: P. Nantel, Standard Telephones & Cables Mfg. Co., Ltd.; G. Rust, American Cable and Radio; W. Vance, Kellogg 
Sales; A. Nordberg, Kellogg Switchboard & Supply; L. C. Mercier, Federal Telecommunications Laboratories; H. Molatch, International 
Standard Electric. Back row, C. Messner, E. A. VonHoene, B. N. Karpson, H. P. Sommerer, Vice-President, 6 ¢ Sherwood, all of Federal 


Telephone & Radio; W. Longbottom, Farnsworth Electronics; N. Underhill, Capehart-Farnsworth; H. W. Wittschiebe, Federal Telephone & 
Radio. 
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It doesn't take a heavyweight 


to do a man-sized job 


Before these shears were shifted to 
air operation the entire weight of a 
man was required on the foot treadle 
to cut the sheet metal. 

All this is changed now. A light 
touch of the girl’s foot on the pedal 
puts all the power of the Schrader 
Air Cylinder to work, sending the 
knife-edge through the metal. 

This is just one example of how 
air cylinders can speed up production 
and reduce fatigue ... one of many 
hundred applications of Schrader 
cylinders and valves. It will pay you 
to design your controls around 
Schrader air cylinders and valves. 

To find out how Schrader air con- 
trol products can be put to work... 
to boost production ... lessen opera- 
tor fatigue ... increase safety ... send 
us a letter outlining your particular 
requirements, your idea or fill out 
the coupon below. 


products 


Mail This Coupon Today 
control the air 





REG. U. S. PAT. OFF. 











Air Cylinders * Operating Valves * 
Press & Shear Controls * Air Ejection 
Sets * Blow Guns ® Air Line Couplers ° 
Air Hose & Fittings * Hose Reels * 
Pressure Regulators & Oilers * Air 
Strainers * Hydraulic Gauges * Uni- 
flare Tube Fittings 


March, 1955 


----------- 





A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 17, N. Y., Dept. X-3 


| am interested in more information on 





Name Title 








Company 





Address 
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NOW... 
OME 
those 


difficult 
piping 
problems 


WNW 





@ Chemically inert “John Crane” Bellows offer the Chemical 
will handle allcorrosive Industry a positive answer in the transmis- 
liquids, petroleum prod- sion of “hard-to-handle”’ liquids and gases. 
vets, gases and solvents. 41 Jications include vibration dampeners, 


@ life-long flexibility expansion joints and connectors for mis- 
will not damage or fa- aligned couplings. 
tigue under severe vibra- Made from a special densely molded stock 


tion or repeated expan- and so machined that there is no inherent 
oon eee ee stress at their free length—they expand and 
© Outstanding electro- contract in either direction with equal freedom 
chemical properties of motion. End flanges of French-type gasket 
eliminate electrolysis in CONStruction facilitate easy assembly and as- 
the handling of chemicals, Sure a leak-proof seal. Stock sizes are avail- 
acids, etc. able in a full range of standard pipe dimen- 
sions from 1 to 8 in. 
ines goctnasndaddition: Bellows are also available in a wide range 
whe sisdesiamaiades of designs suitable for metering pumps, 
over a wide temperature Pressure accumulators, batching scale con- 
range. nectors, etc. 


€) Wide temperature range 









Further information on Teflon parts and products is 
vailable in ‘John Crane’s” 12-page illustrated catalog, 
“The Best in Teflon.” Send for your copy now. Crane 
Packing Co., 1811 Belle Plaine Ave., Chicago 13, III. 
In Canada: Crane Packing Co., Ltd., 617 Parkdale Ave., 
ee’. N., Hamilton, Ont. 


(WSs CRANE PACKING COMPANY 





*DuPont Trademark for tetrafluoroethylene resin. 
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The New Jersey Zinc Co., New York 
City, has appointed W. C. Dunlap as 
Manager of Purchasing to succeed 
W. J. Lee, who has retired. A. E 
Turner is now Assistant Manager of 
Purchasing. 


P. F. Mitchell has been appointed 
Purchasing Agent of The Elwell. 
Parker Electric Co., Cleveland, manu- 





P. F. Mitchell 


facturers of industrial trucks. Formerly 
purchasing agent for the Trabon En- 
gineering Corp., he more recently held 
the same post with the Diamond 
Building Products Corp. 


Washington Steel Corp., Washington, 
Pa., has appointed H. R. Fulton as 
Chief Buyer. He will be responsible 





H. R. Fulton 


for all purchasing functions with the 
exception of the purchase of hot-rolled 
stainless coils. 


C. W. Weiland has been made Pur- 
chasing Director for Fasco Industries, 
Inc., Rochester, N. Y. He has been 
with Fasco, in various capacities, for 
11 years and for the past four years 
has acted as divisional buyer. 


Bohn Aluminum & Brass Corp., Dee 
troit, has named Louis Sirotkin as a 
Metals Buyer. Mr. Sirotkin was fore 
merly associated with the Federated 
Metals Division of the American 
Smelting & Refining Co. He will hane 
dle the procurement of scrap metal 
for Bohn. 
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New multi-purpose 
-| 10 lb. Ansul Extinguisher — 


can simplify your fire protection problem 











New rugged unit gives you high fire killing 
rating, light weight, modern design 
The new Ansul 10-pounder is designed and constructed 


for all-around plant use—wherever dry chemical 
protection of this capacity is called for. It is ideally 

















rly 
wn- suited for truck protection, other outdoor hazards and 
p 

~ indoor use. This multi-purpose advantage means that 

) 
you have fewer models of extinguishers to service 

al and a less complicated training program to maintain. 

as 

ble The high fire killing rating (Bl, Cl) of this unit 

g 
gives you effective protection the instant it’s needed. 
Another advantage of the Ansul 10-pounder is its 
light weight. This feature is important where women 
are called upon to lift and operate the unit. This 
extinguisher is also modern in appearance. It was 
styled by Raymond Loewy to be seen in any location— 
in the office, laboratory, plant, or on a truck. 
Have the Ansul Man review your class B and C 
Lightweight, easy-to-operate Ansul 10-pounder gives fast, hazards, those involving flammable liquids, gases, and 
effective results even when used by women employees. electricity. He will show you how the Ansul 10-pounder 

can make your fire protection program easier to 
administer, more economical to maintain. 

ld % 

led 
Call the Ansul Man! 

ure Get in touch with your local Ansul 

me, man through the “yellow pages’’ or 

aa write ANSUL CHEMICAL COMPANY, Fire 

os8 Equipment Division, Dept. F-85, 
Marinette, Wisconsin. Write Ansul for 
your copy of new Fire Equipment Catalog. 

De- 

sa 

or- b Pg oS 

ted ieee F es Pe a 3 

can The 10-pounder stands up under rugged road use. e 

ane Built to give dependable service after extreme exposure. 

etal Listed by Underwriters’ Laboratories. 
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EMPLOYEES GO for the instant pick-up of 
, refreshing drink of water, cooled just 
right by a step-saving Cordley Cooler . 

EMPLOYERS GO for the higher efficiency 
and morale of employees...and the 
guaranteed trouble-free service that a 
Cordley gives for years and years. 24 


hours a day, 365 days a year, for five 
years, your Cordley is guaranteed to 
protect you—it’s the most generous 


5- YEAR GUARANTY in the entire in- 
dustry. Cordley and Hayes—specialists 
in water coolers for over 65 years—don’t 
take lightly their guaranty of 44,030 
hours of top water-cooling service. They 
know that every one of many Cordley 
models is built to stand the toughest, 
most demanding service. 


Over a million Cordley Water 
Coolers have been installed all over 
the world... INANY LANGUAGE— 
THEY'VE GOT TO BE GOOD! 


You can find out more about how 
Cordley Electric Water Coolers can ease 
a problem in your office or factory by 
sending for Bulletin Q6. On request, 
we'll supply the name of your nearest 
Cordley distributor. 


~ 
2 0m rm 


_— 


Serdley ) 


Same SS is Be 


CORDLEY AND HAYES 
Drinking Water Equipment Since 1889 
443 Fourth Avenue, New York 16, N. Y. 
For More Information Circle No. 296 
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Victor W. Boeker has been made 


Director of Purchases for the Textile 
Division of Owens- Corning Fiberglas 
York City. 


Corp., New He joined the 





V. W. Boeker 


company in 1943, becoming assistant 
to the general manager of the Textile 
Products Division. Most recently, he 
served as manager of the Plastics Re- 
inforcement Sales Division. 

Robert C. Swanton, for 39 years an 
executive with the Winchester oper- 
ation of Olin Mathieson Chemical 
Corp., New Haven, Conn., has retired 
from his post as Director of Purchases. 





R. C. Swanton 


One of the country’s outstanding fig- 
ures in the purchasing field, Mr. Swan- 
ton received the J. Shipman Gold 
Medal, highest annual award in na- 
tional purchasing circles, at the 1952 
convention of the National Associa- 
tion of Purchasing Agents. Mr. Swan- 
ton started with Winchester Repeating 
Arms Co. as head of the cost account- 
ing department in 1915, and was named 
director of purchasing in 1925. He 
was president of the National Associa- 
tion of Purchasing Agents in 1944. 


Alden D. Westover has been ap- 
pointed Purchasing Agent for Kaiser 
Aluminum & Chemical Sales, Inc., 
Oakland, Calif., with headquarters in 
Chicago. Mr. Westover has had seven 
years of heavy purchasing experience, 
including five years with the New 
York office of the Arabian American 
Oil Co. 





REYNOLDS DISTRIBUTORS 


ALABAMA 
Southern States Iron Roofing Co. 
CALIFORNIA 
Bralco Metals, Inc., *Los Angeles 
Clingan & Fortier, Inc., Fresno, *Los Angeles, San 
Francisco and Vernon 
Pioneer Aluminum Supply Co., *Los Angeles 
Turner Metal Supply Co., (Wire, Rod, Bar) 
*Huntington Park 
Union Hardware & Metal Co., *Los Angeles 
United States Steel Supply Div., Los Angeles 
CONNECTICUT 
American Steel & Alloys Corp., *Hartford 
Peter A. Frasse & Co., Hartford 
Scovill Mfg. Co., (Wire, Rod, Bar) *Waterbury 
FLORIDA 
Horne-Wilson, Inc., Jacksonville, Miami, Orlando 
and Tampa 
Southern States lron Roofing Co., Jacksonville, Miami, 
Orlando and Tampa 
GEORGIA 
Horne-Wilson, Inc., *Atlanta 
Southern States Iron Roofing Co., 
*Savannah 
ILLINOIS 
Aluminum Distributors Inc., *Chicago 
J. G. Braun Co., (Architectural only) Chicago 
Scovill Mfg. Co., (Wire, Rod, Bar) Chicago 
United States Steel Supply Div., *Chicago 
Benjamin Wolff & Ce., *Chicago 
INDIANA 
W. J. Holliday & Co., *Indianapolis and Hammond 
Kasle Stee! Corporation, Elkhart 
KANSAS 
industrial Metals, inc., Wichita 
KENTUCKY 
Southern States Iron Roofing Co., Louisville 
LOUISIANA 
Southern States Iron Roofing Co., New Orleans 
MARYLAND 
Clendenin Bros., Inc., *Baltimore 
Lyon, Conklin & Co., Inc., *Baltimore 
MASSACHUSETTS 
Arthur C. Harvey Company, *Boston 
MICHIGAN 
Kasle Stee! Corporation, *Detroit and Grand Rapids 
McDonnell Bros., Inc., (Architectural only) *Detroit 
Meier Brass & Aluminum Co., *Detroit 
MINNESOTA 
MacArthur Co., (Architectural only), *St. Poul 
United States Steel Supply Div., St. Paul 
Vincent Brass & Copper Co., *Minneapolis 
MISSOURI 
Industrial Metals, Inc., *Kansas City and St. Louis 
United States Stee! Supply Div., St. Louis 
NEW JERSEY 
Edgcomb Steel and Aluminum Corp., Hillside 
Peter A. Frasse & Co., Lyndhurst 
Mapes & Sprowl Stee! Co., *Union 
NEW YORK 
J. G. Braun Co., (Architectural only) *New York 
Edgcomb Steel and Aluminum Corp., Hillside, N. J. 
Peter A. Frasse & Co., Buffalo, *New York, Rochester 
Syracuse 
Mapes & Sprow!l Steel Co., Union, N. J. 
Ontario Metal Supply, Inc., (Wire, Rod, Bar) 
*Rochester 
NORTH CAROLINA 
Southern States Iron Roofing Co., Raleigh 
OHIO 
Bridgeport Brass Co., (Wire, Rod, Bar) Cleveland 
Kasle Steel Corporation, Cleveland 
Mutual Manufacturing & Supply Co., 
Vorys Brothers, Inc., *Columbus 
OREGON 
Woodbury & Company, Coos Bay, Eugene, Modtest 
and *Portland 
PENNSYLVANIA 
Athos Steel Service Co., *Philadelphia 
Peter A. Frasse & Co., *Philadelphia 
Merchant & Evans Co., *Philadelphia 
Penna. Industrial Supplies Co., Inc., *Pittsburgh 
Potts-Farrington Company, Philadelphia 
RHODE ISLAND 
Congdon & Carpenter, *Providence 
SOUTH CAROLINA 
Southern States Iron Roofing Co., Columbia 
TENNESSEE 
Southern States Iron Roofing Co., Memphis and 
Nashville 
TEXAS 
Moncrief-Lenoir Mfg. Co., Dallas, Harlingen, 
*Houston, Lubbock, San Antonio and Temple 
Vinson Steel and Aluminum Co., *Dallas, Odessa 
and Snyder 
UTAH 
Salt Lake Hardware Co., *Salt Lake City 
VIRGINIA 
Southern States Iron Roofing Co., Richmond 
WASHINGTON 
Clingan & Fortier, Inc., Seattle 
WISCONSIN 
Benjamin Wolff & Co., Milwaukee 
*Indicates main office 


Look Under “Aluminum” in Your 
Classified Telephone Directory 
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, Birmingham 


Atlanta and 


*Cincinnati 
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Wherever you’re located _ 


YOU CAN GET WALDES TRUARC RINGS 


IN A MATTER OF HOURS 


.-.and whatever you make, there’s a Waldes Truarc Ring 


| designed to save you material, machining and labor costs: 


basic types 


for taking 


up end-play 





INVERTED 


BOWED 


BEVELED 





#5000 


(internal) 


#5100 


(external) 





+5008 


(internal) 


#5108 


(external) 





#5001 


(internal) 


#5101 


(external) 





+5002 
(internal) 
a ~ 


#5102 
(external) 








Tapered design principle permits 
rings to maintain constant circu- 
larity and pressure against bot- 
tom of groove. 


Inverted construction provides 
uniform protruding shoulders 
while maintaining constant circu- 
larity when installed in groove. 





Bowed construction permits re- 
silient take-up of end-play. 


rigid take-up of end-play. 





Beveled construction permits 





mg 








for radial assembly 


self-locking types 





E-RING CRESCENT 


INTERLOCKING 


CIRCULAR SELF-LOCKING 


TRIANGULAR 
SELF-LOCKING 


TRIA 


NUT 


NGULAR | Gprip-RING 





#5133 
#5131 (bowed) 


+5103 


(external) 


+5107 
(external) 


#5005 


(internal) 





#5105 


(external) 


#5305 
(external) 


#5300 
(external) 


#5555 
(external) 





Radially applied. 
Provides large 
shoulder on small 
shaft diameter. 
Bowed version pro- 
vides take-up of 
end-play. 


vibration. 





an 
WALDES 


Applied radially 
over shaft. Secure 
against impact and 


Two-piece ring ap- 
plied radially. Se- 
cure against 
extremely high 
r.p.m.’s and heavy 
thrusts. 





=) TAUARL 


REG. U.S. PAT. OFF. 


RETAINI 
RINGS 


Waldes Kohinoor, Inc., 


47-16 Austel Place, L.1.C. 1, N. Y. 


ee RETAINING RINGS AND PLIERS ARE PROTECTED 
ORE OF THE FOLLOWING U.S. PATENTS: 2.382.947: 
2.439.785: 
jaune 2,487,802: 

22.484, 2,509.08 1 AND OTHER PATENTS PENDING 


2.416.652 
2.455.165 


2.420.921; 
2.483.380 


2.426.341; 
2.463.363 
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thrusts, 
loading. 





installed axially. Requires no groove. 
Recommended for permanent assem- 
blies exposed to relatively moderate 
impacts or vibrational 


Low cost retainer. 
Makes possible 
tight assemblies 
free of end-play 
on relatively soft 
shafts. 


equal 
bution 
lock 
screw. 








Flattens 
torque. 


under 
Secures 
load distri- 
. Replaces 
washer on 


Applied axially on 
shaft. Requires no 
groove. Exerts con- 
siderable frictional 
hold against axial 
displacement. 








ONE OF THESE AUTHORIZED DISTRIBUTORS IS CONVENIENT TO YOU: 


ALA. Birmingham, Moffatt Brgs. 
ALASKA Anchorage, 

Bearing Eng. Co. of Alaska 
Phoenix, E. D. Maltby Co. 
Little Rock, 

Southern Brg. Service, Inc. 

CAL. Los Angeles, 

Edw. D. Maltby Co., Inc 
Maywood, Edw. D. Maltby Co., Inc. 
Oakland, Bearing Engineering Co. 
San Diego, E. D. Maltby Co., Inc. 
San Francisco, Bearing Eng. Co. 
CANADA 

Lyman Tube & Brgs., Ltd. 

Offices in: Montreal, Quebec; 
New Glasgow, Nova Scotia; 
Toronto, Ontario; Vancouver, 
British Columbia; Winnipeg, 
Manitoba. 

COL. Denver & Pueblo, 
Bearings Svc. & Supply Co 
CONN. Bridgeport, Bobker Brgs. 
FLA. Jacksonville, Moffatt Brgs. 
GA. Atlanta, Moffatt Brgs. Co. 


HAWAII Honolulu, 
Edw. D. Maltby Co., Inc 
IDAHO Idaho Falls, 


Bearings Svce. & Supply Co. 

ILL. Chicago, Berry Brg. Co. 
Decatur, IIlinois Brg. Co. 

East St. Louis, Neiman Brgs. Co. 
Marion, Bearings Service Co. 

Oak Park, Berry Bearing Co. 
Peoria, ||linois Bearing Co. 
Rockford, Berry Bearing Co. 

IND. Evansville, Bearings Svc. Co. 


Gary, Berry Bearing Co. 
Hammond, Berry Bearing Co. 
Indianapolis, Service Supply Co. 
South Bend, Bearings Service Co. 
1OWA Davenport, Standard Brgs. 
Des Moines, Standard Brgs. Co. 
Sioux City, Standard Brgs. Co. 
KY. Louisville, 

Kentucky Ball & Roller Brg. Co. 
Madisonville, Bearings Svc. Co. 
LA. Baton Rouge, Dixie Brgs. 
New Orleans, Dixie Brgs., Inc. 
Shreveport, Bearings & Trans. Co. 
MD. Baltimore, Moffatt Brgs. Co. 
MASS. Boston, Bearings Spec. Co. 
MICH. Detroit, Michigan Brg. Co. 
Grand Rapids, Michigan Brg. Co. 
Saginaw, Michigan Bearing Co 
MINN. Minneapolis, 

industrial Supply Co 

MO. St. Louis, Neiman Brgs. Co. 
N.J. Clifton, Bobker Brgs., inc. 
Highland Park, Bobker Brg. Co. 
Jersey City, Bobker Brgs., Inc. 
Newark, Bobker Brg. Co., Inc. 
Trenton, Moffatt Bearings Co. 
N.Y. Buffalo, Syracuse Brg. Corp. 
L. |. City, Bobker Brgs., Inc. 

New York City, Bobker Brgs., Inc. 
Niagara Falls, Syracuse Brg. Corp. 
Rochester, Syracuse Bearing Co. 
Syracuse, Syracuse Bearing Co. 
Troy, Bearing Distributors 

Utica, Syracuse Bearing Corp 
N.C. Charlotte, Moffatt Brgs. Co. 
Greensboro, Tennessee Brgs., Inc. 
OHIO Akron, Ohio Ball Brg. Co. 


Canton, Ohio Ball Bearing Co 
Cincinnati, Ohio Bal! Bearing Co. 
Cleveland, Ohio Bal! Bearing Co. 
Columbus, Ohio Bal! Bearing Co. 
Dayton, Ohio Bal! Bearing Co 
Elyria, Ohio Ball Bearing Co 
Hamilton, Ohio Ball Bearing Co. 
Lima, Ohio Ball Bearing Co 
Mansfield, Ohio Ball Bearing Co. 
Toledo, Ohio Ball Bearing Co 
Youngstown, Ohio Bal! Brg. Co. 
Zanesville, Ohio Bal! Brg. Co 
GRE. Eugene & Portland, 

The General Tool Co 

PA. Erie, Pennsylvania Brgs 
Johnstown, Pennsylvania Bres 
Philadelphia, Moffatt Brgs. Co. 
Pittsburgh, Pennsylvania Bres. 
York, Pennsylvania Bearings, Inc. 
TENN. Kingsport, 

Tennessee Brgs., Inc 

Knoxville, Tennessee Brgs., Inc 
Memphis, 

Southern Bearing Svc., Inc 
UTAH Salt Lake City, 

Bearings Service & Supply Co 
VA. Richmond, Moffatt Brgs. Co 
WASH. Seattle, 

Bearing Engineering & Supply Co 
Yakima, Yakima Bearing Co 
W.VA. Charleston, 

West Va. Bearings, inc 
Huntington, West Va. Brgs., Inc. 
Wheeling, West Va. Brgs., Inc. 
WIS. Appleton & Milwaukee, 
Wisconsin Bearing Co. 


Factory engineering representatives available in each area 
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BUSINESS IN MOTION 





lhe assembly shown here is the actuating 
chanism of an overload service, used 
nterrupt the current of electricity 
vhen it exceeds a certain value. Thus, it 
otects the apparatus connected to the 
nes with which it is associated. Natu- 
the contacts are of copper, since 
copper has the highest electrical con- 
ductivity of any commercial metal. You 
|| note the special forms of the two con- 
blocks. These are supplied to the 
inufacturer as extruded copper shapes, 
that to make the contacts it is neces- 


ry only to cut pieces 


tion also was speeded up. Though the 
shape cost more per pound than the bar, 
it made possible economies that much 
more than absorbed this. 

e¢ Another example, not illustrated here, 
has to do with an electronic device. The 
base plate must be non-magnetic, and 
brass was chosen. The design was rather 
simple, and one would not usually sup- 
pose that a special extruded shape would 
save money. However. to produce the 
part from solid bar, which weighed 1.61 
pounds per foot, required three separate 





of the right length 
from the extrusion de- 
livered by Revere,and 
drill the holes. 
This method of slic- 
parts off a pre- 
formed shape can 
provide important 
economies by greatly 


reducing machining 





time. Take the bottom 
ingular contact, for 


example. During de- 








operations. The ex- 
truded shape weighs 
1.22 pounds per foot, 
and its use reduces 
machining to a single 
operation. Result: a 
saving of 15 cents 
per part. 

¢ These two examples 
are taken from the 
Revere files, which 
contain remarkable 
evidence of the econ- 
omies that can be 








velopment work this 
piece was milled from solid copper bar, 
dimensions 1 x2 inches. The bar weighed 
pounds per foot, and in machining 
to the required form, 1.8 pounds of 
rap per foot were generated. Copper 
crap is readily salable at good prices, 
course, but the chief expense in this 
operation was machining. 

Once the design had proved itself under 
evere tests, Revere suggested copper 
1apes instead of plain bar. In the case 
the angular contact, use of an extruded 
1ape saved 1.75 pounds per foot, a 
reduction in weight sufficient to save 
Imost 44 cents per foot over the plain 


f 
oT 


=} 


Larger savings were made by the 
reduction in machining time, and in the 
labor involved in handling scrap. Produc- 


realized through ex- 
truded shapes. If your plant is doing any 
extensive machining of plain bar in cop- 
per and copper-base alloys, or aluminum 
alloys, look into extruded shapes. They 
can be furnished in much more com- 
plicated shapes than those illustrated, 
and can save important sums. 

If you do not work with any of the 
Revere Metals, but with other materials, 
we suggest you get in touch with your 
suppliers and see if they may not be 
able to find ways to save you money. In 
buying, please remember that it is not 
the cost per pound or ton or gallon that 
is important, but the cost of the fin- 
ished item. Sometimes paying a little 
more for materials may make the end 
product cost less. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N.Y. 
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The American Brass Co., Westbury, 
Conn., has named Stanley H. Hall. 
berg as Purchasing Agent of the firm’s 
Buffalo, N. Y., branch. 


B. B. Woodward, Jr., has been named 
Acting Purchasing Agent for Calg. 
veras Cement Co., San Francisco, At 





B. B. Woodward, Jr. 


the some time, it was announced that 
Marshall Dragomanovitch had _ been 
named Assistant Purchasing Agent for 
the firm’s San Andreas, Calif., plant. 


George R. Walker has been named 
Director of Purchases for Mullins Mfg. 
Corp. of Salem and Warren, Ohio, 
Formerly with American Motors Corp, 





G. R. Walker 


Detroit, and Hudson Motor Car Co, 
where he was assistant director of 
purchases, Mr. Walker succeeds James 
W. Farrell, who died last December. 
Mr. Walker has also been associated 
with Houdaille-Hershey Co. and 
Graham-Paige. 


Edward L. Otto has been named 
Purchasing Agent fer the Inorganic 
Chemicals Division plant now being 
built in Kearny, N. J., by Monsanto 
Chemical Co., St. Louis. Mr. Otto first 
joined Monsanto in 1937 as an ex- 
pediter at the W G. Krummrich plant 
at Monsanto, Ill. He was transferred 
to Muscle Shoals, Ala., in 1952, and 
in 1953, joined the company’s Pur- 
chasing and Traffic Department. 


PURCHASING 
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SILENTBLOC 

















These are General Tire Industrial Products 


in Industry 


Silentbloc vibration and shock mountings - 
Silentbloc bushings - Silentbloc bearings - Oil & 
hydraulic seals - Bonded to metal rubber parts - 
Hydraulic brake parts - Metal stampings- Extruded 
& molded rubber - Extruded plastic - Polyester 
glass laminates - Sponge rubber « Glass run 


channel - Vibrex® fastners. 


Marcu, 1955 





out of a Shaky situation 


Vibration is the universal plague of machinery 
and heavy equipment in industry . . . and Silentbloc 
mounts are the best cure. These unique mounts 
squelch vibration, cushion shock, and stand 

up to the pounding loads encountered in the 
bulkiest machinery. Silentbloc survives years 
of torturing stresses with practically no 
measurable fatigue. 

For a complete up-to-date file on vibration 
control products, write for Silentbloc Catalog 
#4240... The General Tire & Rubber 
Company, Industrial Products Division, 

Dept. C, Wabash, Indiana. 





WABASH INDIANA 
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how many 


Several Ames Long Range Dial Indicators with plain bearings are currently 
giving an amazing demonstration of performance and endurance under 
test. Several Model 282 Indicators, selected at random from our stock, still 
have their original accuracy —after more than 16,000,000 cycles each, at 
240 strokes a minute, 9 hours a day. 


This outstanding record is made possible by Ames’ use of simple basic design, 


highest quality materials, rugged construction .. .and expert craftsmanship. 


How many more cycles will these Ames indicators complete? 


If you would like to have 
our recommendations on 
your measurement problem, 
send blueprints and specifi- 
cations. And ask for your 
free copy of our catalog on 
Ames micrometer dial indi- 
cators and gauges. 


\ Ames No. 12B Caliper Gauge 





Ames No. 552 Dial Micrometer 


Representatives mm 31 Ames Street 
B.C. AMES CO. fame see 


es No. 2 Dial Comparator 


Migr. of Micrometer Dial Gauges e Micrometer Dial Indicators 





BOOTH NO. 602 © MARCH 14-18 ¢ WESTERN INDUSTRIAL EXPOSITION « LOS ANGELES 
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G. C. Mitchell has been appointed 
Staff Executive of Chrysler Corpora. 
tion’s Central Purchasing Department 
by Joseph Pfeiffer, Chrysler Director 
of Purchases. Mr. Mitchell has been 
a divisional purchasing agent of the 
company for the past seven years, In 
addition to administrative duties, he 
will be responsible for liaison between 


G. C. Mitchell 


the purchasing and engineering de- 
partments, coordinating new model 
programs. Mr. Mitchell started his 
automotive career in 1914 with Dodge 
Brothers. After working in the chassis 
assembly and body departments, he 





D. W. Matzen 





J. F. Bowes S. J. Roach 


transferred to purchasing as a follow- 
up man. He was appointed a purchas- 
ing buyer in April, 1925, and was 
transferred to the central purchasing 
department at Highland Park in 1929. 
He served there, as a buyer, until 
1942, when he was placed in charge 
of purchasing operations for the Dodge 
Chicago Aircraft Engine plant. He be- 
came a divisional purchasing agent in 
May, 1947. 


In line with Chrysler Corporation's 
diversification program, the appoint- 
ment of Purchasing Agents for vari- 
ous divisions of the company were 


(Please turn to page 276) 


PuRCHASING 











nted 
OTa- 
nent 


=|The most revolutionary new motor 


the 


= |\development in 40 years! 


veen 





“DYNAMIC 
KESPONSE 


de- 
odel 
his 
odge 
assis 


Super T—the long-awaited answer to industry’s demand 
for motors that meet the production requirements of 
today and tomorrow—the age of automation. 





Reliance Super T Line D-c. Motors are the result of a 
new approach to motor design providing higher com- 
mutating ability . . . lower mechanical inertia . . . and 
lower electrical inertia. 


Super T Line D-c. Motors do more in less time—provide 
Dynamic Response through controlled reaction to the 
demand for a change in speed or process. Operating as 
part of the V*S Drive, for instance, it is big and power- 
ful enough to move heavy loads quickly . . . yet fully 
controllable and gentle enough so that it will not break, 





low- stretch, or tear material in process, regardless of gauge 
nate or composition. 

was 

asing , . ‘ ; 
1929, Bulletin C-2002 will provide you with further details. 
until Call, wire or write your nearest Reliance District Sales 
large Office. 

odge C-1491 
» be- 
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Carhow 1010 to 1025 
Aave YOU considered why tub- 
ing, because of its great adaptability and ease of fabrication, 
results in added economy in the manufacture of many hundreds 
of different products? Can it be used in YOURS? 


Remember that these advan- 


tages of low cost manufacture, adaptability and dependability 
are yours when you use MICHIGAN Electric Resistance WELDED 
STEEL TUBING: 


1 lt is fabricated in round, 335 
square and rectangular 34 
shapes, in a wide range “@ 

of sizes; 


EMI can be flanged, expanded, 
a efapered, swaged, beaded, 
wer upset, flattened, forged, 
spun closed, fluted and 









it is always of uniform <2 
strength, weight, ductility 


and weldability; Dates 
Let's table tubing { Our en- 


gineers will be pleased to help you determine how Michigan 
tubing can be used to best advantage in the manufacture of 
your product. 


2 





Nearly 40 Years in the Business 
9450 BUFFALO ST. ¢ DETROIT 12, MICH. 
FACTORIES: DETROIT, MICHIGAN « SHELBY, OHIO 


DISTRIBUTORS: Steel Sales Corp., Chicago, St. Louis, Milwaukee, Indianapolis and Minneapolis 
~Miller Steel Co., Inc., Hillside, N. J.—C. L. Hyland Co., Dayton, Ohio—Service Steel Co., Los 
Angeles, Calif.—Strong, Carlisle & Hammond Co., Cleveland, Ohio—Globe Supply Co., Denver, 


Coloradeo—W. A. McMichaels Co., Upper Darby, Pa.—A. J. Fitzgibbons Co., Buffalo, N.Y.— 
Horry E. Clark & Co., Houston, Texas—C. | Crais Co., Birmingham, Ala. 


























(Continued from page 274) 
announced, recently, by Joseph Pfeiffer 
Director of Purchases. They are: 
Wesley G. Embury for Plymouth Diyj. 
sion; Donald W. Matzen, for DeSoto 
Division; John F. Bowes, for Chrysler 
Division; Stephen J. Roach for 
Truck; Kenneth E. Chamberlin for 


 ___ 


pe 


MoPar Division; Arthur Fields for 
the Marine and Industrial Engine 
Division and the Trenton (Mich.) 





K. E. Chamberlin A. Fields 


Engine factory; Arthur H. Hilverkus 
for Defense Operations Division; and 
Horace M. Coy for Airtemp Division 
in Dayton, Ohio. Mr. Embury, who 
joined Chrysler in 1922 as a tool clerk 
at the Highland Park factory, had 
been supervisor of non-production 
purchases for the corporatien since 
1951. Mr. Matzen, recently a buying 
supervisor of standard parts for High- 
land Park, has been with Chrysler 
since joining its Export Division in 
1937 as a clerk in sales distribution. 








A. H. Hilverkus 


Mr. Bowes, who started his automo- 
tive career in 1916 as a production 
supervisor for Packard Motor Car Co. 
has served as resident purchasing rep- 
resentative at various Chrysler plants. 
Mr. Roach, who has been a resident 
purchasing representative of the Dodge 
Truck factory since 1952, joined 
Chrysler in 1926 in the claims in- 
spection department at Highland 
Park. Mr. Chamberlin joined the 
Chrysler Division as a_ follow-up 
man, in 1936, after spending four years 
as a supervisor of material and pro- 
duction control at the Reo Motor Car 
Company in Lansing. He has most 
recently been’ resident purchasing 
agent for MoPar Motor Parts Divi- 
sion. Mr. Fields has been a machinery 
buyer at Highland Park’s central of- 
fices for the past two years. He s 

with the company as a stockman, at 
Highland Park, in 1935. Mr. Hilverkus 
joined the Dodge Division in May, 1920, 
as a follow-up clerk after serving 
seven years on the purchasing depart- 
ment staff of Studebaker. He was most 
recently divisional purchasing agent 

(Please turn to page 278) 


H. M. Coy 
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Bostitch T5-8 Tacker with Outward Clinch—It anchors 
staples inside soft materials entirely from the outside. 
Staple legs spread to form strong, tight clinch. Ask 
your Bostitch Economy Man for a demonstration. 


STAPLES HOLD BETTER AT ONE-TENTH THE COST! Trans World Air- A Bostitch Economy Man suggested stapling the bills with a new Bostitch 
lines overlook no detail in assuring the safe, swift arrival of air freight tacker that “spread-eagles” staple legs inside carton walls. TWA tried it, 
shipments. Shipping bills fastened to cartons with even the best tape some- found stapling four times faster and far superior in holding power. Cost 
times tore loose in damp climates. And taping cost $14 per thousand bills $1.40 a thousand. Now all major TWA stations are Bostitch-equipped! 


How much can you save by switching to Bostitch stapling? 


Your Bostitch Economy Man can tell you. BOSTITCH, Inc., 723 Mechanic St., Westerly. R. I. 
He’s one of 350 trained fastening I'd like to know exactly how stapling can cut costs in our fastening operations. 
specialists working out of 123 cities in the I’m particularly interested in the following applications (please check) : 
U.S. and Canada. There are over HI-SPEED PRODUCTION FASTENING mounting products on laying underfelt 
° ° ° ° Stapling vs. riveting display cards installing ceiling trie 
800 kinds of Bostitch staplers in his stapling vs. spot welding fastening items to applying insulation 
s hl | k stapling vs. screws or bolts individual cards nstalling low-voltage wiring 
cost-cutting repertoire. LOOK up — ws - or cement SHIPPING ROOM ECONOMIES applying shake shingle siding 
“Bostitch” in your telephone directory. stapling vs. tacks or nails preparing cartons for filling OFFICE EFFICIENCIES 
d : stapling vs. solder sealing filled cartons filing 
or check the coupon at the right. stapling vs. wire or string lining or padding crates routing 
: applying shipping bills or tags 5 
PACKAGING AND CARDING posting 
sealing bags BUILDING APPLICATIONS binding folders and reports 
Fasten it better and faster with (cloth, paper or plastic) applying asphalt roofing preparing advertising dummies 
Vame Position 
T T 7 
a 0 i a ‘ — 
STAPLERS AND STAPLES {ddress 
City Zone State 
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Type A Blackening Process For Steel 


Improves Your Product 
Increases Production 
Cuts Costs 


TROUBLE-FREE * ECONOMICAL ATTRACTIVE 





4 comprehensive study of the application of a 
black oxide finish has been compiled and is 
now available in our latest catalog. The study 
also covers Black Magic Blackening Processes 
for other ferrous and non-ferrous metals; metal 
cleaners, rustproofing oils and waxes, plating 
specialties and a complete line of heat treat- 
ing salts. 





Write for your complimentary copy today. 










THE MITCHELL-BRADFORD CHEMICAL CO. 


Main St. 


Mitchells 
3radiord 


2448 Stratford, Conn 












(Oe 


STAINLESS 
STEEL 


buying 
costs! 


SPECIFY 


SHEETS ROLLED 
TO THE LIGHT SIDE 
OF THE GAUGE RANGE 


Washington Steel’s production methods pro- 
vide new economies in the purchase of stainless 
sheet. The controlled accuracy of gauge in the 
rolling process gives you more area per ton or 
the equivalent area with lesser weight. This 
close adherence to specified gauge also results 
in longer die life. 


Your steel warehouse 
distributor will gladly 
tell you the Micro- 
Rold Story. 


Washington Steel 


CORPORATION 
WASHINGTON, PENNSYLVANIA 
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at the Highland Park central offices, 
Mr. Coy has been associated with 
Chrysler Airtemp for the past 18 years, 
He started as a purchasing buyer in 
1936. 


Badger Northland, Inc., Kaukauna, 
Wis., has named Howard Meyer as 
Purchasing Agent. Mr. Meyer has 








=e 
H. Meyer 


been with the firm for three and one- 
half years and was, most recently, 
assistant sales manager. 


The new Purchasing Manager for 
Commercial Solvents Corp., New York, 
is Lawrence Gardner. Prior to joining 
Commercial, Mr. Gardner was pur- 





L. R. Gardner 


chasing agent for the Egyptian Lacquer 


Mfg. Co. His entire career in the 
chemical industry has been in the 
purchasing field, and has_ included 


positions with the American Marietta 
and Monsanto Chemical companies. He 
is a member of the Purchasing Agents 
Association of New York. 


H. B. Reno, Jr., has been named 
Purchasing Agent for Columbia Steel 
& Shafting Co., Pittsburgh. Mr. Reno, 
who joined the company in 1915, was 
assistant to the vice president—sales 
until his new assignment. 


John J. Schnabel has been named 
Purchasing Agent for Fairmont Rail- 
way Motors, Inc., Fairmont, Minn. He 
succeeds H. D. Fitz, who is retiring. 
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5. 
: Whatever your product, chances are 
3. 
; h h dy d d 
that Rheem has already develope | 
A, 
iS = e a ” 
iS ! 
special linings to protect it for 
| 
hi t in steel d | 
Rheem’s experience with hard-to-package products <— =» 
is a matter of record. From acetates to white oils, 
virtually any bulk-packaged product you can think 
of is now being shipped in Rheem-built steel drums VOU CAN RELY ON 
and pails with special linings. 
So you name it. If you have a product you'd like to 
ship in steel containers, chances are that we’ve 
already developed a lining that will protect it. If it’s 
a new product, or one that we’ve never handled, 
a4 Rheem laboratories are fully equipped to run tests 
y, . ete PaaAeoaye WORLD'S LARGEST MANUFACTURER 
and recommend a suitable lining. For full informa- OF STEEL SHIPPING CONTAINERS 2 
or tion, call our nearest office. Or write to Rheem KE 
k, Manufacturing Company, 7600 South Kedzie Avenue, slaw Faden 
1g ar ee 
na Chicago 29, Illinois. P 
hdane ae 8 4 hlorahy. 
RICHMOND AND SOUTH GATE, CAL., HOUSTON, —_P 
CHICAGO, NEW YORK, NEW ORLEANS, : 
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Let us show how efficiently we can supply your 
needs. More than 15,000 sets of tools at your dis- 
posal, for low cost production of Special Washers 
in any metal... any size...any quantity. Prompt 
quotations, backed by 35 years of specialized ex- 
perience. Send a sample, print, or specifications. 


U(Mlaster Products ... 


6400 PARK AVENUE e Diamond 11-1740 ¢ CLEVELAND 5, OHIO 
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THE HAND CLEANING COMPOUND 
THAT REMOVES GROUND-IN GRIME 
GENTLY AND SAFELY 





Shop grime works deeply into pores . . . its residue is a con- 
tributory factor in dermatitis. Tiny skin cuts caused by harsh 
abrasives are entering points for skin infections. HANDEEZ 
lifts hard-to-remove grime from the pores by means of a 
sterilized vegetable emollient. The result: clean, smooth skin, 
even where cutting oils and other stubborn shop grime are 
present. 


HANDEEZ is ideal for both shop and office use. 


Write for literature, or see your 
Dolge Service Man. 





FOR 














\_| FREE SANITARY SURVEY 


OF YOUR PREMISES 
SEE YOUR DOLGE SERVICE MAN 














WESTPORT, CONNECTICUT 
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Robert H. Kelly, a veteran of 18 
years of service in the purchasing 
department of the Youngstown Sheet 
and Tube Co., Youngstown, Ohio, has 
been appointed Assistant Purchasing 
Agent in charge of the company’s 
Chicago district office. 


John C. Fisher has been promoted 
to the position of Assistant Purchasing 
Agent for The Chemstrand Corp., 





J. C. Fisher 


Decatur, Ala. Mr. Fisher, who joined 
Chemstrand in 1951, was previously 
associated with John W. Galbreath & 
Co., Fairfield, Ala. 


The retirement of Charles H. Car- 
roll as Director of Purchasing, Ford 
Motor Co., Dearborn, and the appoint- 
ment of James O. Wright as his suc- 
cessor have been announced. Mr. Car- 
roll has been with Ford for 37 years. 





J. O. Wright 


Mr. Wright, with Ford since 1946, has 
served as assistant general purchasing 
agent for the company’s Ford Division 
since June, 1953. Prior to that, he was 
assistant general manufacturing man- 
ager for Ford Division, assistant to the 
general manager of Ford Division, as- 
sistant to the vice president-finance 
and manager of the company’s or- 
ganization department. 


Gerald F. Gilbert, Jr., has been 
named treasurer and Purchasing Agent 
of The Atlas Mineral Products Co., 
Mertztown, Pa. 
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Ferulok flareless fittings, featuring the 
visible “bite”, are especially for high- 
pressure, heavy-wall tubing. Cutaway 
shows why vibration won't break the seal. 


New Intru-lok tube fittings can be quick- 
ly installed by anyone. Simply push tube 
in, then tighten nut. Designed for instru- 
mentation lines of 14 through 4 inch,O.D. 


Marcu, 1955 


New Hoze-lok fittings and hose assem- 
blies (for medium and high-pressure 
hydraulic service) offer better perform- 
ance, easier make-up, greater re-usability. 





Other Parker products include new 
hydraulic control valves, check valves, 
accumulators and O-rings. Mail the 
coupon for the fitting catalogs you want. 


ube up and 
forget it” 
with leakproof 
Parker fittings 


Triple-lok flare fittings are the easiest, fastest and safest 
way to tube up even in close quarters. They are absolutely 
leakproof even under the severest conditions of vibration, 
high pressures and temperatures. Triple-lok fittings meet 
J.1.C. and S.A.E. Standards plus specifications of the A.S.M.E. 
Code for Pressure Piping. Available for tubing outside di- 
ameters from 1 through 2 inches. More Triple-lok fittings 
are used on industrial machinery than any other fittings. 


New Weld-lok fittings are machined 
from high-quality steel or stainless-steel 
bar stock and forgings. They are avail- 
able for tubing 4 through 2 inches, O.D. 


TUBE AND HOSE | n=. 
FITTINGS DIVISION ¢ 
Section 411-D 


The Parker Appliance Co. 
17325 Euclid Avenue com [=] 
Cleveland 12, Ohio 


{.] Send Triple-lok & Ferulok Catalog 
No. 4300 


[-] Hoze-lok Catalog No. 4400 


eS a ae ee 


[_] Weld-lok Catalog No. 4370 i 
[J Intru-lok Catalog No. 4320A1 | 
Nome Title | 
Company ; | 
Address 2 =— . 
Erovcuaun eee sna 


Hydraulic and fluid 
system components 


Pa rker 
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MULTI- 


"302" 


CONTINENTAL RUBBER WORKS, ERIE PA 





~~ 


This ONE Hose Does All 


PURPOSE 


. “WELDING 


“COOLANT 


SIX Jobs 


How to simplify your hose buying 


Why buy and stock 6 different hoses when one will do the trick? 
Continental’s ‘902”’ is a versatile, all-purpose hose. It gives 
outstanding service for air, water, gasoline, oil, welding or 
coolants. Truly, a “jack of all’’ hose-jobs 


Immediate delivery from 
15 CONTINENTAL 


WAREHOUSES 


BALTIMORE 1, Md. 
122 South Howard St. 


BOSTON (Allston 34), Mass. 

12 Franklin St. 
BUFFALO 3, N. Y. 

115 Clinton St. 
CHICAGO 10, Ill. 

10 West Hubbard St. 
CINCINNATI 2, Ohio 

49 Central Ave. 
CLEVELAND 15, Ohio 

2731 Prospect Ave. 
DETROIT 27, Mich. 

13801 Schoolcraft Ave. 
INDIANAPOLIS 2, Ind. 

309 North Capitol Ave. 
LOS ANGELES 15, Calif. 

1432 South Los Angeles St. 
MEMPHIS 3, Tenn. 

268 Madison Ave. 
NEW YORK 7,N. Y. 

147 Chambers St. 
PHILADELPHIA 6, Pa. 

311 North Randolph St. 
PITTSBURGH 21, Pa. 

607 Brushton Ave. 
ST. LOUIS 8, Mo. 

4018 Olive St. 


SYRACUSE 2, N. Y. 
1606 West Genesee St. 








CONTINENTAL RUBBER WORKS -+- 1983 LIBERTY ST. + ERIE 6 + PENNSYLVANIA 


... yet master of all. 


Continental ‘‘902”” Multi-Purpose Hose 
is all neoprene. It’s light weight, flexible, 
non-kinking, easy-to-handle. In a range 


of sizes, this one hose 
of your needs. 


will handle 90% 


Delivery? Right now from stocks car- 
ried at all times in our 15 warehouses at 
left. Sizes %6” through 1/2”. 

Call or write the nearest Continental 
Warehouse and ask for Multi-Purpose 
Hose. You'll like the hose — 
and the service—you get. 


Send now for 


——— 


CONTINENTAL'S Special 


Industrial Hose Catalog 


RUBBER 


aw 


CONTINENTAL 
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Reed-Prentice Corp., Worcester, 
Mass., an affiliate of Package Machin. 
ery Co., has promoted Lawrence 4A, 
Franks to the position of Purchasing 
Agent. 


The American Can Co., New York, 
has named H. R. Larsen as General 
Manager of the firm’s General Pur- 
chasing Department. Mr. Larsen joined 


H. R,. Larsen 


Canco in 1928 as an inspector in the 
firm’s Chicago factory. Two years later 
he was transferred to Central Division 
headquarters where he served as a 
tinplate clerk until 1937, when he was 
made supervisor of the tinplate divi- 
sion. 


The new Director of Purchases for ~ 
Granite City Steel Co., Granite City, 
Ill., is Robert B. Leggat. He has been 
purchasing agent for the company for 
the past two years. Mr. Leggat joined 
the company in 1947 and has worked as 
an expediter and a salesman. 


H. L. Hanks has been named Pur- © 
chasing Agent for the Ajax Flexible 
Coupling Co., Inc., Westfield, N. Y. 


Bunting Brass & Bronze Co., Toledo, 
Ohio, has appointed Walter H. Rob-— 
erts as Director of Purchases. He has 
been with the company for 19 years, 
during seven of which he has been 
assistant Director of Purchases. 








Elwood B. Hendricks, one of the 
founders of the National Association 
of Purchasing Agents, and first secre- 
tary of the organization, died at his 
home in Glen Ridge, N. J., on Feb- 
ruary 2nd. Mr. Hendricks received the 
J. Shipman Gold Medal award in 194 
in recognition of his contributions # 
the advancement of purchasing. The 
Hendricks Club, comprising past of- 
ficers of the National Association, i} 
named in his honor. Although he had 
been in failing health for a numbef 
of years, he was a regular attendant 
at all N.A.P.A. conventions. 
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The modern way Is 
“the WeldELL way 


ation that de- 
of weld- 








Naturally the organiz 


re line 
veloped the first complete 
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sizes and materials. 


those who have fol- 


€ WeldELL 
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That is why 
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se ‘on 
line usually refuse to © 
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ther type of welding fitting 
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_to-the-minute facts. 
Taylor Forge Distributor for up-to-the 
See your 'oy 


TAYLOR FORGE 


| Offices and Works: 


& PIPE WORKS ° Genera 


90, Illinois * Offices in all principal cities 
, Mi 


Conada 


TAYLOR FORGE 


P.O. Box 485, Chicago 


d.; Hamilton, Ontario, 
Calif.; . 
e, Pa.; Fontana, 


Gary, In 
Plants at: Carneg! 


mes tee : 
ce. 


The formula 
was written in 1926— 


The invention of oxyacetylene and 
electric arc welding touched off the 
greatest single advance in modern 
piping practice—pipe welding. 

The old way—the screwed fittings 
and heavy flanged fittings—put up a 
brave fight, but the handwriting was 
on the wall! For all important piping 
the old method was through. 

Proof that Taylor Forge had fore- 
seen this clear back in 1926 is shown 
above. Significantly enough, the proc- 
ess covered by this patent is still em- 
ployed to give WeldELLS certain 
advantages not found in any other 
welding fittings. 

But Taylor Forge experience had 
suggested careful procedure — had 
foreseen that pipe welding could not 
advance beyond its crude, torch-happy 
stage until a// necessary fittings were 
provided to make complete welded 
systems. 

It took a number of years to do 
this job with Taylor Forge thorough- 
ness, but in 1931 the announcement 
was made of the first complete line of 
seamless butt welding fittings — the 
first line to include not only elbows 
and return bends, but also full branch 
and reducing tees, concentric and ec- 
centric reducers, stub ends, caps, and 
the all-important (and then revolu- 
tionary) welding neck flanges. 

Out of 31 years of designed piping 
experience had come the greatest con- 
tribution to piping permanence 


An episode in the story of 
Taylor Forge leadership in designed piping 











INDUSTRIAL Developments 




















United States Plywood Corp., New of 13,000,000 sq. ft. per month, a sawmill The American Brass Co., Waterbury, 
York, has acquired the assets and busi- near Roseburg, Ore., with a productive Conn., a wholly-owned subsidiary of 
of Associated Plywood Mills, Inc. capacity of 120,000 board feet per day, Anaconda Copper Mining Co., is build- 
ated’s assets include two plywood and the ownership or contractual rights ing an integrated aluminum mill on the 

at Willamina and Eugene, Ore., to approximately 1,100,000,000 feet of outskirts of Terre Haute, Ind. The | 

an aggregate productive capacity timber. building will cover nearly 500,000 sq. ft. x 

and will cost approximately $25,000,000 

to construct. The mill is seen as reach- 
ing an annual production of 60,000 tons bas 
of ingot aluminum. 


The new warehouse and Container 
Division factory of Jones'& Laughlin 
Steel Corp., Pittsburgh, has been 
opened in Lancaster, Pa. The new 
building, about 100,000 sq. ft. of floor 
space, will have warehouse facilities to 
serve customers in eastern Pennsyl- 
vania, Delaware, Maryland and West 
Virginia. It will carry a complete line 
of steels, including structural shapes, 
hot rolled bars, bar angles, plates, hot 
rolled sheets, cold rolled sheets and 
cold finished bars. 


The Curtis Machine Corp., James- 
town, N. Y., has been acquired by The 
Carborundum Co., Niagara Falls. 


The Chemicals Division of Kaiser 

i Aluminum & Chemical Corp., Oakland, 

: a \ ey Calif., will build a $4-million plant to 

b a ~ ; produce basic refractories at Colum- 

h = selene, biana, Ohio. Construction of the build- 

ee | ings will begin early next month and 

> schedule calls for completion late this 

year. Production, which will be con- 

centrated on basic brick, will be di- 

vided among the high magnesia peri- 

clase, periclase-chrome and chrome- 
periclase types, 


A $750,000 factory for the manu- 
facture of roller chains and sprockets 
is being built in Colmar, Pa., by 
Atlas Chain & Mfg. Co., a division of 
pepe : : : Prudential Industries, Inc., Philadel- 
This metal monster, weighing nearly 4,000,000 Ibs., is now in operation at the Cleveland, phia. It is scheduled for completion 
Ohio, works of the Aluminum Company of America, Pittsburgh. Capable of exerting 8000 

a : , : : by the end of the year. 
tons pressure, the press, which rises 38 ft. above the floor, is used for forging aluminum into 
vital aircraft parts. (Please turn to page 290) 
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“T5X...the only oil you could sell me.” 


“This is one of three of our G.M. 900-h.p. diesel generator 
sets. We've always used T5X in them with excellent 
results. At the time this picture was taken the thermome- 
ter in our power house read 135°. It gets hot here in the 
Nevada desert. 

“The other day we overhauled this diesel after 8500 
hours — the bearings and crankshaft showed practically 





los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 1612 Bankers Bldg. * New Orleans: 
644 National Bank of Commerce Bldg. * Atlanta: 40] Atlanta National Bldg. * Kansas City, Mo.: 921 Rialto Bldg. 


Ed Cox, power plant foreman, Wah Chang Mining Corp., Tempiute, Nevada 


‘€ 


UNION OIL COMPANY 


OF CALIFORNIA 


no wear and the liners ‘miked out’ with only .0025” wear. 
After 8500 hours, I think this is terrific. Union’s T5X 
motor oil is the only oil you could sell me.” 

Power plant foremen all over the West agree — for sta- 
tionary diesels there’s nothing quite like T5X. And this 
amazing purple motor oil is available for immediate 
delivery from your nearby Union Oil representative. 


TSX 


SAE 20 MOTOR OIL 
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Different 1” diameter 


KELLER 
CUTTERS 


Available FROM STOCK at STANDARD PRICES 

















| 
BALL | 
” / , 
ae ”" wae vo ae , ea + a 1” x 6” Extension 
RADIUS 





’ 


1” x 6” Extension 





SQUARE 


ar 2 3: a oe ae 1” x 6” Extension 





While Pratt & Whitney Keller Cutters are designed primarily for use 
in P & W Keller Tracer-Controlled Milling Machines, they give equally 
effective performance in practically all other types of milling equipment. 
Send now for complete information. 


@eeeoeoeeeeeee rs 
Pratt a WHITNEY 
DIVISION NILES — BEMENT — POND COMPANY 
19 Charter Oak Blvd., WEST HARTFORD 1, CONNECTICUT 


Please send my free copy of P & W Circular No. 534. 

















NAME POSITION 
COMPANY 

CO. ADDRESS 

CITY ZONE STATE 








MACHINE TOOLS + CUTTING TOOLS * GAGES 









































A new warehouse of Permacel Tape 
Corp., New Brunswick, N. J., has been 
opened in Detroit. The facility is de. 
signed to expand service in Ohio, 
Michigan and Kentucky. 


Robert Gair Co., Inc., New York, has 
acquired the Harvey Container Corp, 
Plymouth, Mich. It will operate as the 
Harvey Container Division. 


A 2,000 ton combination pipe ex. 
pander, tester and flarer is being built 
by  Baldwin-Lima-Hamilton Corp, 
Philadelphia. Largest of its kind ever 
built by Baldwin, the machine is de- 


| signed to flare, expand and test pipe 


from 18 to 36 inches O.D. by 40 feet 
long. 


Dravo Corp., Pittsburgh, is building 
12 covered cargo barges for the Sioux 
City & New Orleans Barge Line Co, 
Inc. 


Campbell Chain Co., York, Pa, is 
building a modern, one-story building 
in Portland, Ore., to expand its ware- 
housing and distributing facilities in 
the Pacific northwest. When completed, 
the structure will contain nearly 20,00 
sq. ft. of floor space. 


The Brown & Sharpe Mfg. Co., Provi- 
dence, has sold its hob business to the 
Barber-Colman Co., Rockford, Ill. In- 
cluded in the sale were the machines 
and tools used to manufacture the hobs, 


The Wallace Container Corp. of 
Santa Ana, Calif., manufacturers of 
“Vynite” collapsible tubing, has been 
purchased by Continental Can Co., New 
York. It will now be known as the 
Vynite Collapsible Tube Division and 
will be part of Continental’s Bond 
Crown and Cork Division. 


Alan Wood Steel Co., Conshohocken, 
Pa., has started operations in its new 
cold rolled strip mill at Ivy Rock, Pa 
The cold mill, costing approximately 
$7,000,000 has an initial estimated an- 
nual capacity of 144,000 tons of cold 
rolled strip and sheet. The cold mill 
itself is a 4-stand tandem mill with a 
finishing speed of 2,200 ft. per min 
It is capable of handling coils up to 
15,000 Ibs. 


Additional manufacturing facilities 
for the production of wet-strength 
resins for paper are being built at the 
Holyoke, Mass., plant of the Paper 
Makers Chemical Department of Her- 
cules Powder Co., Wilmington, Del, The 
production unit is scheduled to be in 
operation during the second quarter 
of 1955. 


A $500,000 shipping and receiving 
building is under construction at The 
Cleveland Crane & Engineering Co, 
Wickliffe, Ohio. 


Eaton Mfg. Co., Cleveland, has ac- 
quired the factory and office space at 
17877 St. Clair Avenue formerly oc- 
cupied by the Bryant Heater Division 
of Affiliated Gas Equipment, Inc. 
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U. S. Holdtite holds so strongly it can easily support a 
full-grown man in a sealed container. 


WORKER ! 


line of pressure-sensitive tapes! 





Style #501—Crepe paper back. Strongest crepe backing on 
the market. So flexible it is the one right tape for all curve 
work. No “feather edge”’ when used for painting. Strips clean 
—won't flake or break. Takes up to 200 degrees temperature. 
Style #511—Flat paper back. Has TWICE the strength of 
conventional masking tape. Ideal for straight line masking, 
also for binding, bundling, and sealing. 


Style #503 —Crepe paper back. For high temperature baking 
Operations. Takes up to 300 degrees temperature for 1% 
hours. A favorite tape on original equipment items. 


Style #508 — Paper-backed glass filament reinforced tape with 








Masking chrome, glass or any part of car with U. S. Holdtite 
tape while paint-spraying. 


240-pound tensile strength. The one right tape for strapping 
and sealing cardboard cartons. Will not work loose. An 
extremely powerful adhesive that makes tampering and pil- 
fering impossible to conceal. A single strand will hold boxes 
piled up on a skid. 


Style #601 — Waterproof cloth tape with plastic coated back. 
Perfect for waterproof sealing, masking, protecting anything 
that will be exposed to the weather. 


Style #604—An ideal low-cost cloth “expendable” tape for 
one-time use... protecting tool edges and fittings, bundling 
parts, keeping wrappings on toys, guarding fragile wood from 
splitting while being sawed. 





‘vision “U.S.” Research perfects it...“U.S.” Production builds it...U.S. Industry depends on it 


MECHANICAL GOODS DIVISION, ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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More than $20,000,000 will be spent 
in 1955 by Koppers Co., Inc., Pitts. 
burgh, for new plants and equipment, 
and in enlarging and improving pres- 
ent production facilities. Sizeable por. 
tions will go into the completion of a 
large plant at Port Arthur, Texas for 
the production of polyethylene, and the 
completion of a plant at Salem, Va, 
for the company’s Wood Preserving 
Division. The Virginia work is sched- 
uled for completion by the end of this 
month, while the Texas plant is ex. 
pected to start production in the third 
quarter of the year. 


&. =F 


United States Rubber Co., New York, 
has contracted to purchase from the 
government the synthetic rubber plant 
and chemical plant manufacturing 
DDM, in Naugatuck, Conn. 







e There’s a 


cu j t man chain drive The Carborundum Co., Niagara Falls, 
has established a new operating unit, 
for every purpose the Electro Minerals Division, to manu- 


facture and sell silicon carbide and 
fused alumina crudes, abrasive grain 
and related electric furnace products, 


Keep installation and operating costs down with efficient, economical Cullman 
roller chain drives. They deliver more for less . . . save space, increase your equip- 
ment capacity, absorb shock loads. 
For more machinery production and guaranteed, long trouble-free service specify 
Cullman on your next chain drive installation. Why not take advantage of 60 years of 
perience in engineering and producing the right chain drive? 


Ul i i rr an Write today for 

Catalog 51, or see 

POWER TRANSMISSION your local Cull- 

ROLLER CHAINS AND SPROCKETS man distributor. 
REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


CULLMAN WHEEL COMPANY, 1342 ALTGELD STREET, CHICAGO 14, ILLINOIS 
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Standard Rolling Mills, Inc., Brook- 
lyn, N. Y., is now the Standard Rolling 
Mills Division of Revere Copper and 
Brass, Inc., New York. 


Welduction Corp. is the new name of 
Weltronic Induction Heating Corp., De- 
troit. 





To meet the growing needs of the 
expanding electronic and avionic in- 
dustries on the west coast, Fairchild 
Camera and Instrument Corp., Syosset, 
L. L, is building a new factory in Los 
Angeles. The new building, 24,000 sq. 
ft. of which will be completed initially 
and an additional 24,000 sq. ft. later 
on, is scheduled for completion some 
time next month. Primary function of 
the plant will be to house the ex- 
panded manufacturing facilities of the 
firm’s Potentiometer Division. 





é<¥t? 


ALYY) DANDY. USN Hungerford Plastic Co. Rockaway, 
N. J., has puchased Walsamer, Inc, 
Riverdale, N. J. Walsamer will operate 
as the Plastisol Molding Division of 


with Improved Features | « 
gy, ungerford. 
for Longer Life Consolidated Machine Tool Corp. 


Rochester, N. Y., a wholly-owned sub- 


Continental Chain Link Fence is made of sidiary of Farrel-Birmingham Co, 

sisiencomeamiiaiien Konik steel containing copper, nickel nag Bnei am ge B aque aa 

n 2 s o 

oscars | and chromium fer grater aeenoth and | abun or avon ofthe pr 
Tsand, Anema Eeeeasieneen still more protection. Remember only ——- 

See aieae Gael ial te Continental is made of Konik steel. Climax Molybdenum Co., New 


Stee! Sheets, Nails, Continental ool 
Link Fence, and ether products. ~t- Write Today for Lasting Security 


CONTINENTAL 


STEEL CORPORATION @ KOKOMO, INDIANA 





York, has acquired oil leases in north- 
eastern Oklahoma valued at more than 
$5,000,000 from the Whitehill Oil Corp., 
Tulsa. The leases cover 13,500 acres 
primarily in the Nowata Field. 





Koppers Co., Inc., Pittsburgh, has 
expanded the operations of its Metals 





Continental Steel Corp. 











Kokomo, Ind Name ivision i i Md., 
Pl manger Products Division in Baltimore, 

ease send FREE copy | of 

‘Planned Protection '’— Address by the purchase of the F. X. Hooper 
complete manual on prop- 
erty protection. City State — _, ee ee 
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How will you have a 
your Martinis? 





Dry 















¢ R easxatns MATERIALS 

GibSOnis/, especially developed for av- 
tomative industry to meet the 
need for more efficient mat- 
ing of automatic transmission 
components, Materials are 
s of c lied fib. 
ers and synthetic rubbers, 
blended homogeneously to 
provide uniform compressibil- 
ity, resistance to oils and 
chemicals, better thickness 
control. 


cambi 45 








ELECTRICAL 
INSULATING MATERIAL 


developed as a replacement 
for more expensive phenolic 
paper-base laminates and 
used where arc resistance is 
most important and where 
moisture absorption is not 
critical. 


If you're a Martini-sipper, you know of a place where you can get 
gin and vermouth blended to please your palate. Our business can be 
likened to an expert bartender’s, except that we combine fibers and 
chemicals. Our “Martinis” — or whatever other potions engage your 
fancy — come in the form of non-metallic sheet materials and as pheno- 
lic molding compounds. We create them to order. Sometimes because 
the customer needs a new material for product improvement . . . some- COATED FIBROUS 


times because he needs to cut cost without sacrificing quality . . . SHEET MATERIALS 
i developed to provide supe- 
rior resistance to chemicals, 





sometimes because he needs something a little extra in a material to 


eliminate a “bug” in design. So if engineering comes up with a problem greases, oils and moisture. 

h: en thing cial. e : <e? he way of materials Use of such cootings as epox- 

that requires something special, extra or new in the way of materials, ies, vinyls and alkyds permits 

Rogers is the place to come. customer to dictate the spe- 
P , ' ~ 9 90g cific characteristics needed 
In the meantime, you might like to skim through our booklet, HERE’S 


re ae ; most. Generally, such proper- 
ROGERS AGAIN. Write Dept. PA, Rogers Corporation, Rogers, Conn. ties are available only in ma- 
terials much more expensive 
than these. 





ROGERS CORPORATION ai 


ROGERS, CONNECTICUT 





PRODUCTS 
DUROIDS—for Gaskets, Fitters, Electronic Devices, etc. ELECTRICAL INSULATION—for Motors, Transformers, Generators, etc. 
SHOE MATERIALS—for Counters, Midsoles, Liners, etc. PLASTICS-—Special Purpose Molding Compounds and Laminates. 
SEF ICES 


FABRICATING—including Combining, Coating, DEVELOPMENT—Research and Engineering of New Materials, 
and Embossing. Parts, and Products. 
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Amazing NEW Material! 


OAKITE 


RUSTRIPPER 


e Degreases 
e Derusts 
e Strips Paint 


in ONE Operation ! 


With revolutionary new Oakite RUSTRIPPER you 
can now remove heavy greases, paints and rust 
from metal parts in one operation! And because 
RUSTRIPPER is an alkaline material, immersed 
parts require no pickling or neutralization. This 
means that many conditioning operations formerly 
requiring as many as seven costly tank installa- 
tions can now be performed with as few as three 
when you change to Oakite RUsTRIPPER! 


Oakite RUSTRIPPER means bigger savings too, be- 
cause it doesn’t require expensive stainless steel 
equipment or present a costly disposal problem. 
It doesn’t attack sound metal or give off trouble- 
some fumes. And it comes in convenient powder 
form ...may be used either hot or cold. 


Suggested uses for Oakite Rustripper 


* Derusting precision parts 

* Reconditioning rejects 

* Salvage reclamation 

* Stripping paint from conveyor hooks 
* Conditioning steel molds 


* Derusting Tank interiors 


Two new production facilities have 
been opened by Pennsylvania Salt Mfg, 
Co., Philadelphia. Components of the 
company’s Chemical Specialties Divi. 
sion, one facility is at Delaware, Ohio, 
and the other at Chicago Heights, II], 
Both will serve as blending, packaging 
and warehousing centers for Pennsalt’s 
markets in the east-central area. 


The Girdler Co., Louisville, Ky., a 
division of National Cylinder Gas Co, 
is building a nitrogen plant at Sears. 
port, Me., for Northern Chemical In- 
dustries, Baltimore. Included in the 
over-all project, which will represent 
an investment of $9,000,000, are a 125 © 
ton-per-day anhydrous ammonia plant, 
a 60 ton-per-day nitric acid plant, a 
complete nitrogen solutions plant and 
auxiliary units for producing steam, 
electric power and other utilities. 


South Chester Tube Co., Chester, Pa. 
has purchased the Dodge Steel Co, 
Tacony, Pa. The newly acquired firm — 
will operate as a separate and wholly 
owned subsidiary, retaining its name 
and identity. 


The Aluminum Co. of Canada (Alcan) 
has appointed S & S Machinery Co, 
Brooklyn, as sales agents in the dis- 
posal of more than $24,000,000 worth of 
construction and mining equipment 
used during the past several years in 
building Alcan’s hydro-electric and 
smelter project at Kitimat, B. C. 


The Coppo Co. Memphis, has 
changed its name to the King Chemical 
Co. Also, it was announced, King 
Chemical has purchased the Package- 
Goods Division of the Chapman Chemi- 
cal Co., Memphis. 


The Chicago Belting Co. has con- 
solidated with its two subsidiaries, the 
Allis Rubber Corp. and the Allis Seal © 
Corp., into the Chicago-Allis Mfg. Corp. 


The formation of the Follansbee ~ 
Metals Corp., Pittsburgh, to operate ~ 
depots for metals in Pittsburgh, Pa; | 
Rochester, N. Y.; and Wallingford, Conn., © 
has-been announced. The new cor- — 
poration was formerly operated as a 
division of Follansbee Steel Corp. but © 
is now a new enterprise with no con- 
nection in any way with the former 
Follansbee Steel Corp. 


The world’s largest drop-bottom, 
metal treating furnace of its type is in 
operation at Metallurgical, Inc., Min- 
neapolis. Specifically designed to ver- 
tically heat treat extra long parts, the 
furnace hardens, anneals, stress re- 
lieves and normalizes steel and alumi- 
num. Controlled endothermic or neu- 
tralene atmosphere insures bright work 
and eliminates scaling. 


For more information, or a FREE demonstration 
of amazing Oakite RUSTRIPPER, call in your local 
Oakite Technical Service Representative today. 
No obligation. Oakite Products, Inc., 54 Rector 
St., New York 6, N. Y. 


nuit INDUSTRIAL ClEay 
O AKI ¥ 3 Trans-American Precision Instru- 
ment Corp., Flushing, N. Y., is now 
gvict part of Sterling Precision Instrument 

metwoos * 5** Corp., Buffalo. Trans-American 
now be known as the Instrument Di- 

vision of Sterling. 
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Technical Service Representatives in Principal Cities of U. S$. and Canada 
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See how easily the standard electric motor, the standard variable 


speed unit and the standard gear reduction combine into a drive that 
gives the RIGHT horsepower, the RIGHT shaft speed, the RIGHT features 
. .. all in one compact unit. Nowhere else will you find power units that 
are so flexible, so easily adaptable, and in such a wide range of types 
and ratings. 

Master power drives are available in thousands and thousands of 
ratings (% to 400 HP)... in open, enclosed, splash proof, fan cooled, 
explosion proof . . . horizontal or vertical . . . for all phases, voltages 
and frequencies . . . in single speed, multi-speed and variable speed 
i] ot ; with or without flanges or other special features . . . with 
5 types of gear reduction up to 430 to 1 ratio... : with electric brakes 

. . with fluid-drive . . . with mechanical or electronic variable speed 
units . . . and for every type of mounting . . . Master has them all and 
so can be completely impartial in helping you select the one best 


power drive for you. 


THE MASTER ELECTRIC COMPANY * DAYTON 1, OHIO 


° 





SCHUM IG 
easily combine into 
special purpose drives 








COPPER, TIN, 


SUPERIOR QUALITIES 
. . because they're Shenango centrif- 
ugal castings. Typical, these flanged 
mill stand bearings of bronze have 
greater strength, closer-knit grain, 
better machining characteristics 
than ordinary castings. Won't such 
qualities pay off in the symmetrical 
parts you need? For helpful She- 
nango bulletin on centrifugally cast 
ferrous or non-ferrous parts, rough 
or finished, write to: Shenango- 
Penn Mold Company, Centrifugal 
Castings Division, Dover, Ohio 
(Executive Offices: Pittsburgh, Pa). 


CENTRIFUGAL 
CASTINGS 


LEAD, ZINC BRONZES + MONEL METAL 


ALUMINUM AND MANGANESE BRONZES + NI-RESIST »- MEEHANITE 


6.8) 
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Diamond Alkali Co., Cleveland, js 
modernizing and enlarging some key 
facilities of its Research Center in 
Painesville, Ohio, at a cost of approxi- 
mately $200,000. Part of the program js 
the installation of a new radiation re- 
search lab for investigating potential 
applications of atomic energy. 


Morehouse Industries, Los Angeles, 
has purchased the Cowles dissolver 
business of the Cowles Co., Ine, 
Cayuga, N. Y. The purchase includes 
the plant facilities, land, buildings, ma- 
chinery, inventory and equipment. It 
will be operated as the Cowles Dis- 
solver Co. 


The Colson Corp., Elyria, Ohio, wheel 
goods manufacturer, has become a 
wholly-owned subsidiary of F. L 
Jacobs Co., Detroit, an automotive 
parts manufacturer. 


Lehigh Foundries, Inc., Easton, Pa, 
has changed its corporate name to Le- 
high, Inc. 


The Hathaway Instrument Co., Den- 
ver, producers of high quality elec- 
tronic instruments and measuring de- 
vices, has been acquired by The Ham- 
ilton Watch Co., Lancaster, Pa. 


A German affiliate Sartorius-Fischer, 
Goettingen, has been organized by 
Fischer & Porter Co., Hatboro, Pa, 
for the manufacture and sale of in- 
dustrial process control instrumenta- 
tion and chlorinators in Europe. 


U. S. Industries Inc., New York, has 
acquired the assets of Fray Machine 
Tool Co., Burbank, Calif. Fray makes 
milling machines, milling machine 
heads, and offset boring heads for tool 
room and production use. 


Beaver Art Metal Corp., Ellwood 
City, Pa., designers and manufacturers 
of tubular steel scaffolding and mate- 
rials hoisting towers, has changed its 
corporate name to Beaver-Advance 
Corp. 


Hindmarch oil-operated reverse-re- 
duction gears for marine transmission 
applications will be manufactured and 
sold in the U. S. by De Laval Steam 
Turbine Co., Trenton, N. J., under an 
agreement recently concluded with 
Oil-operated Gears and Transmissions, 
Ltd., of England. 


A 1000-pound, vacuum-melting fur- 
nace will be installed in the Carboloy 
Department of General Electric Co, 
Detroit, early this year. The unit, which 
operates semi-continuously, is being 
built by Consolidated Vacuum Corp, 
Rochester. 


A pilot plant for experimental zine, 
cadmium, copper and nickel automatic 
barrel and conventional plating has 
been put into operation by Frederic B. 
Stevens, Inc., Detroit. It will also pro- 
vide study and analysis of the problem 
of metal finishing waste disposal. 
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wood For split-second timing, Time Magazine picks 


urers q 
re United Air Lines’ dependable Air Freight 
Vance 
You know that United Air Lines Air Freight is fast —but ' 
me: do you know how dependable it is? Here’s what the trafhe More than 254 United flights daily 


i and manager of Time Magazine says about United Air Freight: 


pages “Shipments on United from Chicago to New York worked .. Alf Cargo on every one 


or an 






with out exactly as planned. Our operation began 10 minutes faster 
sions, 
than our very best and closest calculations. Those ten 
J, + a ae 
minutes are of incalculable value to us. a 

fur- 
boloy —— ; : 

Co., So whatever your shipping problems . . . saving time aon 
vhich or storage space, opening new markets, meeting a... Sn 
being _ . . ° San Fran 503 a 
Sorp. stepped up competition—your local United Air Freight Oakland Batimore 


Washington D.C. 
service can offer you valuable help. Offices in principal 
Hawa 


zine, cities coast-to-coast. Also write for United’s new booklet, San Diego : +o 
— “Industry’s Flying Partner,” Cargo Sales, Dept. -2. 
ric B. 9959 S. Cicero Ave., Chicago 38, Illinois. . UNITED 


pro- 
»blem 
New world-wide Reserved Space Air Freight now available to 84 countries. 
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WISCONSIN 2... ENGINES 


Fit the Job and the Machine 


Because Wisconsin Air-Cooled Engines are supplied 
in a complete power range, from 3 to 36 H.P., in 4- 
cycle single cylinder, 2- and 4-cylinder types, there is 
an ideal size to fit all types of machines and power 
applications within this range, without wasted power 
and with maximum power service benefits. Heavy- 
duty construction, combined with extremely compact 
design and light weight are added advantages—and 


=| dependable AIR-COOLING permits trouble-free serv- 





} ice under all climatic conditions. 


Specify Wisconsin Heavy-Duty Air-Cooled Engines for the utmost 
in power satisfaction. Write for descriptive data. 


.<@ WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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NEWS OF YOUR SUPPLIERS 











BOWERS 


BATTERIES 


‘Abwoys 


BOWERS BATTERY & SPARK PLUG CO., READING, PA. 
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YOU'RE 
SURROUNDED 


. . . by Milford’s 5 plants and 19 
offices, strategically located to give 
you top quality tubular rivets, fast 
THE deliveries and expert 
Tt service. Try us — soon! 


ILFORD 


RIVET & MACHINE Co. 











Plants: Milford, Conn.; Norwalk, Calif.; Elyria, Ohio; 
Aurora, Iil.; Hatboro, Pa. ‘ 
Offices: Atlanta, Chicago, Cleveland, Detroit, Fort 
Worth, Indianapolis, Newark, New York, Pittsburgh 
St. Louis, St. Paul, San Francisco, Seattle — and 
Norwalk, Calif.; Stratford, Conn.; Charlotte, N. C.; 
Seneca Falls, N.Y.; Jenkintown, Pa.; Westwood, Mass. 


Headquarters for RIVETS 


Tubular, split and special cold-formed) 
and Rivet-setting Machines 
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Leland B. Bonnett, vice president of 
Consolidated Edison Co. of New York, 
Inc., has retired after 31 years with 
the company. 


The election of Milton T. Smith as 
vice president and general manager 
has been announced by Marion Power 
Shovel Co., Marion, Ohio. 


Nutting Truck and Caster Co., Fari- 
bault, Minn., has appointed The Pope 
Equipment Co., Cincinnatti, as_ sales 
representative in that area. 


George E. Bowdoin, former president 
of U. S. Hoffman Machinery Corp, 
has joined the Worthington Corp., New 





G. E. Bowdoin 


York, as assistant to the president. Mr. 
Bowdoin had been associated with U. S. 
Hoffman for 24 years. 


The appointment of Richard J. Zobel 
as Philadelphia district manager has 
been announced by Sterling Electric 
Motors, Inc., Los Angeles. 


Hubbell Metals, Inc., St. Louis, has 
been appointed by The Dow Chemical 
Co., Midland, Mich., as a distributor in 
the central and southwestern states of 
magnesium mill products. 


Elwell-Parker Electric Co., Cleve- 
land, has named the Frank L. Colker 
Co., Detroit, as their Michigan sales 
representative. 


Raybestos-Manhattan, Inc., Manhat- 
tan Rubber Division, Passaic, N. J, 
has announced two appointments. Frank 
A. McBrearity is now Philadelphia 
branch manager of the Industrial Rub- 
ber Products Division. Howard W. 
Smith takes over the post vacated by 
Mr. McBrearity as sales representative 
for central New York. 


James J. Dugan has been appointed 


Detroit district manager of the Federal 
Pacific Electric Co., Newark, N. J. 
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In order to better serve tubing users B&W 
has steadily expanded its range of tubular 
products, over a period of several years, un- 
til today the Company offers a selection of 
seamless and welded carbon, alloy and stain- 
less steel tubing to meet virtually all pressure 
and mechanical tubing requirements. In 
types, grades, sizes, lengths and finishes the 











Mr. tubing buyer may choose from literally mil- 
+S. lions of combinations. 

B&W plants at Beaver Falls, Pennsylvania, 
bel and Alliance, Ohio, manufacture hot-fin- 
- ished, cold-drawn and roto-rocked tubing on 

modern equipment which has been con- 

stantly improved or enlarged to better serve 
has tubing users. 
ical 
r in To further diversify, B&W now operates a 
3 of third tubular products plant at Milwaukee, 

Wisconsin. This mill manufactures mechani- 
-. cal and pressure tubing of stainless, alloy 
ker and carbon steel grades in a broad range of 
ales sizes. In addition it produces tubing of low 

carbon ingot iron, aircraft tubing, tubing of 
wi special shape cross sections as well as a va- 

J, riety of seamless welding fittings. 
_ As always, B&W is dedicated to the high 
ub- quality standards in the manufacture of tub- 
W. ing and pipe which have earned for B&W 
by tubular products an outstanding reputation 
ais and the continued confidence of its customer 

THE BABCOCK & WILCOX COMPANY friends. 
ted TUBULAR PRODUCTS DIVISION 
oral Beaver Falls, Pa. and Milwaukee, Wis.: Seamless Tubing, 


Welded Stainless Steel Tubing 
Alliance, Ohio: Welded Carbon Steel Tubing TA-5001(G) 
Milwaukee, Wis.: Seamless Welding Fittings 
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New Frigidaire Water Coolers 
Cool water for 
pennies a day— 

the trouble-free way 


Cold water flows in instant response to the all- 
electric Toe-touch Pedal. Flash-O-Matic principle 
wastes no water—wastes no electricity. Magic 
Action Bubbler never fades or surges— built-in 
automatic regulator holds uniform stream height 
even when water pressure varies from 25 to 150 
lbs. Stainless steel (or porcelain) top with exclu- 
sive Splash-proof basin. 

Two bottle-type coolers are also available — 
one model with refrigerated compartment pro- 
vides two Quickube Ice Trays plus room for 
quart bottles or 36 soft drinks. And Frigidaire’s 
complete water cooler line includes a new “ex- 
plosion-proof” model for use in hazardous areas. 
\ll are powered by Meter-Miser Compressor 
warranted for five years. Call your Frigidaire 
Commercial Dealer or write: Frigidaire, Dayton 
1, Ohio. In Canada, Toronto 13, Ontario. 


Frigidair e Water Coolers 


BUILT AND BACKED BY GENERAL MOTORS 
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Edgewater Steel Co., Pittsburgh, has 
opened a New York district office at 
60 East 42nd St. Daniel J. Mooney, Jr, 
has been named district manager for 
the office. 


James G. Rayburn has _ succeeded 
Robert G. Patterson as general sales 
manager of The Lamson & Sessions 
Co., Cleveland. Mr. Patterson remains 
as a vice president of the company, 


The appointment of Martin Baumann 
as sales manager of the Chicago Divi- 
sion has been announced by Stone 
Container Corp., Chicago. 


James F. Doherty has been elected 
vice president in charge of manufac- 





J. F. Doherty 


turing for The American Screw Co. 
Willimantic, Conn. 


Continental Can Co., New York, has 
appointed two new Conolite distribu- 
tors: American Supply Co., Gary, Ind., 
and Robert W. Reiss Co., Milwaukee. 


Donald C. Rolling, district engineer 
for the Stud Welding Division, K S M 
Products, Inc., Merchantville, N. J. 
has been transferred from the Mil- 
waukee territory to the Detroit area. He 
will serve the eastern section of Michi- 
gan, western Ohio and most of Indiana. 
At the same time, it was announced that 
Claude Batuk has been moved from 
Detroit to Chicago. He will cover Min- 
nesota, upper Michigan, Wisconsin, 
northern Illinois and the Lake Michi- 
gan area of Indiana. 


National Can Corp., Chicago, has ap- 
pointed C. Carlton Colyer as_ sales 
representative in Pennsylvania. 


Wolverine Tube, Division of Calumet 
& Hecla, Inc., Detroit, has appointed 
A. B. Murray Co., Elizabeth, N. J., as 
sales agent for condenser and heat ex- 
changer tubes. 


The Houston office of Federal Pacific 
Electric Co., Newark, N. J., has moved 
to the Bermac Building, Room 202. 
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‘i ACCUMET PRECISION INVESTMENT CASTINGS 
9, a . os 
a mean improved uniformity ... lower cost 
chi- 
“we A manufacturer of hearing aids, using mag- magnet at a lower cost. 
a nets in the form of sand-cast bars, found When you have a product requiring close 
lin- grinding and cutoff costs excessive . . . dimen- tolerance, quality parts of any size, be sure 
sin, sional control difficult . . . breakage high. to consider the advantages of Accumet Pre- 
shi- Crucible engineers suggested producing cision Castings. They are also available in 
the magnets to close tolerances by Accumet® stainless, alloy and cobalt-nickel base grades. 
Precision Investment Casting, using a special Your nearby Crucible representative can 
ap- patented Crucible Alnico grade. Results? show you how they cut production time. . . 
ales Costly finishing operations were almost en- save you money. Crucible Steel Company of 
tirely eliminated, and magnetic properties America, Henry W. Oliver Building, Pitts- 
' improved. The manufacturer got a better burgh 30, Pa. 
me 
ited 
, as 
ex- . . . 
first name in special purpose steels 
cific 
ved oo _ 
Crucible Steel Company of America 
9 : 
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interested in 
cutting your 


leather belting costs? 


.. taat cerele 


PHILADELPHIA * NEW YORK *® CHICAGO ° ATLANTA 


For More Information Circle No. 342 on Inquiry Card—Page 17 


1 


{) 


125 


ou tuguiry card page 17 


Give us an opportunity to show you just exactly what Tannate 
has done for others—what Tannate can do for you. 

Tannate is a high quality, special tanned flat leather belt. 
It has a built-in, glove-like grip that insures positive power 
transmission. It’s strong and resilient—can absorb those 
heavy shock loads and protect your equipment. Its flexibility 
makes it excellent for use on small diameter pulleys and 
multiple pulley drives, such as serpentine or mule drives. 
Its thorough internal lubrication means a minimum of 
maintenance. 

Tannate has proved itself for economy and efficiency on 
some of the toughest drives in industry today. It can do the 
same for you in your plant. 

Our modern production facilities, in addition to the wealth 
of belting know-how gained during the past 250 years in 
business, is your assurance of a good, reliable source of 
supply. And, if you need it, technical assistance is available 
from our Engineers, specializing in mechanical power 
transmission. 

Let us have the details on your present or proposed drives. 
Let us prove what Tannate can do in your plant. 

Write J. E. Rhoads and Sons Company, 35 North Sixth 
Street, Philadelphia 6, Pennsylvania. 











| RHOADS 


INDUSTRIAL LEATHERS 





Scovill Mfg. Co., Waterbury, 
has announced the appointment of Ar. 
thur P. Hickox, vice president, as gen. 
eral manager of the firm’s main plant 
operations. Mr. Hickox joined the com. 
pany in 1910 and was named general 
purchasing agent in 1920. 


The Wilton Tool Mfg. Co., Inc., Chi- 
cago, has promoted Alex J. Vogl to the 
post of vice president of sales. He was 





W. J. Ferrick 


A. J. Vogl 


formerly sales manager. Mr. Vogl’s old 
post will be filled by William J. Fer- 
rick, who moves up from assistant sales 
manager. 


The Haskell Engineering Supply 
Company is now the exclusive distrib- 
utor in the State of California for the 
hydraulic equipment of Parker Appli- 
ance Co., Cleveland. 


Chesley Somerton is now assistant 
sales manager of the Wales-Strippit 
Corp., N. Tonawanda, N. Y. Mr. Som- 





C. Somerton 


erton was previously with Wales- 
Strippit of Canada, Ltd., where he was 
a sales engineer in the southwestern 
Ontario area. 


The H. M. Harper Co., Morton Grove, 
Ill., has named Edward M. Welty dis- 
trict manager for its Cleveland office. 


De Laval Steam Turbine Co., Tren- 
ton, N. J., has named D. T. Bixby as 
sales manager of its Standard Products 
Division. 


Templeton, Kenly & Co., Broadview, 
Ill, has named William H. Zepp as 
western district sales manager. 
Zepp will cover California, Arizona, 
Nevada, Oregon and Washington. 
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vj) An Important Corner 
On the BOLT Market! 


Chi- 
o the 


> Was 


Lamson has no intention of “cornering” the bolt 
market. The corner we refer to is the one that your 


RP Lamson distributor is just around. He is at your serv- 

, ice to furnish your stove bolts, machine screws & 

a machine screw nuts in either steel or brass—FAST. 

A. He is as near as your telephone and just as helpful. | 

sales Your Lamson distributor will act as your fastener | 
stockroom as well as offer you expert assistance for 









ipply 
trib- 
r the 
ppli- 


your fastener needs. 


4 | J | His job is made easier, and so is 
ee SP 


yours, with the Lamson “100” 
method of packaging. This 100 
package is an important step in 
package standardization so nec- 
essary for fast ordering, con- 














stant 
rippit 
Som- 





venient billing and low-cost 
handling. 


t 
| 
' 
‘ 
i 








So, remember, Lamson fasteners plus your distributor plus 
the 100 package add up to an important “‘corner’’ on the 
market. 





ales- The LAMSON & SESSIONS Co. 
> was ; 
stern 1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham * Chicago 
rove, 
- dis- 
office. 
[ren- : = 5) 
ry as / SS 8 e y, 
ducts . : 
\e> 
a SQUARE AND HEX 

view, CARRIAGE AND TAPPING SCREWS MACHINE SCREW "1035" SET 
yp as MACHINE SCREWS = MACHINE BOLTS §— CA's OF FoNnS. = CAP SCREWS NUTS LOCK NUTS COTTER PINS SCREWS 

Mr. Precision made for Cut or rolled evel, hexagon "1035" Hi-Tensile Semi-finished, hot Economical, vibra- Steel, bross, alu Cup point type, 
zona. fast, economical threads Americon ond Phillips Heat-treated pressed, cold tion proof. Can be minum ond stoin- hardened ond 

y Ossembly Standard Heads heads steel punched used repeatedly. less steel heat-treated 

ne 
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ALL NEW! 


> CHESTER 
ig - ZEPHYR 
LIGHTWEIGHT 
HOISTS 


Compact, spur-geared, all-steel 
. +. built for one-man handling 
with complete ease and safety 








ee, a, 


The new Chester Zephyr Hoists are 
engineered to give better all-around 
performance made for safe, 
one-man handling by riggers and 
millwrights. 

Designed, built and tested to 
exceed standards common to the 
hoist industry, their fully enclosed 
and sealed construction makes 
them more shock resistant and 
more durable under practically any 
operating condition. 

With the Chester Zephyr’s com- 
pact and lightweight construction, 
one man can move it and handle it 

.. and many close-quarter, mini- 
mum headroom operations are 
possible. Get the greater economy 
and efficiency in your materials 
handling offered only by the all- 
new Chester Zephyr Hoists. ..write 
a for complete information now. 


Ask your distributor for complete 
information on the new Chester Zephyr 
Hoists, or write us now for this descrip- 
tive specification folder. 


a 
4 Chester Zephyr Hoists are available 





ae Tat et eat he he et 


in Y2, 1, 1%, or 2-ton sizes. 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Co. 
Lisbon, Ohio 


SF ie 


; 
" 














Fasteners bf. Hodell Chains B Chester Hoists 
a € yj 
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Delwyn <A. Marquette has been 
placed in charge of sales in the mid- 
west by the Webb Wire Division of 
The Carpenter Steel Co., New Bruns. 
wick, N. J. He will be located in Chi- 
cago and will cover Illinois, Wisconsin, 
Missouri, Michigan, Indiana, Ohio and 
western Pennsylvania. 





W. F. Fetzer 


William F. Fetzer has been named 
general sales manager of the Phillips 
Corp., Carnegie, Pa. 


The appointment of John H. Max as 
manager of incandescent and fluores- 
cent lamp sales for the lamp division 
has been announced by Westinghouse 
Electric Corp., Pittsburgh. 





R. W. Wiehsner 


Tabor Mfg. Co., a division of Turbo 
Machine Co., Lansdale, Pa., has named 
Raymond W. Wiehsner as sales man- 
ager. 


Several major changes in_assign- 
ments of sales personnel have been 
announced by Chase Brass & Copper 
Co., Waterbury, Conn., a subsidiary of 
Kennecott Copper Corp. A. Reece 
Hooks, Jr., succeeds Herman H. Her- 
ring as district manager at Atlanta, 
Ga., while Mr. Herring is transferred to 
New Orleans. Joseph M. Jolley succeeds 
John M. Gehl, Jr., as district manager 
in New Orleans. Mr. Gehl will de- 
vote his time to the responsibilities of 
southern regional manager. 


PURCHASING 








DIELEC 
gives | 
toughn 
applicz 





been 
mid. 
n of 
‘uns- 
Chi- 
msin, 

and 


amed 
illips 


1X as 
ores- 
‘ision 
Ouse 





DURABLE — TOUGH — RUGGED 
National Vulcanized Fibre rail 
joint insulation withstands years 
of continuous exposure and 
heavy pounding of today’s high 
speed railroading. Will not cor 
rode or deteriorate 







DIELECTRIC STRENGTH. National Vulcanized Fibre 
gives electrical parts high dielectric strength—plus 
toughness and excellent forming properties. Has ideal 
application as insulation 








ARC RESISTANCE. In circuit breakers 
National Vulcanized Fibre safely curbs electri- 
cal arcing without carbonizing or tracking 
Easy to bend, punchand form. Light in weight 
Heat-and-shock resistant 















MACHINABILITY — MECHANICAL 


tw oO STRENGTH. New paper-base Phenolite 


not only has excellent arc resistance, but 
uperior machining qualities as well. 


materials Gecat snenpenechnn and tea sinh 
of 
unlimited 
application 


CHEMICAL RESISTANCE 
Chemical-resisting grades 
of Phenolite are unaffected 
by most corrosive fluids and 
atmospheres. Retain high 
strength, resiliency and di 
mensional stability 





Here are six ideas to spur your imagination. They only suggest 
the many things that can be done with National Vulcanized Fibre 
or Phenolite Laminated Plastic. 

The full list of current uses for these materials would more than fill 
this page and many more pages! Yet more are coming up almost every 
day. For NVF is not only the world’s largest producer of vulcanized 


fibre. We also make a fulltime job of thinking up new improvements to COMPACT DESIGN—ECONOMY—HIGH TEM- 
j PERATURE RESISTANCE. Printed circuits 
made of copper-clad Phenolite permit compact 
designers call our materials the most versatile ever. design, simplify production, reduce assembly 
time 


our products—and new ways of using them to improve yours. Result: 


Looking for an easy, economical way to improve production— 
or products? Team up with NVF. We’re prepared to assist you 
all the way from initial design to the delivery of precision 
fabricated parts. Our new 16-page Catalog will give you full 


NATIONAL 


VULCANIZED FIBRE CO. 


WILMINGTON 99, DELAWARE 


information about our products and services. Write for it 
on your business letterhead to Dept. E-3. 





In Canada: National Fibre Company of Canada, Ltd. * Toronto 3, Ont. 


cd Also Manufacturers of Peerless Insulation, 
Typical parts 
Materials Handling Receptacles, 


Vul-Cot Wastebaskets and Textile Bobbins. 


abricated 


by NVF 
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‘Enough to make the 
difference’’.... 


NOW! 
ORANGE 
CORE 


the world’s largest-selling gummed tape... 
is the first with the 


U. S. TESTING CO. 


Seal of Quality 





Now, don’t guess when you choose a 
gummed sealing tape — Orange Core has 
just been awarded the coveted Seal of 
Quality by the U. S. Testing Co.—the first 
standard tape to receive this famous Seal! 


Orange Core users won't be surprised at 
this honor. They’ve discovered the con- 
sistent quality of Orange Core is enough 
to make the difference in time, labor 
and money. 


Only Hudson's “pines to paper” integrated 
control makes possible this quality tape 
at regular prices. Prove to yourself that 
Orange Core really offers “enough to 
make the difference!” Make your next 
order Orange Core! 


U. S. Testing determined 
standards of quality— 
subjected Orange Core to 
month-long testing in their 
Hoboken, N. J. laboratories 
—and announced they had 
granted their Quality Seal. 





Pp. It’s easy to 
oe prove to 
ANOTHER SUPERIOR PRODUCT 4 yourself the 
BY F quality of 
Fs Orange Core. 
Send for free trial 
roll plus booklet, 
“This Clipping 

Will Help You 
Clip Your Costs!” 





* Kraft * Grocery * Multiwall 


Standard = * Super * Napkins 
Tape Standard Tape Wrapping Bags Sacks 
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ASSOCIATION NEWS 





foare ] 9) > >¢S 
( ¢ ntiintked Jrom page 256) 


National President’s Night 
for Pittsburgh Ass’n 


Members of the Purchasing 
Agents Association of Pittsburgh 
were honored to have as their guest 
speaker N. A. P. A. President G. 
W. Howard Ahl. Mr. Ahl discussed 
“N. A. P. A. Horizons.” He traced 
the past accomplishments of N. A. 
P. A. and the purchasing profes- 
sion and presented an optimistic 
outlook for future progress. 

Prior to the dinner meeting, there 
was a forum dealing with “How to 
Buy Capital Equipment.” Modera- 
tors were Ralph Moffitt of U. S. 
Steel and A. B. Wadsworth of Al- 
legheny-Ludlum Steel. 

More than 23 members of the 
Pittsburgh Association have enrolled 
in the Basic Purchasing Policies and 
Procedures course which started at 
the University of Pittsburgh on 
February 14. The instructor is Pro- 
fessor Leonard J. Konopa. 


. 2+ F 


Ga. PA’s See Safety Film 


‘Day in Court” was the title of 
a traffic safety film viewed by the 
Purchasing Agents Association of 
Georgia at their first 1955 meeting, 
January 27 at Camellia Gardens 
Restaurant. Showing in humorous 
but effective manner the common 
faults leading to traffic violations, 
the moral of “Courtesy is Conta- 
gious” was driven home. Speaking 
of driving home, no doubt the 50 
members and guests were unusually 
careful as they returned from the 
meeting. 

Plans were announced for a visi- 
tation to the General Electric plant 
at Rome on February 24. Effective 
in March the meeting date will be 
the second instead of last Thursday 
in each month—good news for 
editors seeking less stale news for 
Association Magazines. 


7 


Alabama Buyer-Seller Dinner 


The Purchasing Agents Associa- 
tion of Alabama held its Eight- 
Annual Buyer-Seller Dinner at the 
Tutwiler Hotel in Birmingham on 
February 10. Along with their seller 
friends, buyers celebrated the twen- 
ty seventh anniversary of the As- 
sociation. The evening started with 
cocktails and dinner. This was fol- 
lowed by entertainment and a floor 
show. 





WROUGHT 


write for our new catalog 
of standard and special 
washers for all types of 
industrial applications, 


WA SH E Fe 
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Moen & Connell Avenues 
Joliet, Ulinois 
* 
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LOWER PRICES 
On Larger Quantities Of 


STAINLESS 


STEEL 
FASTENINGS 


It will pay you to check 
ANTI-CORROSIVE 
first for real savings on 
stainless steel fastenings 
of all kinds. 9,000 items 
and sizes in stock, fast 
service on specials. 
Write or wire for full 
information TODAY! 


ANTI-CORROSIVE 
METAL PRODUCTS CO., Inc 
Castleton-on-Hudson, N. Y 
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ROEPLASTIC CONTROL CABLE 


Since Roebling pioneered this unique type of cable three years ago sales and 
repeat orders have skyrocketed— sure proof of outstanding merit. 
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ted conductor tracers. Conductors 


are one dark color, each with its IPCEA 
code color name and its number distinctly 





printed from end to end with indelible 
lastic ink which forms an integral part 
é ulation and cannot be erased. 


j 
: 

YOU WANT 
FREEDOM FROM ERRORS.. 
CONDUCTOR IDENTIFICATION 


THAT IS SIMPLE AS A, B, C 
YET ABSOLUTELY POSITIVE... 
IN SHORT, 


you — 
FO Ee 7s a_i NN GS 


2do0 Fuel and /ron Corporation 








BRANCHES: ATLAN TA, 934 AVON AVE. . SOSTON, S51 SLEEPER ST . iCAGO, $525 W. ROOSEVELT RO. + CINCINNATI, 32253 FREOONIA AVE. 


* CLEVELAND, 13225 LAKEWOOO HGTS. BLVO. + OCENVER, 4860! JACKSON ST. + CETROIT, 91S FIGHER BLOG. * HOUSTON, 6216 NAVIGATION Ei ‘ 


LOS ANGELES, 5340 €. HARBOR ST. + NEW YORK, 19 RECTOR ST. + ODESSA, TEXAS, 1920 E. 2NO ST. + PHILADELPHIA, 230 VINE Sf. + 
FRANCISCO, 1740 17TH ST. « SEATTLE, SOO IST AVE. S&S. + TULBGA, 321 N. CHEYENNE ST. ¢ EXPORT SALES OFFICE, TRENTON 2, NEW JERSEY 
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Metropolitan Buyers Meet 


The February meeting of the 
Metropolitan Purchasers’ Assistants 
Club was Past Presidents’ Night 
Honored were the various past pres. 
idents who had unselfishly served 
the interests of the club since its 
founding in 1937. The program fea. 
tured a forum conducted by Harold 
D. Mead, director of purchases of 
Puro Filter Corporation. Pang 
members included Charles C. James 
of Stevenson, Jordan, and Harrison 

| Co. and M. D. MacBurney, pur. 
chasing agent of the Barrett Diyj- 
sion of Allied Chemical & Dye Corp, 
Mr. James spoke on “The Functions 
of the Purchasing Department as 
Management Sees It.” Mr. Mae- 
Burney discussed some of the re. 
quirements of the purchasing man 
A new member of the club js 
William C. Edwards of ACF Indus. 


tries. 





y 
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Southern Connecticut Ass'n 


The Southern Connecticut Pur- 
chasing Association's regular 
monthly meeting was held January 
llth at the Halfway House, Stam- 
ford-Darien Line, Connecticut. Fea. 
ture speaker was Mr. Alfred V. 
Bodine, president and treasurer of 
the Bodine Corporation, Bridgeport, 
Conn. manufacturers of automatic 








> Nature equipped the turtle to protect itself against its 











: ; . . sat . machine tools. 
enemies. Mayflower is equipped to move your furniture The Association's first plant visilll 
anywhere in the United States or Canada quickly and safely. tion was held at Machlett Labor 

q ; tories, Inc., 1063 Hope Str 
Mayflower vans are all modern tractor-trailer units, espe- Springdale, Conn. Machlett Labs if 
one of the world’s foremost manu- 
facturers of X-ray and power tubes 
All aspects of the many precise 
manufacturing operations as well as 
the purchasing department were 
open for inspection. 


cially designed to give your 


furniture added protection 





against damage. There are 


no tailgates; everything rides 
yr 


Montreal Association 


Featured speaker at the January 
meeting of the Purchasing Agents 
Association of Montreal was It 

| Colonel George R. Stevens, O. B. E 

The widely travelled author and 
AERO MAYFLOWER TRANSIT COMPANY - INDIANAPOLIS | former soldier was a natural for his 
topic, “Europe Today.” He had re 
Mayflower’s organization of selected warehouse agents provides on-the-spot turned from Europe just last 
representation at the most points in the United States and Canada. Your local November after a four month stay 
Mayflower agent is listed in the classified section of your telephone directory. and thus was well informed on the 
current situation there. 

On February 7, Montreal PA’ 
relaxed at their annual Purchasing 
Agents’ Curling Bonspiel. They met 
at the Heather Curling Club and 
curling commenced at 2:00 P. M 
and continued until dinner time @ 
7:00 P. M. In addition to prizes,§. 
there was music by Lorne Strader 
and singing by all. 


safely inside. The next time 


you move long distance, use 





Mayflower Moving Service. 
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SHOP EQUIPMENT 


preferred because... 














































We are equipped 
to manufacture 

special items to 

meet your exact 
specifications. 









°,9 
it's 
PRACTICAL 


EFFICIENT 
ECONOMICAL 


A UNIT FOR EVERY PURPOSE 


Here’s a complete line of Shop Equipment designed 
to make your work easier and more efficient. These 
pieces will save you countless hours of wasted time and? 
effort in the shop—for “you know where to find things.” ' 
They save serious losses of valuable material too, for 
those that should be are equipped with trustworthy 
locks. All are made of heavy gauge steel to stand long 
life and rugged usage. Most of them are shipped KD 
(knocked-down) to save shipping costs; easy to follow 
assembly instructions come with every unit. If ordered 
in large quantities these units will be finished in any 





color of your choice at no extra cost. 





LOCKERS AND CABINETS TOO 


JET-LOK construction, the feature that saves you time 
and money, put the “steel-pride” Locker and Cabinet 
in a class by itself. This same principle of construction 
adds strength, provides for extra rigidity, affords 
greater pilfer protection and eliminates bellying no 
matter what length of multi-unit is involved—single 
or double row. Available in Forest Green or Office Gray. 


STEUBENVILLE, OHIO 





[) Steel-Pride Shop Equipment 
a 











STEEL SERVICE MANUFACTURING CO. 


Please send catalog and name of nearest dealer, ?355 
[) lockers and Cabinets 











JOHNSON 
BEARINGS AND PARTS BY 


POWDER 
METALLURGY 


OU will do well to consider 

these powdered metal parts 
and bearings ... (1) if you need low 
first cost; (2) if you want to eliminate 
machining costs; (3) if you have an 
application where heavy duty service 
is not a consideration; (4) if you need 
a self-lubricating bearing. Johnson 
powdered metal products are com- 
pacted under high pressure to exact 
size, sintered and saturated with oil. 
When the bearing is in use the oil 
is metered to the shaft, then absorbed 
again when at rest. They are widely 
used in many types of equipment 
today and have established their 
reputation for long, trouble-free serv- 
ice. Johnson engineers will gladly 
consult with you on any proposed 
application. Write for information. 


JOHNSON BRONZE COMPANY 
450 South Mill St., New Castle, Pa. 
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Dallas Ass’n Growing 

Total membership of the Purchas. 
ing Agents Association of Dallas is 
now 221. One reason for the steady # 
growth of the Association may wel] 
be the fine programs presented at 
its monthly meetings. For example, 
the January meeting featured Fred. 
erick M. Carlson, economist for 
Dresser Industries, Inc. Mr. Carl. 
son’s topic was a timely one, “The 
Business Outlook for 1955.” 

New members of the Associa. 
tion include: Guy E. Whale Jr, 
Methodist Hospital of Dallas; Whit- 
tier B. Brown Jr., Texas Metal & 
Manufacturing Co.; J. W. Hurley, 
Standard Manufacturing Co.; J. Wy 
Dorff, City of Dallas; C. I. Owen, 
Collins Radio Co.; Jimmie LaHaye) 
Johnson & Johnson Co.; Forrest 
McKee, Viking Supply Co.; David 
R. White, Oil Well Supply Division 
of U. S. Steel Corp.; Bruce A. Bs 
ker, Chance Vought Aircraft Co; 
William H. Haugh, Chance Vought 
Aircraft Co.; William L. Hoffman, 
Chance Vought Aircraft Co.; Bill 
Grooms, Employers Casualty Coj 
and G. P. Jones, Southwestern Bell) 
Telephone Co. 


, #* # 


N. Calif. Federal Buyers 


The January meeting of the Fed- 
eral Procurement Officers Associa- 
tion of Northern California’ 
held, as usual, at the Leopard 
in San Francisco. Following lunch- 
eon and announcements, membe 
heard a report on the “Maritim 
Administration” as part of the 
“Know Your Federal Agency 
Series. The speaker was P. Hf 
Eichler, district property and supply 
officer, Maritime Administration) 
Department of Commerce. 

Then “The San Francisco Story 
was told by J. A. Casoly of the 
Southern Pacific Railroad. Mm 
Casoly outlined the history of the 
city and presented some interest 
ing phases not known to even thé 
native San Franciscans in the audi 
ence. 

y ¢. # 


Detroit Association Meets 


Guest speaker at the January 
meeting of the Purchasing Agents 
Association of Detroit was Wilbut 
B. England, professor of Business 
Administration, Harvard University, 
Graduate School of Business Ad- 
ministration. Professor England re- 
cently completed a survey for the 
National Association of Purchasing 
Agents on selection of competent 
buyers. He used the results of thi 
work as material for his talk. 
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AND MANUFACTURING COMPANY 
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For Stampings 


...look for the PLUS 


beyond 
the PRICE! 


da tad, 





. 


corviog Y 


for 
instance ! 


Ever think how much time 
good quick service saves 
you and other key men in 
both office and plant? 
Excellent service — proved 
every business day for 39 
years —is another of the 
many plusses you get when 
you buy Detroit stampings. 
Look for the Plusses beyond 
the price the next time 


you buy stampings! 


And be sure to try DETROIT 


DETROIT STAMPING 


omen. Ewa. mf 
408 Midland Ave., 





\merica’s Best-Known 
Jobbing Stampings Manufacturer” 
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Detroit 3, Mich. 





Executive Night in Cleveland 


Members of the Purchasing Agents 
Association of Cleveland brought 
their immediate superiors and other 
members of management to their 
January meeting. It was Execu- 
tives’ Night. Appropriate to the 
theme of the meeting, the sub- 
ject of the pre-dinner forum 
was “Economies Through Purchas- 
ing.” Panel members were Glenn 
Hacket, director of purchases, 
Thompson Products Co., and Bill 
Owen, manager of special products 
sales, Cleveland Pneumatic Tool Co. 

Following dinner in the Rainbow 
Room of Cleveland’s Hotel Carter, 
members and guests heard a talk by 
Nathan W. Shefferman, executive 
director of the Labor Relations As- 
sociation of Chicago. His subject 
was “Talk to the Guy.” An expert 
on labor relations problems, Mr. 
Shefferman gave PAs and their 
bosses some very good pointers on 
modern practices in the field. 


7 7 vy 


Springfield Ass’n Elections 


New president of the Purchasing 
Agents Association of Springfield is 
Fred Begg of the Lily-Tulip Corpo- 
ration. Other officers include Harry 
Hoffman, vice president, Harold 
Griffin, secretary, and Harold Gur- 
ley, treasurer. The group is planning 
on holding a local products show 
sometime this summer at the Shrine 
Mosque in Springfield, Mo. 


7 °F #¥F 


Toledo Ass’n Hears Mr. Ahi 


On January 20, members of the 
Toledo Purchasing Agents Associa- 
tion were privileged to have as their 
guest N. A. P. A. President G. W. 
Howard Ahl. Mr. Ahl unveiled new 
“Purchasing Horizons” and de- 
scribed the enormous growth in the 
prestige and recognition accorded 
the purchasing profession in the past 
half-century. In addition, the pro- 
gram featured a showing of the film 
“Indian Paint.” The story of iron 
ore was told from its use by Indians 
as a color to today’s use in steel 
cable. . 

On February 15, members of 
the Toledo Association journeyed to 
Akron. They learned how tires were 
made during their tour of the Good- 
year Tire and Rubber Plant. After 
their visit, they journeyed to down- 
town Akron for a joint meeting with 
the Akron Association. Handling 
arrangements for the day was Jim 
Raifsnyder, chairman of the plant 
visitation committee. 


























HOPPER 
CAR WRENCHES 


(Reversible Ratchet) 
Handle is 3 ft. Long 








Its great strength makes the Swaco 
asafe wrench. Made of high tensile 
alloy castings, it is designed espe- 
cially for opening drop-bottom cars 
in a hurry. 
Ask your distributor about this 
SWACO Car Wrench. 


Or write for complete information. 


Lowell Wrench Co. 


WORCESTER, MASS. 










Maker 
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ATLAS 


for quality 
and strength 


SCREW & SPECIALTY CO. 


450 BROOME STREET, DEPT. P 
NEW YORK 13, N. Y. 
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x years of precision toolmaking 


From the invention of the combination square to a line of more 
than 3000 fine tools. From a room in a small machine shop to the 
largest manufacturing plant in the world devoted exclusively to the 
production of mechanic's hand measuring tools and precision 
instruments, dial indicators, hacksaws, band saws, band knives and 
precision ground die and flat stock. This is the contribution 

made to industry and to millions of skilled craftsmen by 

Laroy S. Starrett and the company which he founded. 


On the occasion of our 75th Anniversary Year, the many 
Industrial Supply Distributors who make STARRETT products available to you through a con- 
venient and reliable source of supply join us in our pledge to maintain and increase the 
STARRETT reputation for quality and precision — and for prompt, dependable service. 


“WORLD'S GREATEST TOOLMAKERS” | 


VISIT THE STARRETT EXHIBITS: Space 765, ASTE WESTERN INDUSTRIAL EXPOSITION 
Space 630, WESTERN METAL EXPOSITION 
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New Orleans Ass’n Activities 


The January meeting was feg- 
tured by Mr. C. J. O’Connor, Pres. 
ident of the Reichhold Chemicals, 
Inc. Mr. O’Connor gave an interest. 
ing talk on his world travels il. 
lustrated with gglopr sound movies, 
The pictures proved to be an ex- 
cellent study of the places and 
people he vistted and iftcluded 
scenes from Formosa Island} Egypt, 
and Palestine. 7 

Mr. Robert Elsasser, New Orleang 
economist, advised that we not 
be too optimistic about the future, 
Production is rising and will con- 
tinue for the first part of 1955. Mr, 
Elsasser further stated that employ-- 
ment will continue on the rise but 
slowly. The increase in unemploy- 
ment will continue until it reaches” 
about four million in the Spring; but 
this is not an alarming situation and ~ 
should be expected because of high 
inventories in some industries. The 
past year has been the best in re-— 
tail consumer sales. 

In February, members _ were | 
guests of the General Electric Co. 
for dinner and a showing of the 
G. E. Lightorama. They saw demon- 
strations of the most advanced con-_ 
cepts in lamps and lighting. 


“HANDS” THAT HELP +s 


MOVE THE EARTH! Buffalo Ass’n Activities 
“Purchasing Education was the 


main topic of discussion at the™ 
January meeting of the Purchasing 
Agents Association of Buffalo. Guest 
speaker was Charles L. Sheldon, 
manager of purchasing, Hood Rub- 
ber Co. He emphasized the value 











. .. those unseen hands that put action 

into the earth moving giants . . . the 

hundreds of shapes and sizes of steel 

castings that make up excavating and 

mining machinery. Hands that are 
unnoticed and are subject to shock, stress and abra- of education in chemistry and en- 

sion . . . all examples of Unitcasting’s dependability. gineering for young men entering | 


Gears, cams, rockers, sheaves, stanchions, levers, the purchasing field. He also pointed 7 
protective housings, and many other parts made to ex- out that a good buyer must have ~ 
acting standards . . . subject to rigid inspections. Foun- some practical shop training to sup- @ 
dry engineered Unitcastings are the answer when the plement his academic education. 
going gets rough! Guests at the meeting were members 


Assured dependability in parts? Specify Unitcastings! of the purchasing eines ot ee re 
Unitcast’s representative is as convenient as your versity. of Dumele, They Tee 
telephone. Call today! some good pointers from Mr. Shel- 
don’s talk. 

President Ed Noble suggested 
that each PA make the following 
UNITCAST CORPORATION ~- Toledo 9, Ohio four resolutions for 1955: 

In Canada: CANADIAN-UNITCAST STEEL, LTD., Sherbrooke, Quebec 1. To be a better purchasing agem 
through study, attendance at meet- 
ings, and sharing experiences. 

2. To do a better job in “human 
QUALITY relations” both in his own company 


J 
and with suppliers. 
STEEL 3. Re-study Principles and Stand- 
CASTINGS ards of Purchasing Practice” ad- 


SR, vocated by N. A. P. A. 
fS/\S 4. Be a good neighbor in the com- 
v/s. \¢ munity by giving time, money, and 
BEN 
— (Please turn to page 332) 
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Even the 6” B&D Saw 
has the power needed 

for professional use, day 
in and day out. Fully 
adjustable for angle and 


depth. $64.50 


Make bevel, angle cuts, 
pocket cuts, etc. 7” saw 
has adequate depth-of-cut 


for all general-purpose 


sawing. $84.50 


P ecient cuts are easy! 9” 
saw shown here is power- 
packed—makes difficult 
cuts no matter how tough 


the job! $114.50 | 
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Black & Decker Heavy- 
Duty Saws cut Transite, 
slate, wood, marble— 
‘most every material 
known—with proper 
blade or disc. 8” Saw... 


$96.50. 


Speed plant maintenance 
with Black & Decker Saws 


telescoping blade guard with king- 


Say goodbye to old-fashioned, time 
and labor-consuming hand sawing 
—switch to Black & Decker Heavy- 
Duty Saws! Specially-built B&D 
motors are constructed for trouble- 
free, heavy-duty operation... ad- 
justments for depth and angle of 
cut are built-in .. . and safety fea- 
tures like the trigger switch and 


size lift lever are standard equip- 
ment. See your Black & Decker 
distributor for free demonstration. 
For more information, write for 
Catalog No.513to:THE — jfaawal mus fp 
BLack & DECKER MFG. | Seg" | 
Co., Dept.1703, Towson . 

4, Maryland. 


For nearest distributor, 
see "Tools-Electric”’ 


LEADING DISTRIBUTORS EVERYWHERE SELL 


() Black & Decker. 


PORTABLE ELECTRIC TOOLS 





(Continued from page 330) 
support to religious, philantropic, 
civic, and business organizations. 

New members of the Buffalo 
group include Raymond C. Howick, 
C. A. Roberts, C. W. Rider, and 
R. W. Creamer. 

- 7 y 
Express Rates on Advertising, 
Printed Matter, Reduced 


Reduced express rates on ship- 
ments of many types of advertising 
and printed matter have been put 
into effect by Railway Express 
Agency, Inc. 

The substantial third class rate 
reductions—as high as 40°% or more 
depending on weight and distance— 
are based on new pound rates and 
cover nine express scale, or dis- 
tance, groupings. The old rate was 
1 1/5 cents per ounce regardless of 
distance. Under both the old and 
new rates, minimum charges are 
$1.80 with charges not to exceed first 
C ad class express rates. 

7, © fF 
on ent steps — General Electric Sets Up 


, Purchasing Training Course 
where 40) steel diamonds General Electric has announced a 


company wide purchasing training 


grip every foot course as a step toward manpower 


development to meet the anticipated 





Men and rolling equipment move growth in the electrical industry. 
safely—without danger of slipping—over economical C. Willard Bryant, manager of 
C1; oss D fl lat River uncle di d G-E’s Material Service Department 
SuPER-DiamonpD floor plate. Every single diamon in announcing the new program, 
—40 of them to a step—guards constantly against skids said that the projected growth of 
and slips General Electric may call for an 

a = . . ‘ r . annual purchasing expenditure of 
Easy to fabricate and install, this non-directional $314 billion in ten kta 
pattern rolled-steel floor plate provides low-cost safety Mr. Bryant announced that James 
and rugged durability. SupER-DIAMoND floor plate A. McAleer, manager of purchasiag 
, A , , ; research services, will coordinate 
won’t trap dirt—cleans and drains quickly —gives many the program with Douglas V. Smith 
years of dependable safety under the heaviest indus- as specialist in charge of purchasing 
“a i training. 
trial loads. . ’ : More than half of the company’s 
Mail the coupon below for information on this low- 85 operating departments have in- 
cost, long-lasting rolled-steel floor plate. dicated they will establish purchas- 


ing training courses in their depart- 
ments soon after the first of the 
year. 

Anticipating that hundreds of ad- 
ditional trained purchasing men may 
be needed in the next 10 years, the 
training course is expected to help 
fill the gap created by the expand- 






GREEL FLOOR PLATE 














3 ing purchasing functions. 
“The diamond in the rough ...agem of aflooring.”’ The conference method will be 
the basis for the new training course 
ALAN woop STEEL COMPANY For plants where oil, with each operating department 
Conshohocken, Pa. water and grease raise P 3 ae 
poten ph menage Peg adapting the program to its individ- 
Please send A.W. SurpErR-D1aAmMonpD Booklet SD-35 pie tape. ~ Site, 
ping accidents, wesuggest ual needs. 
Jame a check on the special . 
rth qualities of A.W. ALGRIP Mr. McAleer, of Larchmont, New 
| : ... the world’s only abra- York, a graduate of Harvard ’33, 
ompany sive rolled steel flooring. also holds a master’s degree in eco- 
idress —— 











nomics from Cornell. He spent sev- 
(Please turn to page 336) 


City —— Zone State 








Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate—Piates—Sheets 
—Strip—(Alloy and Special Grades) 
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Dayton PM Pays 1,000 Bonus 


. . . in reduced transmission costs with Dayton Cog-Belts' 


*Preventive Maintenance Program 


The hottest idea Cummer-Graham Co., Beaumont, Texas, manufacturers of box 
materials, ever employed to reduce transmission costs in their furnace firing 
operation was the installation of Dayton Cog-Belts and the Dayton P.M. Program. 

Before Dayton stepped into the picture, the crusher, which pulverizes scrap 
lumber for furnace fuel, was wearing out 8 standard V-Belts every 3 or 4 months. 
But a call to a Dayton Distributor, Behring’s Bearing Service, Inc., brought in the 
Dayton combination that helped solve the problem with amazing results. 

An analysis revealed that the drive was underpowered, which would have 
necessitated the expense of new sheaves with more grooves and additional standard 
V-Belts. However, eight Dayton Cog-Belts, which deliver 40% more H.P. per belt, 
were installed on the existing drive, eliminating that expense. After 2'2 years 
these Dayton Cog-Belts are still running and are in excellent condition 
already giving 8! times the service life of the previous V-Belts. 

Right from the beginning, Dayton Cog-Belts reduced Cummer-Graham’s power 
transmission costs, increased fuel production and improved overall plant operation. 


When replacement finally does become necessary, Cummer-Graham, employing 
the Dayton P.M. Program of planned replacement, will be able to schedule the 
belt installation during the time that the equipment is down for normal servicing. 

This is typical of how the right type and size of V-Belt plus the planned, co- 
ordinated Dayton P.M. Program work to bring you worthwhile savings through- 
out your plant. For complete details call your nearest Dayton Distributor or write 
direct to: Dayton Rubber Co., Industrial Division, Dept. 721, Dayton 1, Ohio. 


47. M. 


See “Belting” in 
yellow pages 


Rae # 





SS 


for your 
local Dayton 
Distributor 
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World’s Largest Manufacturer of V-Belts 
Industrial Division 
DAYTON RUBBER COMPANY 
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The Tension Section flexes easily with- 


out cracking, straining or loss of life 


The Load Carrying Section has maxi 
mum stretch-proof strength. 


The Compressic has cross-wise 


rigidity. Patented Stiflex composition 
prevents squashing and binding 
action. 


g -ogs flex uni 
formly for full grip 
Dayton patented exclusive. 


Preformed 


another 


Smooth, die-cut 


grip, full power. 


assure positive 


© D. R. 1955 


Daytam khwlgbex 


1905 


e DAYTON 1, OHIO 
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Your Williams Distributor 
_ ean solve your nut turning 
7 problem with Williams 


sockets for every production 
or maintenance application 


by 
























“SUPERSOCKETS”, for Every Nut Turning Problem. 
1/4, 3/8, 1/2, 3/4, 1” square drives. Openings from 
3/16” to 3-1/8”. Engineered flexibility permits 
hundreds of combinations of sockets, handles and 
accessories. 


INDUSTRIAL SOCKETS for all types of power and 
Impact Wrenches. 1/4, 3/8, 1/2, 5/8, 3/4, 1 and 
1-1/2” square drives. Single and double hexagon and 
square openings from 3/16 to 3-1/2”. Over 550 
sockets and accessories. 


“SUPERRECTOR” Reversible Ratchet Handles and 
Sockets. 24, 36 and 48” length handles. Square sockets 
from 1 to 4-5/8”. Hexagon sockets from 1-1/16 to 
4-5/8”. Sockets with thru-hole turn nuts on bolts of 
any length. 


5. MH. WILLIAMS & CO. 402 Vulcan Street © Buffalo 7, N.Y 
llc 


You'll get 
SERVICE 
ON 





THE 
DOUBLE 
from your 
DISTRIBUTOR’S 
SALESMAN 


He'll give you 
quickest delivery 
at lowest cost! 


“"The Broadest Line of Its Kind" 


CARBON AND ALLOY STEEL WRENCHES ¢ DETACHABLE SOCKETS AND 
DRIVERS * INDUSTRIAL IMPACT SOCKETS * TOOL HOLDERS * CUTTER 
BITS * LATHE DOGS ¢ SET-UP TOOLS ¢ “C’ CLAMPS * THUMB NUTS 
AND SCREWS * HOIST HOOKS * EYE BOLTS * MACHINE HANDLES * ROD 
ENDS * CHAIN PIPE TONGS AND VISES * FLANGE-JACKS ® PLIERS 
SCREW DRIVERS * HAMMERS ¢ GEAR PULLERS ¢ EXTRACTORS 
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WRITE FOR 
CATALOG 302 
It includes the latest 
patterns and sizes from 
which to choose. 
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(Continued from page 332) 
eral years in the Government on 
market research studies and with 
the War Production Board. From 
1947 to 1953, he was employed by 
Deere and Company, most recently 
as assistant to the vice-president 
for purchasing. He joined General 
Electric in 1953 as Manager of Pur- 
chasing Research Services in the 
Manufacturing Services Division. 

Mr. Smith, of Scarsdale, New 
York, a 1934 graduate of Union Col- 
lege, Schenectady, joined General 
Electric in 1940. He held positions 
as Price Analyst and Buyer in the 
(then) central Purchasing Depart- 
ment. In 1948, he was Purchasing 
Supervisor for the Aircraft and 
Ordnance Systems Division in Bur- 
lington, Vermont, and later Pur- 
chasing Agent for that division in 
Schenectady. In April 1954, he be- 
came Purchasing Training Specialist 
in the Manufacturing Services Divi- 
sion, 


a's. ¥ 


Steel Capacity Increase Near 
1.5 Million Tons in 1954 


The steel industry of the United 
States started 1955 with an annual 
steel-making capacity of 125,828,310 
net tons of ingots and steel for cast- 
ings, according to American Iron 
and Steel Institute. 

The new total is the highest ever 
achieved. It is 1,497,900 tons more 
than the capacity a year ago, which 
totaled 124,330,140 net tons. 

The increase augments the indus- 
try’s reserve margin for defense 
needs. The reserve is large, as in- 
dicated by comparing production 
and capacity in 1954, when opera- 
tions averaged about 71 per cent of 
capacity. 

The’ new annual capacity figure 
of the world’s largest steel industry 
is an increase of nearly 34 million 
tons, or about 37 per cent in the 
nine postwar years as a result of 
steel companies’ large scale expan- 
sion and improvement programs. 


; - ¢ 


Standard Metal Directory’s 
1954 Edition Is Released 


The 1954 edition of the Standard 
Metal Directory has now been re- 
leased. It has been enlarged, eom- 
pletely revised and two new im- 
portant features added. 

The Directory is divided into 
four sections: iron and steel plants; 
ferrous and non-ferrous metal 
foundries; metal rolling mills; 
smelters of non-ferrous metals. 

(Please turn to page 338) 
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Many great American companies... 
among them, Anheuser-Busch, the brewers of Budweiser 
... have found it good business to include Union among their 
major corrugated container sources. Perhaps it would be equally 
good business for you. Look into Union facilities 
and experience. See how they can increase your 


packaging and shipping efficiency. 


Mb wion BAG & PAPER CORPORATION 


rroouction I CORRUGATED CONTAINER DIVISION * Box Plants: Savannah, Ga., Trenton, N. J., Chicago, Il. 


Eastern Division Sales Offices: 1400 E. State St., Trenton 9, N. J. © Southern Division Sales Offices: P.O. Box 570, Savannah, Ga. 
Wester Division Sales Offices: 4545 West Palmer, Chicago 39, Ill. ¢ Executive Offices: Woolworth Bldg., New York 7, N. Y. 
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RUBBER-T0-METAL 


As a result of modern compound- 


BONDING 


niques, many of which were developed in the Acushnet laboratories, the best 


ing, molding and adhesion tech- 


properties of metal and rubber can be combined in one bonded unit to obtain 
strength, toughness and resiliency, as well as shock and vibration absorption, 
sound abatement, electrical insulation or conductivity, corrosion and abrasion 


resistance, and other desirable advantages. 


Acushnet's specialization in this relatively new field involves the adhesion of 
rubber or synthetic rubber to metal in molds designed to accommodate the metal 
parts and which, in addition to bonding the rubber material to the metal, form and 


vulcanize the rubber in the same operation. 


With extensive equipment and facilities for solvent degreasing, sandblast- 
ing, cementing and brass plating, Acushnet bonds rubber to metal by several 
processes, each suited to a particular application for the most efficient adhesion. 


Our engineers will gladly study your prints and make prompt recommendations. 


Send for brochure ‘‘Rubber-to-Metal 
Bonding.” Detailed information con- 
cerning applications, design, proce- 
dures, compounding, processes, bond 
strength ratings, etc. Illustrated. 


PROCESS COMPANY 
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The Directory contains more th 
10,000 detailed reports on ste 
mills, foundries, smelters, rolliy 
mills and non-ferrous metal plar 
located in the United States and 
Canada. The Plants are listed geg 
graphically and alphabetically. 
ports give the name of the com 
pany, its capitalization, plant equip. 
ment, products manufactured, pri 
mary and secondary raw materig 
consumed, names of company offi 
cials, purchasing agent and _ salegi 
manager. 

The two new features that have 
been added are: A list of distribu 
tors of non-ferrous metal product 
throughout the United Staies an 
Canada; and a list of smelters ang 
refiners of non-ferrous’ meta 
throughout Europe. 

It is published by Bardeen Pres 
Inc., 425 W. 25th St., N.Y.C., and 
costs $15.00. 


. FF # 


Warns Against Further Cuts in © 
Electrical Equipment Tariffs 


Gwilym A. Price, president of} 
Westinghouse Electric Corporation, 
has warned against further cuts in 
electrical equipment tarifis when 
present rates “are completely in- 
adequate” to protect the employes 
of the American electrical manu- 
facturing industry against low-wage’ 
foreign competition. 

In a statement prepared for de-' 
livery as testimony before the House 
Ways and Means Committee in 
Washington, D. C., recently, the’ 
Pittsburgh executive said that be- 
cause foreign manufacturers pay 
their employes only one-tenth to 
one-third of the American wage 
rate, any foreign producer of heavy 
electrical equipment “can undersell 
us in this country by up’ to 30% 
even after paying shipping costs” 
and duties.” 

Mr. Price said that the wage 
spread between American and for- 
eign workers in the electrical man- 
ufacturing industry has increased 
since World War II. The difference 
in wages, he added, was substantial 
before the war; it has now become 
even greater. 

The Westinghouse executive said 
America’s electrical manufacturing 
industry cannot compete on certain 
products on a price basis with low- 
wage foreign manufacturers. He 
said wages—mostly those of highly 
skilled handcraftsmen—represent up 
to 50 percent of the total cost of 
such products as transformers, gen- 


(Please turn to page 342) 
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SAFETY EQUIPMENT HEADQUARTERS 


The Man 


that means 








BNI SERVICE! 





Cueything for Wine amd Sududtial Suffily” 


Over 3600 items of proved equipment, 
developed through the ever continuing 
Program in the M.S.A. Research Lab- 
oratory, are ready and waiting to help 
you combat the diversified hazards of 
today .. . and tomorrow. And this list 
is constantly growing. 

To help you in the selection and appli- 
cation of this safety equipment to meet 
your individual needs is your M.S.A. 
Engineer. He is safety-trained. His knowl- 


edge, gained through years of experience 
and study, is at your service. And you'll 
find this service waiting for you in most 
of the key cities throughout the United 
States and Canada. Call the M.S.A. man 
on your every safety problem .. . his job 
is to help you. 


“M.S.A.” means a single source of 
supply, one undivided responsibility, and 


a standard of quality that is certified by 


successful service. 


MINE SAFETY APPLIANCES COMPANY 


201 N. BRADDOCK AVENUE, PITTSBURGH 8, PA. 
At Your Service: 76 Branch Offices in the United States 


MINE SAFETY APPLIANCES CO. OF CANADA, LIMITED 


Toronto, Montreal, Calgary, Winnipeg, Vancouver, Sydney, N.S. 


Representatives in Principal Cities in Mexico, Central and South America 
Cable Address ‘‘MINSAF"’ Pittsburgh 











RESEARCH THAT 
MEANS SERVICE 


CHIEF SANDUSKY — _ ee 


FERROUS AND | 
NON-FERROUS 
CENTRIFUGALLY 
CAST SLEEVES, 
ROLLS, LINERS, 
TUBES, RETORTS, 
CHUTES, RINGS, 
BUSHINGS, 
BEARINGS, ETC. 















You want more than 
just a product when 
you purchase centrif- 


the kind 


of service that’s backed by over 40 years’ 


ugal castings. You want service, 


experience in the manufacture of a quality 
product. And that’s what you get from 
Chief Sandusky. 


Our greatly expanded research department — en- 
larged in both equipment and staff—is always avail- 
able to develop workable solutions to your multiple or 
one-of-a-kind design requirements. And with the recent 
addition of high-frequency induction melting furnaces, 
Chief Sandusky is now your logical source of supply 
for both ferrous and non-ferrous centrifugal castings. 
In addition to these services is the “plus” of practical 
help by field representatives or phone whenever a 
problem arises. 


Remember, you can always count on Chief 
Sandusky for something extra in quality, product 
uniformity, and special service. 


C. M. Lovsted & Co., Inc., Seattle, Wash. * Tyne Bros., Birming- 
ham, Ala. * Cordes Bros., San Francisco and Wilmington, Calif. 


SANDUSKY 


FOUNDRY and MACHINE CO. 


615 W. Market Street Sandusky, Ohio 
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(Continued from page 338) 

erators and other heavy equipment, 

“This differential ‘between Amer- 
ican and foreign wages is an evi- 
dence of our high living standard, 
which has surged far ahead of all] 
foreign countries,’ Mr. Price de- 
clared. “To maintain the American 
living standard, Congress had to 
impose an import quota on foreign 
labor immigrating into this country, 
Since 1919 we have allowed only a 
limited number of immigrants to 
enter. Once the foreigner is here, 
he cannot work at the same low 
wage that he received abroad. He 
is protected by our labor laws and 
labor agreements, and receives our 
going wage rate.” 

yf F 


“Scriptographic” Treatment 
Speeds Reading, Comprehension 


ONE OF THE WONDERS 
OF THIS MODERN WORLD! 


— 
wd 


Unser co MEAT Ge 
PUBLIC _— / 
7A Liha. 


iff 





te 


YOUR LIBRARY CARD 


t Aladdin's Lamp! He 
bring you 


"S) ee 
Ss. @) INFORMATION— 
S~-@) RECREATION 
‘ ~-@) EDUCATION——> 
“>(8) PEACE OF MiND—> 
(read ") ——> 


Sample page from the booklet “Your 
Library Card” 


Designed to speed up the visual 
communication of ideas and mes- 
sages, a unique booklet style, called 
“Scriptography,” has been devel- 
oped by the Channing L. Bete Co., 
Inc., Greenfield, Massachusetts, in 
a new publishing venture. 

Integrating words and graphics for 
easier, pleasanter, and faster com- 
prehension, “Scriptographic” book- 
lets are intended as a “short-cut 
to learning in a world that is over- 
verbalized to a dizzying degree,” 
according to Channing L. Bete, 
company president. 

One of Bete Company’s objectives 
is to help in the employee informa- 
tion rack field where, they believe, 
the “Scriptographic” style can be 
used effectively. 

Booklets printed or now in prep- 
aration cover a wide range of sub- 
jects, including music, automobiles, 
house terminology, investments, and 
taxes. The booklets sell for from 
6 to 10 cents depending upon quan- 
tity. 
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The Falk Corp., of Mil- 
waukee, also uses Elas- 
tic Stop nuts in the tie 
rod assembly ... and on 
the gear housing to 
maintain tight cover fit. 


Elastic Stop nuts solve 
Critical gear adjustment problem 
in new speed-reducing unit! 


In its rugged new Shaft-Mounted Drive, The Falk Corporation uses 
a self-locking Elastic Stop nut to secure the high-speed gear to the 
intermediate shaft, as shown in the illustration on the left. 

The precision-made Elastic Stop nut stays firmly in place and the 
close seat-squareness tolerances maintain the exact original gear ad- 
justment withstanding severe vibration caused by shock loads trans- 
mitted through the gears, Costs are cut because drilled bolt holes 
and cotter pins are eliminated. 

Here’s how this Elastic Stop nut works: The familiar red colla: 
of the Elastic Stop nut is deliberately undersized in relation to the 
shaft (or bolt) diameter. It grips the shaft with a perfect fit, enforces 
a continuing self-locking pressure against the metal threads, and 
holds the nut securely in place at the desired point on the shaft. This 
same tight-fitting locking collar also provides a seal that prevents 
oil from seeping along the bolt threads, wherever oil seepage is a 
problem. And because the bolt threads are protected against moisture 
from without, the nuts cannot become “frozen” to the bolt by cor- 
rosion. The elastic recovery of the red collar permits extended re-use 
of Elastic Stop nuts. 

Mail the coupon for information on how Elastic Stop nuts can 
solve your specific fastening problem. 


ELASTIC STOP NUT CORPORATION OF AMERICA 


A, 
lk 


TRADEMARK 





ee eee ES 


Elastic Stop Nut Corporation of America 
Dept. N67-315 2330 Vauxhall Road, Union, N. J. 


| e send the following free tastening nat 

[] ELASTIC STOP nut bulletin ] Here is a drawing of our product. 
' What self-locking fastener would 
; you suggest? 

' 

| Name Title 

' Firm 

Street 

' City jooilenicicommpniasiomeniana Zone State 
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Both the Counter and the Dial 
Indicator are shown full size. 


WHICH IS 


READ WITH 








GREATER ACCURACY? 


The Kearfott Counter shown can be read with 
the same ease and accuracy as a dial in- 
dicator 143 inches in diameter. 

Ball Bearings and precision hardened steel 
parts used in Kearfott Counters permit their 
high speed rotation for long periods of time. 
Kearfott Counters are capable of being 
driven at 1800 RPM. Precision parts also con- 
tribute to precise positioning and precise 
reading 


STANDARD KEARFOTT TYPES 


ANGLE COUNTERS: Odometer indication of 
shaft position, fully reversible operation re- 
turning to 0° at end of count. Either 0°-359.9° 
in 1/10 or 0°-359° in 2° increments as de- 
sired. Maximum speed 1800 RPM. 


KEARFOTT COMPONENTS 
INCLUDE: 


Gyros, Servo Motors, Synchros, Servo 
and Magnetic Amplifiers, Tachometer 
Generators, Hermetic Rotary Seals, 
Aircraft Navigational Systems, and 
other high accuracy mechanical, elec- 
trical and electronic components. 

Send for bulletin giving data of Count- 


ers and other components of interest 
to you 


A SUBSIDIARY OF GENERAL PRECISION EQUIPMENT CORPORATION 


DECIMAL COUNTERS: High speed decimal 
count from 0-9999 and return to 0 in 2 incre- 
ments. Maximum speed 1800 RPM. One 
revolution of shaft equals 10 units. 
LONGITUDE COUNTERS: For east-west lon- 
gitude indication in degrees and minutes in 
Y2 minute increments. Mask transfers hemi- 
spheric indication at 0° and 179°59'. Maxi- 
mum speed 1800 RPM. 

LATITUDE COUNTERS: Indicates N 89°59! 
to S 89°59'. For same direction of input the 
mask transfers hemispheric indication and 
reverses reading at 00 degrees 00 minutes. 
Maximum speed 1800 RPM. 

Variations of these Standard Types are 
available for special purposes. 


KEARFOTT DISPLAY AT THE NATIONAL I.R.E. SHOW, 
KINGSBRIDGE ARMORY, NEW YORK, BOOTH 152. 





KEARFOTT COMPANY, INC., LITTLE FALLS, N. J. 


Sales and Engineering Offices: 1378 Main Avenue, Clifton, N. J. 


Midwest Office: 188 W. Randolph Street, Chicago, Ill. 


South Central Office: 6115 Denton Drive, Dallas, Texas 


West Coast Office: 253 N. Vinedo Avenve, Pasadena, Collif. 
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New Products 





(Continued from page 172) 


Motor Drives Light 
Machine Tools 





A totally-enclosed,  split-phase 
fractional horsepower motor is 
smaller and a third lighter than 
previous designs. Designed espe- 
cially for driving light machine 
tools (also, materials handling sys- 
tems), the fan-cooled motor gives 
dependable continuous operation 
under severe conditions of dust and 
dirt. Large-size ball bearings, which 
absorb heavy thrust loads, require 
no lubrication for ten years’ nor- 
mal service. The motor, manufac- 
tured by General Electric, General 
Purpose Component Motor Dept. 
Schenectady 5, N.Y., is available 
in ratings of 1/6 hp, 1140 rpm, to 
1/3 hp, 3450 rpm, 60 cycles. Also 
available are 50 cycle models. 
Circle No. 86 on Inquiry Card—Page 17 


Also Noted 


Oakite Products, Inc., 19 Rector 
St., New York, N.Y., says that an 
alkaline deruster has been primarily 
designed for the removal of rust 
and heat scale from parts where 
dimensional change and acid em- 
brittlement must be avoided. It is 
said to reduce rust removal opera- 
tions from six steps to two, requir- 
ing only an alkaline soak and a 
rinse. There is no danger of over 
immersion—action stops once rust 
is removed. 

Circle No. 86 on Inquiry Card—Page 17 


Hexacon Electric Co., 117 W. Clay 
Ave., Roselle Park, N.J., has on the 
market a very small hatchet solder- 
ing iron weighing but 3 oz. Perfect 
balance due to hatchet design makes 
iron effortless to hold and thus gives 
more accurate control of soldering, 
resulting in better soldered joints. 
The tiny tips out-perform irons with 
larger tips and higher wattages. 
The iron is recommended for fast 
soldering of instruments, sub-assem- 
blies, etc. 

Circle No. 87 on Inquiry Card—Page 17 
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you can’t 
talk brawn 
into bearings, 
boys! 
HY SAYS: Take it from an 


old-timer—a bearing’s either 
got it, or it ain’t. I fell for 


ly 


one 0’ those slick sales talks 
for off-beat bearings once 

myself—but just once. Was I sorry 
I hadn’t used Hyatts! 


Hyatts were so good they were 
original equipment when I 


broke into this game—and 





they’re even better today! If 
you want to be proud of your 
work and keep your customers 


happy, just remember this: 


There’s other bearings that look 
as good, but you hold out for 
Hyatts in the blue and yellow box. 


When it comes to quality. meet HY WHEELER, 


the sage of the 
socket wrench! 


He may have been tinkering with 
engines before you were engineering 
with TinkerToys, and he may be 
quaint, but he’s a good man to 
know. He'll be here regularly from 
now on to give you a chuckle and 
some helpful hints. Watch for him! 


there’s no 




















substitute for... oe 
DEALERS 
EVERY WHERE 
A GENERAL MOTORS PRODUCT SAL A UNITED MOTORS LINE 
STRAIGHT ) BARREL ~§ ) TAPER © 
HYATT BEARINGS DIVISION © GENERAL MOTORS CORPORATION © HARRISON, NEW JERSEY 
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light-weight, 
heavy-duty 
No. 404 


Latest addition to Millers Falls famous line of 
portable electric grinders, the No. 404 weighs 
only 914 Ibs., yet has a 5.5 amp. rating. It uses 
4” diameter wheels up to 1” wide and is de- 
signed for continuous heavy-duty service such 
as snagging castings, grinding welds, grinding 
off rivets, etc. Other models up to 6” with 
speed ranges from 3700 r.p.m. to 5500 r.p.m. 


MILLERS FALLS 
GRINDERS 





High-speed, 
high-powered 
No. 270 






This husky, recently-introduced Millers 
Falls Polisher has the extra power (a full 
5 amps.) and greater spindle speed (1900 
r.p.m.) needed for best results with the 
latest type cleaners and polishes that are 
proving so popular. It’s light, compact, 
pleasant to use — and it’s supplied with 
a deep, carpet-pile wool pad, the most 
effective polishing head ever developed. 


mitters FaLS SANDERS 


A beautifully engineered 7” unit, the 870 weighs 
only 7/2 lbs., but carries a full 5.5 amp. rating 
and can handle continuous operation. Its no-load 
speed of 4500 r.p.m. makes it perfect for driving 
the new laminated phenolic grinding wheels and 
discs as well as for fast sanding. Other models 
available up to 9”. 


MILLERS FALLS 
POLISHERS 





Light, 
MILLERS FALLS A 
high-power 
= No. 870 





SINCE 
i868 ® FREE — Write for literature on Millers Falls wide line of 
portable electric grinders, polishers, sanders, drills, saws, 
screw drivers and other high-performance tools. Demon- 
strations gladly arranged on request. 


Ma J , y MILLERS FALLS COMPANY, Dept. PR-6, Greenfield, Mass. 
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Designed as an electrical in- 
sulating material and for a range 
of non-electrical industrial mainte- 
nance jobs, Behr Manning Corp, 
Troy, N.Y. has a full line of qual- 
ity paper-backed pressure-sensitive 
plastic electrical tape on the market. 
The high dielectric strength of their 
vinyl plastic backing is superior to 
combinations of rubber and friction 
tapes. 
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Containing no muriatic acid or 
other toxic or corrosive chemicals, 
a new type of rust and scale sol- 
vent is on the market. It contains 
detergent penetrants and an inhibi- 
tor which prevents most metals cor- 
roding. The solvent is highly con- 
centrated and therefore economical 
to use according to the manufac- 
turer, Brulin & Co., Inc., 2929-45 
Columbia Ave., Indianapolis 7, Ind. 
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Bus duct with aluminum bus bars 
is now being produced by Westing- 
house Electric Corp., Standard Con- 
trol Div., Box 2099, Pittsburgh 30, 
Pa. The duct, 35% lighter over-all 
than its copper counterpart, has 
double silver-coated aluminum bars 
to provide low resistance contacts 
as joints. It is available in ratings 
of 225 amp to 4000 amp ratings. 
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Dow Chemical Co., Midland, 
Mich., announces that low cost 
rolled magnesium plate is now 
available in from 4” to 3” thick- 
nesses and in sizes up to 6’ wide 
by 24’ long. It is suitable for many 
types of tooling and for other uses 
in hundreds of industries. It is 
claimed it is the easiest of all metals 
to machine and weld. 
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A full range of precision gages 
for fine tolerance work in industries 
requiring high precision measure- 
ments has been put into production. 
Gages include reversible thread 
plug, ‘plain cylindrical plug, re- 
versible wire type plug, taperlock 
thread plug, thread and plain cylin- 
drical ring. They may be had from 
S. W. Card Mfg. Co., Mansfield, 
Mass. 
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Lexsuco, Inc., Cleveland is manu- 
facturing a new roof construction 
which makes use of a “vapor bar- 
rier” of flexible material. The new 
construction prevents drippage of 
inflammable asphalt or tar. Barrier 
eliminates all combustible materials 
between roof deck and insulation. 
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ROLLER BEARINGS 











...Up-to-the minute 
design... 
plus economy 
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Ali Tro-Rol Bearings Now Have 


®@ Proved in performance ... proved for economy... 
CROWNED unsurpassed for versatility ... the Tru-Rol Bearing incorpo- 
ROLLERS... rates the design know-how accumulated through Rollway’s many 
years of experience with all types of cylindrical roller bearings. 
Tru-Rol's features result in adaptability for any application re- 
quiring just the right balance between precision and economy. 


Crowned Roller un- 
der full load — 
stress uniformly dis- 
tributed. ® Designed for Versatility: Tru-Rol is available in all the 
inner and outer race combinations demanded by today’s design. 
Crowned cylindrical rollers eliminate end loading—assure a 
uniform stress pattern along the full length of each roller, and 
prolong bearing life. Tru-Rol versatility offers a choice of 
stamped steel retainers with guide lips, or steel segmented retainers 
. . . both providing perfect alignment for every roller. These 
features have been quick to gain favor with engineers, and 
have led to the selection of Tru-Rol Bearings for a broad variety 
of applications. 


Free! New Catalog... 

36 pages of Valuable Information—Mail Coupon Today. The Tru-Rol 
Catalog includes all required data on every size, every type of Tru-Rol 
Bearings; complete description, ratings, dimensions—plus extra copies of 
the new Quick-Calculating Alignment Chart . . . a graphic solution of the 
*RBEC formula for bearing selection. 

*Roller Bearing Engineers’ Comm.—Anti-Friction Bearing Mfgs. Assn. 
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ROLLWAY BEARING CO., INC. 
555 Seymour St. * Syracuse 4, N. Y. 


Please forward free copy of your new Tru-Rol Catalog with extra 
Alignment Charts. 











Name__ A _. — 
BEARINGS Firm Name_ ee — — ‘nities 
ye RADIAL ANO THRUST NORICAL ® 2 star Address ath 
City Zone State 











ENGINEERING OFFICES: Syracuse @ Boston @ Chicago @ Detroit ¢ Toronto ¢ Pittsburgh ¢ Cleveland ¢ Milwaukee © Seattle © Houston ® Philadelphia © Los Angeles © San Francisco 
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a 
STAMPINGS and 
DEEP DRAWINGS 


Cara. STANLEY J 





PRESSED METAL DIVISION 
THE STANLEY WORKS, 873 Lake St., New Britain, U.S.A. 


OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO, LOS ANGELES AND SEATTLE 
STAMPINGS, DEEP DRAWINGS AND SPECIAL HINGES 








STANLEY TOOLS * STANLEY HARDWARE 
STANLEY ELECTRIC TOOLS * STANLEY STEEL STRAPPING * STANLEY STEEL 
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Market Research 


(Continued from page 80) 


tough estimate to make. 
I sympathize with your 
problem, because you 
have to predict four 
months ahead how much 
merchandise a salesman 
is going to sell, when 
the salesman himself 
can’t tell you. 

Pur. Agt.: But if you will help me, 
I can do a better job for 
you. 

Salesman: Fair enough. I'll do the 
best I can. I'll talk with 
my dealers to get a feel- 
ing of the situation and 
see how they are think- 
ing. Say, that gives me 
an idea. While I survey 
them, I'll line them up 
for this season. I'll bet I 
can sell them all in ad- 
vance. It’s their prob- 
lem too, Thanks for the 
idea. I'll give you an 
estimate. And __inci- 
dentally, your job isn’t 
so soft after all. I 
wouldn’t trade places 
with you. 


Facts for Action 


The conservation with the treas- 
urer will be similar. The big sur- 
prise will be when he comes up with 
a prediction that would have raised 
his eyebrow if you had presented 
it to him “cold” as your estimate. 
This is only natural, because if a 
person reasons through a problem, 
his answer is bound to seem logical 
because he spends so much time 
thinking about it—much different 
than if it came “out of the blue” 
from someone else’s thought. The 
evidence from sales force predic- 
tions will also help your cause. 

Perhaps this is a subtle way of 
getting others to aid in the very 
ticklish problem of pre-season buy- 
ing. But it is more than this, It a 
sound, effective purchasing tool and 
technique. Besides, it will help re- 
lieve the friction that occurs when 
purchasing estimates and decisions 
miss the mark. For if the purchase 
is too great, the salesman will feel 
an obligation to help move the mer- 
chandise that was purchased, in 
part, on his own estimates. And if 
the purchase is too small, there will 
be less criticism because a person 
does not tend to complain about 
someone who acts on misinforma- 
tion, especially when he is the 
source. 


(Please turn to page 356) 
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ELECTRIC DISTRIBUTION, 


EQUIPMENT, 


TO MEET 1965’s DOUBLED NEEDS! 
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G-E “System Engineered” equipment is reverse of hodge-podge 
products using non-integrated parts. (3) Standardized parts 
throughout G-E System make faster, less costly extension or 
alteration possible. (4) Since components—control centers, 
busways, switchboards, panelboards, sectional distribution 
centers—are engineered to work together, your G-E System 
must give most efficient service and reduced maintenance 
costs. (G-E Flex-a-Power* | 
relocation of loads without rewiring.) 


yusways, above, allow complete 





One source of supply is another important cost-reducing factor 
in G-E “System Engineered” equipment. (5) Naturally, it 
simplifies your job because you deal with only one man, the 
skilled General Electric engineer. He works with consulting 
engineers, architects and owners from the planning stage to 
completion of plant. He helps them save many hours and 
dollars. (6) Most important, your G-E man is not selling 
just products. He is providing G-E “System Engineered” 
equipment that is designed with a long built-in future. 














ee 
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Switchboards— For reliable control, 
distribution and circuit protection. 
Completely wired at the factory. Large 
air or molded-case circuit breakers, 
fusible switch units, meters, instru- 
ments and accessories already installed. 


Panelboards—T vy pes NAB, NHB, 
NLAB, NLTQ, NLTQX, NTP, NTC 
for lighting—types NCB, CCB, Swing- 
Wa* and Converti-Fuse* for power 


distribution. Complete line. Factory-as- 
sembled for fast, compact installation. 


Sectional Distribution Centers — Factory- 
assembled to reduce installation cost. 
Short secondary feeders in load-center 
system mean less voltage drop—rarely 
more than 2 to 3%. Easy-to-order ar- 
rangements eliminate tedious detailing. 


EGISTERED TRADE-MARK OF GENERAL ELECTRIC COMPANY 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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A 
COMPLETE 
LINE 


FOR QUICK DELIVERY 
PLUS SPECIAL BLOCKS 


No matter what lifting problems vou have to cope with, 
MADESCO Blocks will make the job easier... faster... 
more economical. Their reputation for dependability under 
the most severe service is founded on over 25 years of ex- 
perience and specialization. 


Block sheaves (sheaves are ‘‘the heart’ of all blocks!) are 4 
available in your choice of steel or iron, with or without 
bushings. 


Our engineering services are available to aid in your solution 
to any lifting problem. Our catalog will gladly be sent on 
request, 


Write us or contact your local industrial distributor. 


MADESCO TACKLE BLOCK CO., EASTON, PA. 


HAE-M590—2-54 
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(Continued from page 352) 





By keeping a history of the 
sults of the surveys and letting th 
participants know how accurate 
they were, it will be possible to ins 
crease the accuracy and value of 
surveys as time goes on and ex 
perience is accumulated. Foresigh 
will be sharpened by hindsight. 

The purchasing agent may neve 
be able to turn in his turban, buy 
the survey technique should he 
sharpen the image in the cryst 
ball and soften the scorn of th 
scorekeeper when the target 
missed. 
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Improved Finish on Die 
Cast Aluminum Announced - 


Production research has ad 
possible a sukstantial improvemen 
in the finish on aluminum die casts 
ings as they come from the die, a¢ 
cording to Aluminum Company ¢ 
America. 

By achieving for the first time 
hardware class of finish on die 
aluminum parts without addition 
processing, Alcoa expects to ope 
vast new markets. Aluminum di 
castings will now be more attractiv 
to designers of automotive hard 
ware, appliances and builders hard 
ware. 

The improved surface available on 
Alcoa die castings resulted from pro- 

























duction and process advances by the 
company. These advances now have 
erased the principal obstruction to TI 
the widespread use of chromium- ist 
plated aluminum die castings. At 
the same time, other mechanical and ” 
chemical finishes will be improved. or 
In the past, aluminum die castings us 
had to be subjected to expensive 
finishing operations before chrome ec 
plating. With the improved finish ie 
they can be plated with very little go 
more effort than zinc. This develop- “N 
ment will allow the designer to Ne 
make use of the light weight and B: 
dimensional stability of aluminum Re 
die castings where a chrome-plated ro 
part is required. Al 
With the improved as-cast fin- 
ishes, plated aluminum die castings 
are entirely satisfactory from the 
standpoint of service, weathering a] 
and corrosion. . 
The improved die cast finishes ' 
also will make _ possible _ better 
Alumilite finishes in the many colors 
available. The parts can also be 
easily buffed to a high polish; and 
lend themselves more readily 1 
other mechanical and painted fin- 
ishes. 
For More Information Circle No. 391 
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1 to The bulging racks of bars—of all types, sizes, grades, conditions, fin- 
“a ishes—at each U. S. Steel Supply warehouse means you can always get 

t ‘ , . : ‘ . 
onl prompt delivery of exactly what you want. No need for substitutions 
ved. or frantic phone calls all over town when you’re in a rush... . just call 
ings us first next time. 
sive 
ome J ‘ ‘ . TO°0 

ich COLD FINISHED BARS. Largest variety of and Aircraft Quality. All sold with USS 
= sizes, grades, finishes in rounds, hexa- guarantee of minimum hardenability. 
ittle gons, squares, flats. Including USS Each order includes specific data on the 
lop- “MX” high-speed, low cost screw stock alloy bought 
* to ‘ : 

d HOT ROLLED BARS. Regular Merchant STAINLESS BARS. Widest range of sizes 
an Bar Quality and Special Bar Quality Rounds, hexagons, squares, flats, angles, 
num Rounds, hexagons, squares, flats, half channels, special sections 
ated rounds, ovals, half ovals, Bar Shapes. 

ALUMINUM BARS. High quality rounds, 
fine ALLOY BARS. Hot rolled, cold finished hexagons, angles—full range of sizes. 
ings , . 
the Our technical staff stands ready to assist you wherever possible with 
ring application—or even design—problems. They will make certain that 

: you get the best bar for the job . . . and the most economical. 
shes : : 
>tter 
lors 
| be ° 
and e 
Pr DIVISION 
fin- 

a General Office Warehouses and Sales Offices 

z 

208 So. La Salle St., Chicago 4, Ill. Coast to Coast 
SING 
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Ca 
U.S. STEEL SUPPLY 
for ALL your 
steel needs... 


a at aie le lS 





Structural Shapes 

Plates 

Bars, Hot and Cold Finished 
Sheets and Strip 

Alloy Steels 

Stainless Steels 

Tubular Products 

High Strength Steels 

Aluminum 

Industrial Supplies and Machinery 
Reinforcing Bars, Wire Fabric 
Floor Plates, Industrial Flooring 


SEE The United States Steel 
Hour. It's a full-hour TV pro 
gram presented every other week 
by United States Steel. Consult 
your local newspaper for time 
and station 


a 
every 
ust—©° pe huge 
ns 
\\ wan actue , is 
hats \ date 
w 
se neores oi so-date 
yse ccurate today 





U.S. Steel Supply Division 
Dept. 635 
208 So. La Salle St., Chicago 4, Illinois 


Please send me, without charge or obligation, 


your latest Stock List 
Name 


Company 
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1342 W. Vernor Highway 


jor PRECISION 
PRODUCTION 


Willey’s Tools—standard or special — deliver precis- 
ion production that will satisfy you as to accuracy, 
time per finished piece and pieces produced 
over the life of the tool. 


Catalog on Request 


HESS miele 


SOLE MAKERS OF WILLEY'S METAL 














eee 


co. 


Detroit 1, Michigan 
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(Continued from page 123) 


post, special delivery. What the 
manufacturer said to his distributor, 
we have never learned. 

The conclusion to be drawn from 
these random experiences is two 
fold: 

First, that the day-by-day per- 
formance of supply houses and dis- 
tributors reflects pretty accurately 
the spirit and breadth of view of 
the men at the top. They invariably 
set the pattern for their subordin- 
ates. As a result, the house may 
become known as a place where 
things can be bought if the vast 
inertia that pervades the establish- 
ment can be overcome. Or it may 
surely and steadily build a reputa- 
tion for service, founded on the 
realization that it is the customers— 
and the satisfying of their needs— 
that alone make its’ existence 
possible. 

The second conclusion is that in 
spite of its trials and tribulations, 
its temporary defeats and dis- 
appointments, the purchasing job 
can be as interesting—and as re- 
warding—as anything our scheme 
of business has to offer. 














BUYER'S & SELLER'S MART 














Contract Work * Equipment For Sale a Employment and Business Opportunities 
RATES REQUIREMENTS 
: : Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
Soeagnyes (set solid) ........eeseseeeees 90¢ line Figure forty-four letter spaces. (five average words) to a line. 
| Seen ee 45¢ line Add one line for box number address; replies forwarded with- 
out charge. 
Dale 2:84... 6 Se ee cae $8.50 inch Discount of 10% for twelve consecutive displayed insertions. 
Forms close 15th of month preceding date of publication. 
Send orders to: CLASSIFIED DEPARTMENT ° PURCHASING ° 205 East 42nd Street, New York 17, New York 











POSITIONS WANTED 





Young Industrial 


Executive. Experienced and 
enthusiastic, presently employed as general pur- 
hasing agent for manufacturer of aircraft com- 
ponents and pumps, seeking to relocate. Present 
employer closing permanently, leaving state. 
Applicant willing to move if conditions warrant 
doing so. Write Box 1442, Purchasing, 205 
East 42nd St., New York 17, N. Y. 





Purchasing Agent, Assistant, 27, B.B.A. 3 years 
Manufacturing Experience in Packaging, Print- 
ing, Paper, Paperboard, Adhesives, Die Cutting, 
Mounting, Finishing, Maintenance, Office Equip- 
ment and Supplies, Inventory Control, Produc- 
tion Control and Systems. Currently employed. 
Seek Increased Opportunity. Write Box 1443, 


Purchasing, 205 East 42nd St., New York 17, 
—. ¥ 


SENIOR BUYER, Experienced heavy volume in- 
dustrial production buying to specification in 
electronics, hydraulics, mechanical components 
and raw material. College engineering. Exten- 
sive experience in procedures, inventory control, 
analysis and supervisory work. Young aggres- 
sive. Box 1444, Purchasing, 205 East 42nd St., 
New York 17, N. Y. 





PROCUREMENT MANAGER OR BUYER. Success- 
ful and diversified experience in purchasing pro- 
duction materials and components, packaging 
and maintenance supplies, and accessories for 
resale. Good coordinator; has assisted in prod- 
uct development and marketing. College grad- 
vate; accounting experience. Presently employed 
as General Purchasing Agent for medium sized 
manufacturer with three factories and three as- 
sembly plants. Write Box 1439, Purchasing, 205 
East 42nd St., New York, N.Y. 


Purchasing Executive, 45, Highly qualified; thor- 
oughly familiar all phases commercial and 
government procurement. Recent experience in- 
cludes management of 150 person purchasing 
department. Can organize and setup new de- 
partment or effectively operate an existing one 
of any size. Background includes expert knowl- 
edge cemmodities, procedures, records, analysis, 
work flow, cost reduction and safety programs. 
Successful record of employee relations. Present 
contract near completion. Located Tennessee, will 
relocate. Address reply to Box 1440, Purchasing, 
205 East 42nd St., New York 17, N. Y. 





PURCHASING AGENT OR ASSISTANT—Four 
years experience one company, age 28, veteran, 
university graduate, married with children, will 
relocate. Write Box 1441, Purchasing, 205 East 
42nd St., New York 17, N. Y. 
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